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I S  departments  that  strip  users 
of  their  PC  games  see  limited 
gains  at  best.  In  Depth,  page  83 
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IT  rescue  justifies  merger 


►  CoreStates  gets  IT  savvy 
and  system  updatesfrom 
First  Union's  Si 6.3 B  hid 

By  Thomas  Hoffman 

CAN  IT  POSSIBLY  make  sense 
for  one  bank  to  spend  22  times 
its  earnings  to  acquire  another 
bank  whose  earnings  haven’t 
grown  in  the  past  seven  quar¬ 
ters? 

For  Charlotte,  N.C. -based 


First  Union's  Austin  A.  Adams 
says  the  bank  intends  to  slash 
CoreStates'  year  2000  costs 


First  Union  Corp.,  the  answer 
could  be  yes  —  if  it  can  use  its 
information  technology  savvy  to 
slash  CoreStates  Financial 
Corp.’s  expenses  by  45%  and 
bolster  revenue  by  $200  million 
annually. 

Company  executives  and  ob¬ 
servers  defended  First  Union’s 
pricey  $16.3  billion  bid  late  last 
month  to  acquire  Philadelphia- 
based  CoreStates.  That’s  be¬ 
cause  it  would  have  cost  Core- 
Bank  merger,  page  108 


Load  balancers  aid  Web  site  access 


By  Bob  Wallace 
and  Matt  Hamblen 


USERS  ARE  SINGING  the  prais- 
es  of  load  balancers,  which  they 
say  boost  Web  site  reliability, 
simplify  management  and  ease 
maintenance. 

“They  let  you  offer  the  bullet¬ 


proof  Web  site,”  said  Dan  Nott- 
ke,  an  information  systems 
manager  at  Andersen  World¬ 
wide  in  Chicago  and  a  beta  test¬ 
er  of  the  technology.  “[Load  bal¬ 
ancers]  ensure  100%  availability, 
or  as  close  as  you  can  get  to  that 
level.” 

A  flurry  of  load  balancers  is 


By  Julia  King  VJIL/  Forget  the 

formal  resume  and  cover 
letter.  Forget  the  suit  and 
pantyhose.  Kim  Gaughan  was 

lounging  around  in  sweats  on 

the  Sunday  morning  she  applied 
over  the  phone  for  a  software  engi¬ 
neering  job  at  SCT  Corp.  in  Malvern,  Pa. 

Telerecruiting,  page  108 


set  to  ship  by  year’s  end.  They 
will  be  available  as  software  that 
runs  on  a  common  server  or  as  a 
turnkey  package.  And  they  will 
cost  as  little  as  a  few  thousand 
Load  balancers,  page  14 


Enterprise  tool 
kits  plagued  by 
hidden  costs 

By  Patrick  Dryden 

THE  PURCHASE  price  of  enter¬ 
prise  management  software 
such  as  Unicenter  TNG,  Open- 
View  or  TME  10  can  easily 
top  $10  million  for  a  large  cor¬ 
poration. 

But  users  are  finding  that  the 
cost  of  implementing  those 
mammoth  and  complex  tools 
can  run  many  times  higher  than 
the  initial  license.  The  suites, 
which  are  intended  to  curb  run¬ 
away  network  support  costs,  can 
instead  be  a  serious  drain  on 
corporate  budgets  unless  man- 
Enterprise  tools,  page  17 


for  fool's  gold 

By  Craig  Stedman  '  , 

I — . — ; — ^ ^ - - - - - - - - - 

Earlier  this  year,  John  Suomu  thought  his  data  mining  tool 
was  on  to  something  big.  ,  '  ’ 

The  tool  appeared  to  have  discovered  a  group  of  unprofitable 
customers  who  weren’t  worth  the  time  and  money  of  Suomu’s  em¬ 
ployer,  a  major  company  in  the  travel  business.  But  a  post-mining 
check  —  fortunately  done  before  anyone  ran  to  senior  manage- 
,  ment  shouting  “Eureka!”  —  showed  that  the  finding  resulted 
.  from  data  inconsistencies.  The  "discovery”  was  dead  wrong. 

“We  thought  a  cluster  of  people  were  absolutely  terrible  cus¬ 
tomers  when  they  really  weren’t,”  said  Suomu,  a  marketing  tech- 
’  nologist  who  left  the  travel  company  in  October  to  start  a  consul- 
'  tancy  in  Hollywood,  Fla.  ,  ^  ^  v 

,  “  .  ,  „  ,  .  '  '  '  \  Data  mining,  page  2^ 
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Researchers'  merger 
spurs  'net  collaboration 

►  First  aim  is  to  expand  extranet  projects 


By  Carol  Sliwa 


IN  A  MOVE  that  could  spark 
some  innovative  information 
technology  projects  —  begin¬ 
ning  with  the  expansion  of  an 
extranet  for  collaborative  engi¬ 
neering  —  two  industry-funded 
research  groups  plan  to  merge, 
Computerworld  has  learned. 

InfoTest  International,  a 
smaller  IT-focused  consortium 
funded  by  vendors  such  as  Hew¬ 
lett-Packard  Co.  and  Bay  Net¬ 
works,  Inc.,  is  merging  with  the 
National  Center  for  Manu¬ 
facturing  Science  (NCMS),  a 
larger  group  that  concentrates 
on  manufacturing,  but  not  nec¬ 
essarily  computer 
technology. 

The  first  result  of 
this  pooling  of 
knowledge  will  be  a 
bid  to  extend  Info- 
Test’s  current  extra- 
net  test  project  to 
include  automak¬ 
ers  that  belong  to 
NCMS,  officials 
said.  The  goal  is  to 
evaluate  the  busi¬ 
ness  value  of  col¬ 
laborative  engi¬ 
neering  and  other 
manufacturing  pro¬ 
cesses  over  the  In¬ 
ternet. 

InfoText’s  En¬ 
hanced  Product  Realization  ex¬ 
tranet,  launched  in  September 
1996,  was  designed  to  help 
manufacturers,  their  suppliers 
and  customers  securely  share 
computer-aided  designs  over 
the  Internet  rather  than  use 
more  expensive  leased  lines. 

“It’s  cheaper  to  do  a  trial  with 
a  group  of  companies  than  to  do 
it  yourself,”  said  Troy  Eid,  Info- 
Test’s  chief  operating  officer. 
“The  goal  is  to  share  the  exper¬ 
tise  across  different  segments  of 
the  manufacturing  industry.” 

The  project  would  seek  to  ex¬ 
pand  on  that  work,  encouraging 
collaboration  among  automak¬ 
ers  on  every  aspect  of  the  manu¬ 
facturing  process.  NCMS  later 
expects  to  offer  the  extranet 
tools  to  all  manufacturers. 

NCMS,  based  in  Ann  Arbor, 
Mich.,  wants  automakers  to  par¬ 
ticipate  because  they  represent  a 
significant  part  of  the  manufac¬ 
turing  industry  and  have  a 
special  expertise  in  electronic 
data  interchange  and  virtual 
simulation. 


“But,  if  this  isn’t  an  exact  fit 
with  the  auto  industry  strategy, 
then  NCMS  would  explore  this 
with  other  industries  such  as 
consumer  products,  consumer 
electronics  and  health  care,” 
said  John  Sheridan,  acting  direc¬ 
tor  of  the  information  technol¬ 
ogy  sector  of  NCMS. 

SPECIAL  INSIGHT 

“Heaven  knows,  going  globally, 
communications  and  the  move¬ 
ment  of  information  and  data 
around  the  world  is  a  huge  prob¬ 
lem,”  said  Jerry  Harvey,  execu¬ 
tive  director  of  manufacturing 
engineering,  operations  and 
integration  at  General  Motors 
Corp.’s  North 
American  opera¬ 
tions  in  Warren, 
Mich.  “And  Info- 
Test  has  some  spe¬ 
cial  insight  into 
how  to  do  that  us¬ 
ing  the  Web  and 
the  communica¬ 
tions  infrastruc¬ 
ture  brought  by 
the  Web.” 

GM  has  manu¬ 
facturing  facilities 
in  more  than  20 
countries,  and  the 
company  needs  to 
solve  the  problem 
of  communicating 
and  exchanging 
design  information  and  techni¬ 
cal  developments  among  suppli¬ 
ers,  tooling  and  equipment  per¬ 
sonnel  and  various  engineering 
groups,  Harvey  said. 

“If  you  can  do  it  over  a  net¬ 
work,  you  can  do  it  over  an  ex¬ 
tranet,”  said  Ezra  Gottheil,  an 
Internet  analyst  at  Hurwitz 
Group,  Inc.  in  Framingham, 
Mass. 

The  one  drawback,  at  least  in 
the  near  term,  could  be  band¬ 
width.  he  cautioned.  "If  timing 
is  critical,  you  probably  wouldn’t 
want  to  use  the  open  public  In¬ 
ternet,”  Gottheil  said. 

Other  projects  that  the  newly 
merged  NCMS/InfoTest  hopes 
to  work  on  include  Internet- 
based  computer  chip  design  and 
extranet-based  sharing  of  infor¬ 
mation  on  environmentally  sen¬ 
sitive  design. 

The  NCMS  has  178  members, 
including  /-T&  r  Q>'  p.,  Eastman 
Kodak  tio..  General  Motors 
Corp.,  1,0;  'i.ifi  Martin  '-.’orp.. 
United  li  n-i:  i  -ies  Corp.  and 
Westinghour  T^ctric  ;  Arp.  □ 
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UP  FRO.. 


Take  a  pass  on  5.0 

he  news  that  Microsoft  is  waffling  on  the  release  date 
for  Windows  NT  5.0  should  come  as  no  huge  surprise. 
But  it  should  be  cause  for  concern  to  any  IS  manager 
who’s  betting  a  project  (or  a  career)  on  a  successful  NT 
5.0  implementation. 

Microsoft  has  pushed  back  to  the  first 
half  of  next  year  the  second  beta  test  of 
what  Bill  Gates  has  called  the  most  impor¬ 
tant  release  of  Windows  NT  since  Version 
1.0  in  1993.  That’s  at  least  the  third  delay  of 
NT  5.0,  and  it’s  no  longer  clear  when  the 
product  will  ship. 

The  change  of  tune  is  startling,  given 
that  Microsoft  officials  confidently  forecast 
a  third-quarter  1998  delivery  just  three 
months  ago.  And  it  indicates  that  NT  5.0 
has  turned  out  to  be  much  more  complicated  than  Microsoft 
expected. 

Regard  the  first  re-  That’s  what  is  so  troubling.  NT  5.0  is, 

indeed,  a  beast  of  an  operating  system, 
lease  with  caution.  more  than  20  milMon  lines  of  code, 

it’s  as  big  as  IBM’s  MVS.  But  with  just 
six  years  of  practical  field  experience,  it’s  considerably  less  ma¬ 
ture.  The  enhancements  promised  in  the  new  version  are 
mainframe-class  features:  eight-way  scalability  and  enterprise- 
level  directory  services.  But  they  also  are  the  least  likely  to  have 
been  wrung  out  in  field  testing.  After  all,  who’s  going  to  run 
big,  critical  applications  on  an  unreleased  operating  system? 

IS  managers  should  regard  the  first  release  of  NT  5.0  with 
caution.  It  won’t  have  had  rigorous  testing  in  high-capacity, 
bet-the-business  kinds  of  applications.  Microsoft  also  has  a 
history  of  shipping  major  new  operating  system  releases  that 
aren’t  quite  stable. 

Wait  this  one  out,  let  other  people  wring  out  the  bugs  and 
wait  for  Version  5.1.  Products  produced  undertime  pressure 
usually  aren’t  as  good  as  they  should  be. 


Paul  Cillin,  Editor 
Internet:  pauLgillin@cw.com 


I  '"You’ve  done  a  wondeTful  Job  usin^  ^he  ''f^eb 
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I  Tiv'en  uouT  aTt  and  music  ^Tades.  the  wa\j, 
£  is  theTe  a  haib  stijlin^  site  on  the  Yleb?" 


California  dumps  $100M 
deadbeat  dad  tracking  plan 


WHAT  KILLED  SACSS? 


I  Inflexible  federal  rules  that  forced  California  to 
adopt  a  system  that  couldn't  scale  to  needed  size. 

I  A  federal  deadline  that  had  every  state  competing 
for  limited  vendor  resources. 

I  Users  didn't  want  a  complex,  DOS-based  system. 

I  Numerous  system  problems,  from  slow  speed  to 
data  loss. 

I  Users  were  left  out  of  the  decision-making  process. 


►  Terminates  contract 
with  Lockheed  Martin 

By  Patrick  Thibodeau 

WHEN  CALIFORNIA  killed  its 
huge  child-support  automation 
project  last  week,  it  put  people 
such  as  Pedro  Marenco  in  a 
tough  spot. 

Sacramento  County’s  child 
support  bureau,  where  Marenco 
is  the  systems  administrator, 
held  off  on  year  2000  compli¬ 
ance  efforts  in  expectation  that 
the  State  Automated  Child  Sup¬ 
port  System  (SACSS)  would  re¬ 
place  its  legacy  system  with  a 
2ooo-compliant  system. 

Marenco  and  systems  admin¬ 
istrators  in  many  of  California’s 
counties  must  now  scramble  to 
repair  their  old  systems  or  to 
find  new  ones  to  handle  child- 
support  payments. 

But  Marenco  said  he  agrees 
with  the  decision  to  ditch  the 
statewide  system. 

“It  never  really  worked.  It 
would  have  been  a  tremendous 
disservice  to  continue  with  a 
system  that  was  flawed  basically 
from  the  beginning,”  Marenco 
said. 

The  state  terminated  its  con¬ 
tract  with  Lockheed  Martin  IMS 
in  Teaneck,  N.J.,  for  SACSS, 
which  was  intended  to  provide 
seamless  tracking  of  deadbeat 
parents  in  the  58  counties  in  the 
state. 

But  after  four  years  and  an  in¬ 
vestment  of  $100  million  —  the 
original  estimate  for  the  project 
—  the  system  was  up  and  work¬ 
ing  in  only  17  counties. 

AWAY  FROM  DOS 

A  Lockheed  spokesman  said  the 
California  counties  wanted  to 
move  away  from  the  system  ar¬ 
chitecture  of  dumb  terminals 
and  DOS-based  software  origi¬ 
nally  specified.  Also,  he  said 
there  was  a  conflict  between  the 
state’s  interest  in  a  statewide 
system  and  the  various  counties 
wanting  to  do  business  their 
own  way. 

The  failure  of  California’s  sys¬ 
tem  underscores  the  problem 
with  child-support  systems  na¬ 
tionwide.  Many  states  have  been 
scrambling  to  meet  a  deadline 
that  Congress  passed  last  month 
to  develop  statewide  automation 
systems.  Only  18  states  have  de¬ 
veloped  systems  that  have 


passed  muster. 

“I  don’t  think  anybody  has 
given  the  Congress  the  clear  pic¬ 
ture  of  how  difficult  these  sys¬ 
tems  are  [to  build],”  said  Patrick 
Harrington,  an  official  at  tfie  Ar¬ 
izona  Department  of  Economic 
Security  in  Phoenix. 

The  Arizona  child-support 
system  handles  300,000  cases 
and  is  the  largest  computer  sys- 


"The  whole  project 
moved  so  slowly  that 
by  the  time  things 
were  installed,  the 
computer  was  out  of 
date." 

-  Carl  Adams, 

Sutter  County 
district  attorney 


tern  in  the  state  when  all  the 
data  elements  are  considered, 
he  said. 

California’s  system  —  mod¬ 
eled  after  one  developed  for 
Maine  and  New  Hampshire  — 
was  based  on  specifications 


written  in  the  early  1990s  and 
thus  reflected  older  technology. 

When  SACSS  arrived  in  Sut¬ 
ter  County,  Carl  Adams,  the 
county  district  attorney,  couldn’t 
wait  for  it  to  leave. 

“The  whole  project  moved 
so  slowly  that  by  the  time  things 
were  installed,  the  computer 
was  out  of  date,”  he  said. 
Adams’  department  now  uses  a 
paper-based  system. 

MANY  GLITCHES 

Ventura  County,  the  largest 
county  in  California  that  runs 
SACSS,  experienced  numerous 
glitches.  For  example,  the  sys¬ 
tem  erased  $17,000  in  back 
child-support  payments  from 
one  account. 

Collections  have  declined, 
and  Stan  Trom,  the  director  of 
the  child-support  division, 
blames  the  SACSS  fiasco. 

California  has  set  a  90-day 
deadline  to  design  an  alternative 
system.  One  option  is  to  adopt 
an  existing  system  from  another 
county  that  has  proved  itself. 

A  consultant’s  report  com¬ 
pleted  this  summer  said  the  sys¬ 
tem  could  be  saved,  but  Lock¬ 
heed  and  the  state  couldn’t 
come  to  financial  terms.  □ 
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Digital  users  wary  of  Cabletron  deal 


By  Bob  Wallace 


CABLETRON  SYSTEMS,  INC.’s 

purchase  of  Digital  Equipment 
Corp.’s  networking  division  last 
week  for  $430  mil¬ 
lion  left  some  Digital 
users  wondering 
who  will  protect 
their  investment. 

Cabletron  said  the 
Digital  business  unit 
will  operate  as  a  sep¬ 
arate  division  within 
Cabletron  and  will 
sell  Digital-branded 
network  products 
and  complementary 
Cabletron  products. 

“What  does  this 
mean,  especially  if 
you’re  not  a  Cable¬ 
tron  fan?’’  said  Mi¬ 
chael  Felersld,  systems  network 
manager  for  Butler  County, 
Ohio.  “This  doesn’t  mean  every¬ 
one’s  going  to  jump  on  the 


Cabletron  bandwagon.  It  really 
opens  up  doors  to  other  ven¬ 
dors.” 

Butler  County  uses  a  mix  of 
Hub  900S  and  90s  from  Digi¬ 
tal.  Felersld  said 
Cabletron  can  be 
pricey  and  tough  to 
work  with. 

“We’re  going  to 
look  elsewhere,” 
Felerski  said.  “We 
are  definitely  con¬ 
cerned  about  this 
situation.” 

Digital’s  network¬ 
ing  unit  makes, 
sells  and  distributes 
switches  of  all  sizes, 
as  well  as  hubs  and 
routers.  It  won  ac¬ 
claim  for  its  high- 
end  GigaSwitch, 
which  is  widely  used  by  Internet 
service  providers. 

Jim  Hutchinson,  network 
manager  at  Children’s  Hospital 


Air  Products'  Vir¬ 
gil  Palmer:  Cable¬ 
tron  will  "suc¬ 


ceed  if  they  leave 
what  works  well 
alone" 


Novell  boosts  power 
with  new  replicator 


►  Stand-alone  product 
eases  network  tasks 

By  Laura  DiDio 


NOVELL,  INC.  last  Week  intro¬ 
duced  the  latest  version  of 
Novell  Replication  Services 
(NRS),  which  gives  users  a 
wider,  more  flexible  array  of  di¬ 
rectory  replication 
options  and  perfor¬ 
mance  boosts  of  up 
to  40%. 

NRS  1.2  is  a 
stand-alone  product 
that  centrally  auto¬ 
mates  the  process  of 
selectively  replicat¬ 
ing  groups  of  files 
or  directories.  It  also 
lets  users  automatically  upgrade 
software  from  one  NetWare 
server  to  other  NetWare  and 
Windows  NT  servers  in  the 
same  Novell  Directory  Services 
(NDS)  tree. 

That  eliminates  the  need  for 
network  administrators  to  man¬ 
ually  replicate  the  NDS  tree  on 
every  NetWare  server,  said  Jim 
Greene,  a  Novell  product  mar¬ 
keting  manager. 

Edward  Segraves,  a  network 
administrator  at  Hewitt  Asso¬ 


ciates  EEC  in  Eincolnshire,  Ill., 
said  NRS  is  especially  helpful  in 
automating  software  upgrades. 
The  firm  has  numerous  branch 
offices  where  manual  replica¬ 
tion  of  network  and  World  Wide 
Web-based  data  was  formerly  “a 
full-time  job,”  Segraves  said. 

“NRS  lets  me  provide  up-to- 
date  information  to  my  users 
consistently  and  efficiently.  It 
saves  us  thousands 
of  dollars  in  net¬ 
work  management 
costs  associated 
with  data  replica¬ 
tion,”  Segraves  said. 

NRS  1.2  offers 
significant  enhance¬ 
ments  over  Version 
i.i,  which  began 
shipping  at  the  end 
of  August.  Novell  has  added  new 
capabilities  such  as  the  ability  to 
replicate  any  and  all  files  and  di¬ 
rectories. 

Fault  tolerance  also  has  been 
improved.  In  the  event  a  wide- 
area  link  fails  during  the  replica¬ 
tion  process,  NRS  1.2  will  auto¬ 
matically  restart  as  soon  as  the 
WAN  link  comes  back  up,  en¬ 
suring  no  loss  of  data. 

NRS  1.2  costs  $995  per  server. 
Users  must  buy  at  least  two 
servers.  □ 


Novell  has 
added  new 
capabilities  to 
NRS,  including 
the  ability  to 
replicate  any 
and  all  files  and 
directories. 


in  Boston,  said  he  is  worried 
about  overlapping  product  lines. 

“What  I’m  concerned  about 
is  [which]  prod¬ 
ucts  may  survive 
and  which  may 
not,”  Hutchinson  said. 

BOTTOM  LINE 

The  hospital  has  invested  be¬ 
tween  $2  million  and  $3  million 
in  Digital  networking  offerings. 
“I  need  to  know  what’s  up  with 
both  product  lines  so  I  can  de¬ 
cide  whether  or  not  I  have  to 
start  looking  for  another  vendor 
or  vendors,”  Hutchinson  said. 
Cabletron  CEO  Don  Reed 


said  there  is  overlap  and  that 
“it’ll  continue  to  be  reviewed.” 
He  also  said  the  two  product 
lines  eventually 
will  be  merged. 
But  Cabletron 
didn’t  lay  out  a  product  road 
map  for  Digital’s  networking 
products. 

“They’ll  succeed  if  they  leave 
what  works  well  alone,”  said 
Virgil  Palmer,  director  of  tele¬ 
communications  and  networks 
at  Air  Products  &  Chemicals 
Corp.  in  Allentown,  Pa.,  a  Giga¬ 
Switch  user.  “Digital  products 
work  well,  and  we  gain  a  lot  of 
value-add  from  [Digital’s]  ser¬ 


vice  and  support.” 

Palmer  said  Cabletron  would 
be  making  a  big  mistake  if  it 
didn’t  ask  for  input  from  Digital 
customers  before  developing 
new  products  for  that  installed 
base.  “They  bought  a  fairly  large 
installed  base  through  the  deal. 
They  have  to  make  sure  they 
have  customer  buy-in  on  any 
new  product  direction.” 

Digital  will  continue  to  pro¬ 
vide  services  for  its  products 
and  will  service  Cabletron  prod¬ 
ucts  in  many  regions  world¬ 
wide.  It  also  creates  a  reseller 
and  services  contract  between 
the  two  vendors.  □ 


NETWORKING 

INDUSTRY 


DISK  ARRAYS 

EMC  takes  first  step  to  Fibre  Channel 


By  Tim  Ouellette 

EMC  CORP.  this  week  will  join 
the  list  of  vendors  adding  high 
fibre  to  their  storage  lines. 

The  Hopkinton,  Mass.,  com¬ 
pany  will  announce  support  for 
Fibre  Channel  interconnects  be¬ 
tween  its  Symmetrix  disk  arrays 
and  Sun  Microsystems,  Inc.  Sol¬ 
aris  servers. 

Fibre  Channel  interconnects 
promise  to  let  users  overcome 
the  current  cabling  length,  de¬ 
vice  and  performance  limita¬ 
tions  imposed  by  the  SCSI  stan¬ 
dard  foimd  in  most  storage 
systems. 

STILL  TESTING 

So  far,  users  mostly  are  in  the 
testing  mode,  because  some 
servers  and  adapters  today  can’t 
take  full  advantage  of  the  perfor¬ 
mance  gains  that  Fibre  Channel 
affords  [CW,  Nov.  10]. 

“We  aren’t  maxing  out  on  I/O 
with  our  [EMC]  Symmetrix  yet, 
even  without  Fibre  Channel,” 
said  Ernie  Miragliotta,  regional 
director  of  information  systems 
at  Bell  Atlantic  Mobile  in  Mor¬ 
ristown,  N.J. 

But  managers  of  large  data 
centers  —  EMC’s  prime  cus¬ 
tomer  base  —  said  the  technol¬ 
ogy’s  distance  and  connection 
flexibility  will  provide  better 
storage  capabilities  for  the  grow¬ 
ing  number  of  Unix  and  Win¬ 
dows  NT  servers  that  enter  the 
data  center. 

EMC  joins  competitors  such 
as  Sun,  Digital  Equipment 
Corp.  and  Data  General  Corp., 
which  already  offer  Fibre  Chan¬ 
nel  disk  subsystems. 


EMC’s  ace  in  the  hole  is  that 
its  Symmetrix  systems  will  sup¬ 
port  channel  connections  to 
mainframes  and  SCSI  and  Fibre 
Channel  server  connections  — 
all  from  one  box  at  the  same 
time. 

And  through  a  manufactur¬ 
ing  deal  with  Hewlett-Packard 
Co.,  the  Symmetrix  arrays  that 
Hewlett-Packard  resells  already 
support  Fibre  Channel  for  HP- 
UX  servers. 


EMC  is  targeting  Sun  servers 
on  its  own  because  a  large  por¬ 
tion  of  its  open  systems  storage 
business  is  connected  to  Sun 
servers,  said  Thomas  Eahive,  an 
analyst  at  Dataquest  in  San  Jose, 
Calif 

All  new  Symmetrix  arrays  will 
include  the  Fibre  Channel  sup¬ 
port.  Current  Symmetrix  cus¬ 
tomers  can  upgrade  their  sys¬ 
tems  with  a  two-port  adapter  for 
$35,000.  □ 


Corporate  Strategist: 

Dawn  Lepore 

SHE  ROSE  to  CIO  at  Charles  Schwab  &  Co.  by 
seizing  opportunities  that  no  one  else  saw. 
Schwab’s  first  female  chief  information  offi¬ 
cer  has  used  risk-taking 
gumption,  hard  work 
and  an  ability  to  build 
trust  with  colleagues  to 
lead  the  San  Francisco 
brokerage  away  from  its 
mainframe  legacy  and 
into  the  age  of  electronic 
commerce. 

Corporate  Strategies, 
page  37 
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Network  security  interest  on  rebound 


By  Laura  DiDio 


COMPUTER  NETWORK  Security 
is  back  on  the  front  burner, 
thanks  to  the  Internet. 

After  a  lull  in  the  early  1990s, 
membership  in  security  organi¬ 
zations  and  conferences  has 
soared  in  the  past  year. 

The  surge  in  Internet  use, 
particularly  for  electronic  com- 


Base:  413  Fortune  1,000  companies 


merce,  has  made  companies  in¬ 
creasingly  concerned  about  the 
threat  of  hacker  attacks. 

In  response,  users  are  rush¬ 
ing  to  computer  security  con¬ 
ferences  and  training  classes, 
accessing  computer  security- 
related  World  Wide  Web  sites 


and  joining  industry  groups  to 
get  the  latest  information. 

“You  bet  we’re  concerned. 
That’s  why  I’m  here,”  said  Ran¬ 
dy  Bell,  a  systems  programmer 
in  charge  of  security  at  the 
Church  of  Jesus  Christ  of  Latter- 
day  Saints  in  Salt  Lake  City. 

“Security  is  a  No.  1  priority 
for  us,  and  we’re  doing  every¬ 
thing  we  can  do  keep  abreast  of 


the  latest  tips,  tricks  and  prod¬ 
ucts  to  safeguard  our  net¬ 
works,”  said  Bell,  who  was  at¬ 
tending  the  24th  Annual  Com¬ 
puter  Security  Institute  (CSI) 
conference  in  Washington  last 
month. 

The  latest  CSI  show  drew  a 


record  2,000  attendees,  said 
Patrice  Rapalus,  CSI’s  director. 
“We  just  keep  on  adding  ses¬ 
sions  and  partnering  with  firms 
like  Zona  Research,  Inc.  to  pub¬ 
lish  more  market  research  re¬ 
ports,”  she  said. 

“The  pressure  to  keep  abreast 
of  security  issues  is  tremen¬ 
dous.  I  belong  to  a  number  of 
organizations,  subscribe  to  vari¬ 
ous  publications  and  attend  as 
many  conferences  like  the  CSI 
show  as  I  can.  And  it’s  still  not 
enough,”  said  Lt.  Christopher 
Malinowski,  commanding  offi¬ 
cer  of  the  Computer  Investiga¬ 
tions  and  Technology  Unit  of 
the  New  York  City  Police  De¬ 
partment. 

Computer  security  today  is 
more  than  just  viruses,  Rapalus 
said.  Users  now  must  be  famil¬ 
iar  with  intrusion  detection, 
firewalls,  biometrics,  audit 
trails,  cryptography,  encryption 
and  digital  signatures. 

“The  truth  is,  most  people 
don’t  have  adequate  security  in 
place.  Worse  still,  they  often 
don’t  even  know  where  to  start,” 
said  Mark  Pollitt,  a  special  agent 
at  the  Federal  Bureau  of  Investi¬ 


gation  in  Washington.  “And  if 
businesses  can’t  police  their 
own  networks  and  give  us  infor¬ 
mation  on  tracking  hackers, 
then  law  enforcement  agencies 
such  as  the  FBI  are  lim¬ 
ited  as  to  what  action 
they  can  take  legally 
against  network  intrud¬ 
ers.” 

“Until  now,  security 
budgets  have  remained 
stagnant.  Security  pro¬ 
fessionals  don’t  have 
enough  time  for  train¬ 
ing,  and  yet  there’s  a  lot 
more  going  on,”  said  Scott 
Gordon,  vice  president  of 
the  National  Computer  Security 
Association  (NCSA)  in  Carlisle, 
Pa. 

The  NCSA’s  membership  has 
doubled  in  the  past  two  years  to 
more  than  3,000.  Gordon  said 
the  NCSA  has  “dramatically 
expanded”  the  depth  of  its  secu¬ 
rity  program  offerings.  It  has 
an  in-house  lab  that  certifies 
the  major  antivirus,  cryptogra¬ 
phy,  firewall  and  biometrics 
products. 

Most  recently,  the  NCSA  be¬ 
gan  certifying  the  security  of 


user  Web  sites.  For  an  annual 
fee  of  $8,995,  the  NCSA  will 
provide  companies  with  a  set  of 
guidelines,  and  then  NCSA  se¬ 
curity  engineers  will  conduct  a 
remote  assessment  of  the  user’s 
Web  server  security,  Gordon 
said. 

The  NCSA  also  has  increased 
its  quota  of  conferences  to  nine 


this  year  from  five  in  1995.  And 
it  recently  launched  the  Informa¬ 
tion  Security  Magazine. 

The  organization  also  is  part¬ 
nering  with  trade  shows  such  as 
Internet  World  ’97  and  will  host 
specialized  security  sessions 
during  that  conference  next 
week  in  New  York. 

Officials  at  RSA  Data  Secu¬ 
rity,  Inc.  in  Redwood  City,  Calif., 
said  the  company’s  fourth  annu¬ 
al  RSA  Data  Security  Confer¬ 
ence  Jan.  13  in  San  Francisco 
promises  to  be  “the  biggest  one 
yet,”  attracting  more  than  3,000 
users.  □ 


When  users  were  asked  about  security  spending: 

58.5%  will  increase  security  budgets  next  year 
35.3%  will  keep  security  budget  the  same 
5.9%  will  cut  security  budget 


Source:  Computer  Security  Institute,  San  Francisco;  Zona  Market  Research,  Inc.,  Redwood  City,  Calif. 


"The  truth  is,  most  people  don't 
have  adequate  security  in  place. 
Worse  still,  they  often  don't  even 
know  where  to  start." 

-  Mark  Pollitt,  FBI 


ESD  technology  raises  concerns 


►  License  management 
issues  a  snag;  IS 
control  worries  some 

By  Gordon  Mah  Ung 


ELECTRONIC  SOFTWARE  distri¬ 
bution  (ESD)  is  becoming  a  real¬ 
ity,  but  major  software  vendors 
and  corporate  customers  are 
taking  the  cautious  approach. 

The  benefits  are  obvious:  For 
network  managers,  ESD  elimi¬ 
nates  the  need  to  physically  in¬ 
stall  software  on  user  desktops 
and  provides  a  potentially  easy 
w'ay  to  keep  track  of  licenses  and 
overall  software  assets. 

Indeed,  users  may  find  license 
management  to  be  the  primary 
allure  of  ESD.  Companies 
should  be  able  to  automatically 
receive  software  online  that  also 
will  be  automatically  tracked. 

“The  savings  on  tire  customer 
Olid  is  in  large  corporate  ac- 
cirunts,”  said  Jeffrey  Tarter,  edi- 
for  of  the  computer  industry 
newsletter  “Softletter”  in  Water- 
towm,  Mass.  “Their  cost  of  han¬ 
dling  physical  product  and  in¬ 
stalling  it  and  copying  serial 
numbers  and  putting  them  in  a 


database  somewhere  is  horren¬ 
dous.” 

For  software  vendors,  ESD  of¬ 
fers  the  opportunity  to  shave 
packaging  and  distribution 
costs  and  to  open  up  a  new  ave¬ 
nue  for  establishing  relation¬ 
ships  with  customers.  Even  so, 
pricing  is  unlikely  to  drop  any 
time  soon. 

Dennis  Murray,  head  of  coop¬ 
erative  technology  for  clinical 
and  regulatory  affairs  at  Novar¬ 
tis  Pharmaceuticals  Corp.  in 
East  Hanover,  N.J.,  said  he  looks 
forward  to  anything  that  will 
help  lower  the  cost  of  managing 
software. 

But  he  said  he  has  concerns, 
too.  Until  license  management 
issues  are  sorted  out,  ESD  won’t 
be  as  useful  as  it  is  proclaimed 
to  be,  he  said.  Murray  added 
that  he  would  like  to  see  ESD 
factor  in  concurrent  licensing 
structures. 

Murray  said  he  also  is  worried 
about  drawing  the  proper  bal¬ 
ance  betw’een  letting  users  in¬ 
stall  their  own  software  and  hav¬ 
ing  information  systems  man¬ 
age  the  installation.  I  f  I S  is  in  to¬ 
tal  control  of  what  is  installed 
over  an  ESD  method,  it  must  be 


responsive  to  what  end  users 
need,  not  what  is  convenient  for 
IS,  he  said. 

Fred  Winograd,  chief  tech¬ 
nologist  at  NationsBanc  Mont¬ 
gomery  Securities,  Inc.  in  San 
Francisco,  said  he  believes  that 
distributing  software  licenses 
electronically  will  become  com¬ 
monplace  once  a  standard  is  set. 


But  he  added  that  ESD  technol¬ 
ogy  must  dovetail  with  the  com¬ 
pany’s  existing  internal  software 
distribution  system. 

Although  ESD  promises 
users  some  clear  management 
efficiencies,  it  probably  won’t 
make  software  cheaper,  because 
vendors  don’t  want  to  alienate 


partners  in  non-electronic  dis¬ 
tribution  channels. 

Pamela  Roberts,  director  of 
electronic  commerce  at  Syman¬ 
tec  Corp.  in  Cupertino,  Calif., 
said,  “These  people  are  selling 
millions  of  yellow  boxes  a  year. 
I’m  not  going  to  upset  that.” 

Symantec  offers  most  of  its 
products  over  its  World  Wide 
Web  site,  but  Roberts  estimated 
that  electronic  sales  account  for 
less  than  2%  of  Symantec’s  total 
revenue. 


“1  know  we’re  just  at  the  very 
beginning  of  it,”  Roberts  said. 
“Once  corporations  realize  the 
benefits  of  [ESD],  they’re  going 
to  demand  that  the  channel 
does  it.” 

Microsoft  Corp.  said  its  work 
on  ESD  is  just  beginning.  “It’s  a 
premature  technology  right 


now,”  said  Neil  Farnsworth,  a 
general  manager  at  Microsoft’s 
end-user  customer  unit.  “We 
think  the  future’s  very  bright.” 

According  to  Tarter,  an  esti¬ 
mated  60%  of  Microsoft’s  new 
sales  in  application  software  is 
just  licenses.  Currently,  Micro¬ 
soft  mails  certificates  giving 
companies  permission  to  install 
new  copies  from  their  existing 
sets  of  CD-ROMs. 

Another  benefit  to  vendors  is 
the  chance  to  establish  better  re¬ 
lationships  with  customers. 

Tarter  cited  one  company  that 
offered  software  to  customers 
through  direct  electronic  mail. 
The  company  knew  within  48 
hours  which  of  the  three  ver¬ 
sions  of  the  software  sold  the 
best. 

Roberts  said  electronic  distri¬ 
bution  could  cut  the  turnaround 
time  to  seconds  instead  of 
weeks. 

“There  are  no  standards,  and 
a  bazillion  people  are  trying  to 
figure  this  out,”  Roberts  said. 

One  in  five  consumers  al¬ 
ready  has  purchased  software 
online.  Tarter  said. 

A  survey  of  software  vendors 
asking  when  they  expected  to 
earn  one-third  of  their  revenue 
through  electronic  sales  indi¬ 
cated  15%  already  had  achieved 
it.  Tarter  added.  □ 


Tools  to  help  companies  do 
electronic  software  distribution: 


Bit  Source's 
SmartShelf 


Enables  a  company  to  create  its 
own  in-house  software  store  and 
track  software  licenses 


Reseller  Places  caching  servers  inside  large 

Software.net  organizations  to  disseminate 

software  electronically 


Will  The  Year  2000  Have  Any  Impact 

On  Ydur  Environment? 


ITM 


Choose  the  wrong  vendor  and  it  could  sink  your  entire  enterprise. 

At  Computer  Associates,  we’ve  leveraged  over  two  decades  of 
experience  in  building  tools  for  applications  development,  maintenance,  and 
migration  to  create  an  award-winning  solution  for  your  year  2000  problems. 

CA  Discovery  2000™  provides  the 
only  end-to-end  solution  for  ail 
aspects  of  your  compliance  effort, 
including  analysis,  fixing,  testing, 
and  life  cycle  management.  Our 

CA-Fix/2000™  tool  automatically  fixes  COBOL  code,  one  application  at  a  time. 
It's  the  only  tool  with  intelligent  data  flow  analysis  providing  the  high  speed,  high 
volume  fix  for  year  2000,  that  you  need  today. 

Behind  our  CA  Discovery  2000  solution  stands  a  Professional  Services 


CA2()00 


team  that  is  experienced  in  all  aspects  of  year  2000  compli-  Datamation 
ance.  After  all,  as  the  world’s  leading  independent  software 
company,  we  have  more  experience  re-engineering  legacy 
applications  than  anybody.  And  with  a  21  -year  track  record 
of  success  and  over  $4  billion  in  revenue,  our  clients  know  we’ll  be  around  long 
after  the  year  2000. 

Preparing  your  application  for  the  next  century  may  be  the  most  important 
job  you’ve  ever  faced.  Start  now  and  turn  the  biggest  challenge  of  your  career 
into  a  triumph. 


Call  us  today  loll-lree 
at  1-888-4-2000rR 
orvisllwww.cai.com 


Qomputer 

yiSSOCIATES 

Software  superior  by  design. 
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NT  delay  bugs  users  PAOs: 


Q:  When  will  it  ship? 

A:  Microsoft  officials  have  said  the  second  beta,  which  was  widely 
expected  to  arrive  late  this  year  or  early  next  year,  will  now  ship  in 
mid-iggS.  The  product  is  now  expected  to  ship  in  late  igg8. 

Q:  what’s  in  Windows  NT 5.0? 

A:  The  main  features  are  the  Active  Directory;  the  Active  Desktop 
with  its  direct  links  to  the  Internet  Explorer  browser;  the 
IntelliMirror  facility,  which  provides  users  with  advanced  storage 
and  synchronization  capabilities  among  Windows  NT  Servers; 
Wolfpack  clustering;  and  advanced  Kerberos  security. 

Q:  Why  are  thesefeatures  so  crucial? 

A:  Microsoft  is  behind  competitors  such  as  Novell,  Inc.  in  provid¬ 
ing  businesses  with  a  large-scale  directory  services  component 
such  as  Novell  Directory  Services.  Directories  allow  administrators 
to  manage  user  identities,  configurations  and  security  information 
from  one  location,  rather  than  having  to  log  on  to  multiple  servers 
to  make  changes. 

Q:  Is  there  anything  else  missing  in  Windows  NT  4.0  that  users 
must  have? 

A:  Windows  NT  5.0  is  slated  to  include  the  ability  to  impose  quo¬ 
tas  limiting  the  amount  of  disk  space  a  user  or  group  can  con¬ 
sume.  It  also  is  expected  to  include  a  defragmentation  utility  that 
can  clean  up  hard  drives  to  conserve  space  and  improve  perfor¬ 
mance.  Both  facilities  have  been  shipping  in  rival  operating  sys¬ 
tems  for  more  than  a  year.  Windows  NT  5.0  also  will  include  power 
management  for  laptops. 

Q:  How  does  the  slip  in  the  ship  date  affect  other  Microsoft  appli¬ 
cations,  such  as  BackOffice? 

A;  The  advanced  features  of  many  of  the  next-generation  of  Back¬ 
Office  server  suite  products  depend  on  Windows  NT  5.0  for  scala¬ 
bility,  transaction  processing  and  performance.  Delays  in  NT  5.0 
could  also  mean  delays  on  updates  of  the  whole  suite. 


By  Laura  DiDio 


POSSIBLY  THE  ONLY  Unexpect¬ 
ed  news  connected  to  Microsoft 
Corp.’s  latest  delay  of  Windows 
NT  5.0  is  the  reaction  of  some 
users  who  said  it  is  the  last 
straw.  Under  pressure  to  make 
upgrade  decisions,  some  users 
are  throwing  in  the  towel  and 
plunking  down  cash  for  alterna¬ 
tive  systems,  such  as  Novell, 
Inc.’s  IntranetWare. 

Users,  analysts  and  the  press 
repeatedly  were  told  —  albeit 
unofficially  —  that 
the  commercial  re¬ 
lease  of  NT  5.0  was 
supposed  to  ship  in 
the  first  half  of  next 
year.  Microsoft  offi¬ 
cials  said  the  second 
beta  of  the  product 
will  now  ship  dur¬ 
ing  that  time  frame. 

Analysts,  in  turn, 
predicted  it  will 
be  the  end  of  next 
year  before  NT  5.0 
ships  (see  story  at 
right). 

“This  latest  delay 
for  NT  5.0  is  outra¬ 
geous.  We’re  not 
waiting;  we  have 
business  problems 
that  need  a  solution 
today,  and  we’re  moving  ahead 
with  a  combination  of  Unix 
and  Novell’s  IntranetWare,” 
said  Mike  Crowley,  chief  infor¬ 
mation  officer  at  Rich  Products 


Corp.  in  Buffalo,  N.Y. 

Users  typically  gripe  about 
Microsoft’s  delivery  delays,  but 
its  dominant  position  as  a  de 
facto  standards  setter  and  its 
widespread  prevalence  across 
the  desktop  leads  many  to  grit 
their  teeth  and  readjust  their 
plans. 

BREATHING  ROOM 

There  are  even  some  users,  tired 
of  struggling  to  keep  up  with  the 
ever-constant  wave  of  new  tech¬ 
nology,  who  said  they  welcome 
the  delays  and  the 
breathing  room 
they  provide. 

“I’d  rather  Mi¬ 
crosoft  push  back 
the  delivery  date  of 
NT  5.0  and  get 
it  right  —  that 
means  bug-free 
right  out  of  the 
box,”  said  Richard 
Schell,  vice  presi¬ 
dent  of  informa¬ 
tion  systems  at 
ABC  Television 
Network  Group  in 
New  York. 

But  has  NT  5.0 
delivery  slipped  to 
the  end  of  next 
year?  Mike  Nash, 
group  product  di¬ 
rector  at  Microsoft,  last  week  de¬ 
nied  reports  that  quoted  multi¬ 
ple  Microsoft  officials  as  saying 
Windows  NT  5.0  Beta  2  was  de¬ 
layed. 


“We  did  not  announce  a  prod¬ 
uct  slippage  for  Windows  NT 
5.0.  We  never  gave  a  ship  date 
for  Beta  2.  Our  first  commit¬ 
ment  is  to  quality,”  Nash  said. 

But  that  isn’t  the  message  re¬ 
porters  and  analysts  took  away 
from  Microsoft  at  Comdex/Fall 
’97.  And  Nash’s  explanation 
didn’t  assuage  some  fed-up 
users. 

“Microsoft  is  notorious  for 
ship  delays  on  all  of  its  products, 
which  makes  the  NT  5.0  slip¬ 
page  harder  to  take,”  Crowley 
said. 

Crowley  said  lately  his  confi¬ 
dence  in  Microsoft  also  has  been 
undermined  by  its  expansion  in¬ 
to  so  many  new  markets.  “At  the 
end  of  the  day.  I’m  just  glad  I 
still  have  choices:  Novell,  Net¬ 
scape  Communications  Corp. 
and  Unix.  Competition  keeps 
vendors  honest,”  Crowley  said. 

NOT  A  DRESS  REHEARSAL 

Scott  Krall,  network  administra¬ 
tor  at  Weyerhaeuser  Co.,  a  paper 
manufacturer  in  Valley  Forge, 
Pa.,  agreed.  “I’m  aggravated 
that  Microsoft  keeps  having 
endless  dress  rehearsals  for 
Windows  NT  5.0  and  stiU  we 
don’t  see  producT.  To  add  insult 
to  injury,  Microsoft  has  failed  to 
strengthen  the  basic  functional¬ 
ity  of  NT  4.0,”  Krall  said. 

Like  Krall,  Schell  criticized 
Microsoft  for  the  current  lack  of 
management  tools  and  re¬ 
sources  in  Windows  NT  4.0. 


“I’m  far  more  concerned  about 
the  missing  pieces  in  NT  4.0 
than  I  am  about  getting  the  Ac¬ 


tive  Directory  and  Active  Desk¬ 
top  in  Windows  NT  5.0,”  Schell 
said.  □ 


"This  latest  delay 
is  outrageous. 
We're  not  waiting; 
we  have  business 
problems  that 
need  a  solution 
today” 


Sabre  deems  outsourcing  deal  a  success 


Tips  for  negotiating  carrier  service  agreements 

•  Seek  shorter-term  deals  from  companies  in  the 
midst  of  mergers. 

•  Insist  on  getting  rates  equal  to  or  less  than  other 
carrier  customers. 

•  Seek  money-back  guarantees  for  outages  and  slow 
service. 


By  Matt  Hamblen 


WHEN  The  Sabre  Group  out¬ 
sourced  its  travel  reservations 
network  16  months  ago,  it  took 
a  big  risk  that  something  could 
go  wrong  on  its  famous, 
mission-critical  Sabre  network. 

But  so  far.  Sabre  executives 
are  mostly  happy  with  the 
results. 

Tlie  combination  of  staffing 
decisions,  low  prices,  a  well- 
defined  contract  and  service- 
quality  agreements  has  made 
the  deal  a  winner.  Sabre  officials 
said. 

“Transferring  responsibility 
for  the  network  has  been  quite 
an  undertaking,  yet  more  than 
one  year  later,  the  results  are  a 
cause  for  celebration,”  said  Don 
Wilkins,  senior  vice  president  of 
network  services  at  Sabre  in  Fort 


Worth,  Texas.  He  explained  that 
making  those  network  connec¬ 
tions  was  more  difficult  than 
expected. 

HIRED  HAND 

Sabre  in  )uly  1996  outsourced 
the  North  American  portion 
of  its  Sabrenet  data  network, 
which  links  22,000  travel 
agencies  with  airlines  for  flight 
reservations. 


A  partnership  of  Paris-based 
airline  network  SITA  and 
Atlanta-based  Equant  essentially 
purchased  the  network  for  $450 
million  for  seven  years.  Sabre 
pays  millions  of  dollars  per 
month  to  ride  the  network. 

Analysts  and  Sabre  officials 
said  a  key  element  in  the  deal’s 
success  was  that  Sabre  trans¬ 
ferred  80  of  its  network  engi¬ 
neers  to  SITA. 


“We  have  been  able  to  deal 
with  people  we  know,”  Wilkins 
said. 

Sabre  also  struck  an  attractive 
deal  for  monthly  network  ser¬ 
vices  at  rates  several  percentage 
points  below  the  competition, 
according  to  company  officials. 
They  declined  to  state  specific 
rates  or  savings. 

Under  the  contract.  Sabre  al¬ 
so  has  the  right  to  seek  lower 
rates  if  it  finds  a  competitor  get¬ 
ting  a  better  deal. 

The  complex  legal  agreement 
is  filled  with  service  guarantees, 
legal  protections  and  refunds 
for  service  outages  and  slow  re¬ 
sponse  times. 

THE  NITTY-GRITTY 

The  deal  took  months  to  negoti¬ 
ate  as  Sabre  lawyers  and  techni¬ 
cal  experts  picked  over  defini¬ 


tions  for  terms  such  as  “service 
level”  and  “prime  time”  to  pro¬ 
tect  Sabre’s  interests.  (Prime 
time  for  a  customer  might  be  6 
a.m.  to  6  p.m.  but  only  8  a.m.  to 
4:30  p.m.  for  a  carrier.) 

COMMON  CARRIER 

Sabre  picked  SITA  because  it 
worked  with  the  SITA  network 
abroad  and  because  both  com¬ 
panies  use  Northern  Telecom, 
Inc.  switches,  officials  said. 

SITA  operates  a  huge  voice 
and  data  network,  with  120,000 
users  in  225  countries  and  help 
desks  in  150  countries. 

But  analysts  said  SITA  — 
founded  in  1949  by  11  Europe¬ 
an  airlines  —  has  a  relatively 
small  network  in  North  America 
and  isn’t  well-known  in  the  U.S. 

With  the  addition  of  Sabrenet, 
SITA  and  Equant  have  re¬ 
sold  network  capacity  to  compa¬ 
nies  such  as  Xerox  Corp.  for 
electronic  document  distribu¬ 
tion.  □ 


Introducing  Network 
Computing  from  Oracle. 

Once  your  company  begins  the  transformation  to 
network  computing,  things  will  never  be  the  same — 
for  you  or  your  competition.  For  starters,  network 
computing  costs  are  39%  less  than  a  desktop  computing 
environment.  In  addition  to  being  able  to  use  all  of  your 
existing  hardware,  you’ll  reduce  costs  when  it  comes  to 
network  maintenance,  software  upgrades  and  technical 
support.  With  network  computing,  the  critical  infor¬ 
mation  your  company  needs  is  dependable,  accessible, 
accurate.  Always.  All  applications  and  data  are  stored 
on  a  professionally  managed  network,  so  you  install 


software  one  time  to  get  started;  everyone  is  upgraded 
and  updated  instantly.  Leaving  you  the  opportunity 
to  respond  rapidly  and  intelligently  to  change.  To 
implement  new  business  procedures  from  one  central 
location.  To  expand  your  reach  into  markets  and 
distribution  channels  you  never  had  time  to  consider 
before.  Network  computing.  It  is  real.  It  is  available. 

It  is  remarkable.  It  is  time. 

Find  out  more.  Visit  uc.oracle.com  or  call 
1-800-633-0821,  ext.  12332  for  a  free  brochure. 


Enabling  the  Information  Age* 
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Be  A  K  I  M  G  business  experience  and  purely  technical 
HSBkHHHHHHHllHBHi  staffers  —  with  two  different  cultures. 


Giving  IS  the  business 


FRANK  HAYES 


AP  r/3  skills  carryasalary 
premium  of  19%,  according  to 
Computerworld’ s  latest  annual 
skills  survey.  Knowledge  about  Lotus 
Notes  adds  15%  to  what 
an  IS  worker  can  com¬ 
mand.  A  Windows  NT 
background  boosts 
salary  by  9%. 

But  if  you’re  trying  to 
get  a  job  on  the  help 
desk  at  Hilton  Hotels, 
none  of  those  skills  will 
do  you  any  good  unless 
you’ve  also  worked  behind  a  hotel  front 
desk  or  reservations  counter,  or  some¬ 
where  else  in  the  hospitality  industry. 

In  fact,  since  1995,  the  company’s 
policy  for  help  desk  jobs  has  been  to  pass 
over  technical  wizards  with  no  hotel  ex¬ 
perience  in  favor  of  less  technically 
skilled  employees  who  have  a  back¬ 
ground  in  the  business. 

What  are  these  guys,  nuts?  Don’t  they 
know  there’s  an  IS  labor  crisis  going  on? 

Alaska  Airlines  is  even  crazier.  A  few 


years  ago,  the  company  took  users  who 
had  lots  of  reservations  experience  and 
an  aptitude  for  computer  programming 
and  trained  them  in  Visual  Basic.  The 

experiment  had  mixed  results, 
and  an  Alaska  Airlines  spokes¬ 
man  says  the  company  won’t 
try  it  again.  But  several  of  the 
trainees  did  end  up  as  full-time 
programmers. 

We're  plenty  efficient 
in  IS.  Trouble  is,  we're 
not  very  effective. 

Technology  is  changing  at  a  breakneck 
pace.  It’s  already  tough  to  hire  and  hang 
on  to  skilled  IS  people.  So  why  are  these 
shops  making  it  that  much  harder  for 
themselves  by  requiring  business  experi¬ 
ence,  too? 

After  all,  this  approach  creates  two 
classes  of  IS  employees  —  those  with 


Projects  crawl  as  trainees  slowly  come  up 
to  speed. 

And  the  cost  of  training  technical 
novices  burns  up  budget  money  that 
could  be  used  a  lot  more  efficiently 
hiring  fully  qualified  technical  people  in 
the  first  place. 

Efficiently,  yes  —  and  that’s  the  prob¬ 
lem. 

We’re  plenty  efficient  in  IS.  Trouble  is, 
we’re  not  very  effective. 

IS  shops  love  efficiency.  We’ve  got  sys¬ 
tems  and  schedules  and  processes  for 
everything  —  writing  programs,  main¬ 
taining  networks,  handling  user  com¬ 
plaints  —  and  it  all  runs  like  clockwork 
(or  at  least  it’s  supposed  to). 

But  the  reality  of  business,  of 
sales  and  products  and  customer 
service,  isn’t  much  like  clockwork 
efficiency  at  all.  That’s  a  chaotic, 
competitive  world  out  there,  where 
success  is  measured  by  how  well 
you  make  customers  happy  and 
persuade  them  to  spend  more  money. 

Fully  filled  data  queues  may  make  for 
an  efficient  system.  But  long  lines  out  in 
the  real  world  just  lose  customers. 

Rolling  back  a  transaction  is  inefficient 
in  the  data  center.  But  adding  last-minute 
purchases  at  the  cash  register  is  a  very 
effective  way  of  making  profits. 


Hilton  and  Alaska  Airlines  have  fig¬ 
ured  that  out.  They  know  it’s  worth 
almost  any  price  to  get  real-world  user 
expertise  into  the  process  of  building  and 
running  systems. 

They  aren’t  alone.  Sears,  Toys  ’R’  Us 
and  Liz  Claiborne  are  dragging  users  out 
of  their  departments  and  into  IS  to  help 
design  systems.  Reebok  even  pays  users’ 
salaries  out  of  the  IS  budget  while  their 
expertise  is  being  tapped. 

Efficient?  Not  by  half  Users  bring  con¬ 
flict  and  rough,  unpleasant  reality  into 
what  your  typical  orderly  IS  type  wishes 
were  a  delicate,  finely  tuned  development 
process.  They  make  messy  demands,  and 
they  don’t  understand  the  value  of  a  solid 
set  of  skills  in  SAP  or  Notes  or  NT. 

But  get  used  to  the  idea  —  and  get 
ready  for  the  reality.  It’s  coming  fast,  and 
the  days  of  giving  meaningless  lip  service 
to  user-focused  systems  are  over. 

Either  you  start  sacrificing  some  effi¬ 
ciency  to  make  your  systems  more  effec¬ 
tive  for  users,  or  your  competitors  will 
roll  over  you  —  not  just  in  the  IS  shop, 
but  in  the  real  business  world,  too. 

And  all  those  SAP  and  Notes  and  NT 
skills  won’t  be  very  efficient  if  you’re  out 
of  business.  □ 


Hayes  is  Computerworld ’s  West  Coast 
bureau  chief.  His  Internet  address  isfrank_ 
hayes@cw.com. 


Clone  maker  losing  power 

Power  Computing  Corp.,  the  beleaguered  Round  Rock, 
Texas,  computer  maker,  has  stopped  selling  its  Win¬ 
dows-based  PowerTrip  notebooks.  Power  Computing, 
which  once  controlled  12%  of  the  Macintosh  market, 
will  lose  all  licensing  rights  to  build  Macintoshes  next 
month  when  its  agreement  with  Apple  Computer,  Inc. 
runs  out.  The  company  hasn’t  stated  that  it  will  close 
its  doors,  but  a  Power  Computing  official  said  the  com¬ 
pany  is  reassessing  its  business  plan. 

Worker  charged  in  Forbes  hack 

A  computer  contractor  has  been  charged  with  damag¬ 
ing  file  servers  at  Forbes,  Inc.  in  New  York  after  hacking 
his  way  into  the  network  the  day  he  was  fired,  accord¬ 
ing  to  court  documents.  FBI  agents  arrested  George 
Parente  of  Queens,  N.Y.,  on  suspicion  of  computer  sab¬ 
otage.  Parente  has  denied  the  charges.  Court  docu¬ 
ments  said  Forbes  workers  found  that  file  allocation 
tables  had  been  wiped  out  on  five  of  eight  file  servers. 
Agents  subsequently  found  literature  on  hacking  and 
internal  Forbes  documents  on  Parente’s  PC,  according 
to  the  complaint. 

New  security  guide  available 

Meta  Croup,  Inc.  in  Stamford,  Conn.,  has  released  “Se¬ 
curity  in  Enterprise  Computing:  A  Practical  Guide."  The 
$2,500  publication  helps  administrators  analyze  their 
current  and  future  security  requirements,  prioritize  ac¬ 
tion  items  and  plan  and  market  a  security  architecture. 

Scientists  urge  veto  of  theft  bill 

.4  group  of  computer  scientists  claims  a  bill  passed  by 
Congress  would  make  it  illegal  to  reproduce  or  distrib¬ 


ute  copyrighted  documents  electronically  and  has 
urged  President  Clinton  to  veto  it.  The  “No  Electronic 
Theft  Act”  would  subject  people  who  reproduce  copies 
of  material  worth  more  than  $1,000  to  criminal  prose¬ 
cution.  The  Association  for  Computing  in  Washington 
said  the  legislation  could  lead  to  prosecutions  against 
academics  for  sharing  their  published  work  with  col¬ 
leagues  and  students. 

Shop  'til  you  drop 

Excite,  Inc.’s  World  Wide  Web  site  (www.excite.com) 
has  launched  a  service  that  searches  multiple  sites 
across  the  Web  to  help  customers  comparison  shop. 
Computers,  books,  movies  and  games  are  available 
now,  with  more  categories  in  the  works.  The  Excite 
Shopping  Search  comes  from  the  company’s  recent  ac¬ 
quisition  of  Netbot,  Inc.  Yahoo,  Inc.,  meanwhile,  an¬ 
nounced  a  comparison-shopping  product  with  junglee 
Corp.,  using  the  Yahoo  Visa  Shopping  Guide. 

Novell  returns  to  profitability 

Novell,  Inc.  earned  $7  million  in  the  fourth  quarter 
ended  Oct.  31,  down  from  S59  million  for  the  same 
period  last  year.  The  results  came  after  two  quarters  of 
losses  and  were  due  in  large  part  to  massive  restructur¬ 
ing  and  layoffs.  The  Provo,  Utah,  company  posted  a  net 
loss  of  $78  million  for  the  fiscal  year  on  $1  billion  in  rev¬ 
enue.  Novell  was  hit  hard  by  a  reduction  in  sales  of  its 
network  operating  system  products  earlier  this  year,  the 
company  said. 

MCI  managers  reap  big  bonuses 

MCI  Communications  Corp.  in  Washington  this  week 
said  it  will  pay  some  top-level  managers  bonuses  worth 
50%  of  their  salaries  this  week  and  another  50%  bonus 


late  next  year.  The  bonuses  were  designed  to  retain 
hundreds  of  top  managers  during  final  stages  of  the 
MCI/WorldCom,  Inc.  merger.  Industry  analysts  say  they 
doubt  there  is  room  for  all  the  top  managers  of  the  two 
companies  in  the  new  entity. 

Chat  spec  is  in  the  works 

A  group  of  about  40  vendors  led  by  Microsoft  Corp.  is 
pitching  an  open  protocol  to  standardize  how  applica¬ 
tions  such  as  “buddy  lists”  let  you  know  that  friends 
and  business  associates  are  online.  The  proposed 
specification,  which  the  Internet  Engineering  Task 
Force  calls  Rendezvous  Protocol,  would  improve  inter¬ 
operability  between  Internet  chat  programs. 

Informix  updates  Data  Director 

Informix  Software,  Inc.  next  week  will  announce  a 
World  Wide  Web  version  of  its  Data  Director  software. 
The  Web  version  automatically  generates  the  SQL  code 
needed  to  link  applications  to  the  Menlo  Park,  Calif., 
company’s  databases. 

SHORT  TAKES  Honario  Padron  has  joined  Comp¬ 
USA  in  Dallas  as  senior  vice  president  and  chief  infor¬ 
mation  officer.  Padron,  who  held  a  similar  position  at 
PepsiCo’s  Tricon  Global  Restaurants,  Inc.  unit,  replaces 
James  Infinger,  who  recently  left  to  become  CIO  at 
Raytheon  Co.  in  Lexington,  Mass.  ...  John  G.  Steven¬ 
son,  former  vice  president  of  information  technology  at 
Lennox  International,  Inc.  in  Dallas,  has  joined 
Bristol-Myers  Squibb  Co.  in  Plainsboro,  N.J.,  as  vice 
president  of  information  management.  ...  Hewlett- 
Packard  Co.  last  week  cut  prices  on  its  OmniBook 
notebook  PCs  by  up  to  18%.  The  OmniBook  3000CTX 
was  dropped  to  $3,899,  and  the  price  of  the  2000CT 
was  sliced  to  $2,199. 
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Improved  service  top-cited  outsourcing  goal 


By  Jaikumar  Vijayan 
and  Thomas  Hoffinan 


CUTTING  COSTS  AND  Saving  money  are 
tumbling  further  down  the  list  of  reasons 
why  companies  choose  to  outsource  their 
information  technology  operations,  ac¬ 


cording  to  a  new  report  from  Dataquest. 

A  growing  number  of  companies 
choose  outsourcing  for  long-term  strate¬ 
gic  and  competitive  reasons  rather  than 
cost  savings,  according  to  the  market  re¬ 
search  firm  in  San  Jose,  Calif. 

The  survey  of  130  small,  midsize  and 


large  corporations  ranked  costs  and  staff 
savings  a  distant  nth  on  a  list  of  more 
than  15  reasons  for  outsourcing  IT  and 
business  processes. 

Topping  the  list  were  improved  service 
levels,  focus  on  core  competencies,  en¬ 
hanced  IT  effectiveness  and  supplement¬ 


ing  of  existing  IT  staff. 

The  findings  come  at  a  time  when  a 
deepening  resource  crisis  and  severe 
skills  shortage  are  raising  the  stakes  for 
companies  that  outsource  IT  functions. 

“Even  a  few  years  ago,  companies  were 
looking  at  outsourcing  strictly  as  a  way  to 
take  millions  of  dollars  in  costs  off  their 
bottom  line,”  said  Allie  Young,  an  analyst 
at  Dataquest  in  Westboro,  Mass.  “But  as 
IT  has  become  more  integral  to  a  cus¬ 
tomer’s  business  strategy,  so  too  has  the 
value  of  outsourcing.” 

Take  Nova  Gas  Transmission  Ltd.  in 
Calgary,  Alberta,  for  instance.  The  com¬ 
pany,  one  of  the  largest  carriers  of  natural 
gas  in  North  America,  recently  signed  a 
$550  million  outsourcing  deal  with  IBM 
and  DMR  Consulting  Group,  Inc. 

The  move  will  let  Nova  trim  a  little  off 
the  $100  million  it  spends  on  IT  opera¬ 
tions  annually,  said  Bruce  McNaught, 
vice  president  of  internal  resources  at 
Nova.  But  the  main  drivers  behind  the 
deal  were  quick  access  to  SAP  enterprise 
resource  planning  skills,  specialized  ap¬ 
plication  development  expertise  and  ad¬ 
ditional  persormel  to  help  with  an  over¬ 
haul  of  IT  applications  and  infrastruc¬ 
ture,  he  said. 

“We  are  moving  as  an  organization  in¬ 
to  new  technologies  and  application  de¬ 
velopment  processes,”  McNaught  ex¬ 
plained.  “Rather  than  reinvent  the  wheel, 
we  decided  we  could  use  these  two  orga¬ 
nizations  to  help  put  these  things  togeth¬ 
er.”  Playing  into  that  decision  was  the 
difficulty  in  attracting,  training  and  re¬ 
taining  skilled  personnel,  he  added. 

DRIVEN  BY  TECHNOLOGY 

Similarly,  a  recent  outsourcing  deal  — 
estimated  at  more  than  $500  million  — 
between  the  California  State  Automobile 
Association  and  MCI  Systemhouse,  Inc. 
was  driven  primarily  by  a  technology 
overhaul  and  process  standardization  ef¬ 
fort,  said  Leo  Conner,  chief  information 
officer  at  the  San  Francisco  association. 

The  association’s  outsourcing  move 
wUl  free  up  a  core  set  of  30  IS  staff  to 
focus  on  long-term  IT  planning  and  stra¬ 
tegic  application  development  work.  One 
of  the  immediate  projects  of  the  core 
group:  to  move  the  company  from  a 
mixed  network  of  hardware,  software  and 
operating  systems  to  a  standard  environ¬ 
ment  based  on  Windows  NT. 

“[Outsourcing]  has  allowed  us  to  scale 
down  our  [IS]  operations  to  a  really  small 
group  of  folks  who  will  be  responsible  for 
the  technical  destiny  of  the  company,” 
Conner  said.  More  than  230  other  IS 
staffers  were  transferred  to  MCI  as  part 
of  the  deal. 

A  complete  business  process  overhaul 
that  led  to  an  increased  reliance  on  PCs 
drove  Hartsville,  S.C. -based  Sonoco 
Products  Co.’s  multimillion-dollar  desk¬ 
top  outsourcing  deal  with  Entex  Informa¬ 
tion  Services  in  Rye  Brook,  N.Y.  The 
move,  announced  in  early  November, 
was  designed  to  let  the  $2.8  billion  Sono¬ 
co  standardize  PC  hardware  and  software 
in  160  locations  and  “provide  a  consis¬ 
tent  way  of  providing  services  to  every  lo¬ 
cation  of  the  company,”  said  Bernie 
Campbell,  CIO  at  Sonoco.  □ 
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Customers  to  Netscape; 
Just  the  browser,  please 


WHICH  MESSAGING  VENDOR  SHOULD  YOU  PICK? 


Vendor 


If  you  have: 


Netscape  *■  Web-based  intranet  services  as  your 
highest  priority 

►  Pure  Internet  standards  that  are  deemed 
critical 

►  A  relatively  "clean  slate" 

Lotus  *■  A  large  base  of  cc:Mail  or  IBM  host 

(Notes)  products 

►  A  large  mix  of  legacy  E-mail  products 

►  Integration  services  and  global  support 
Microsoft  ►  A  Windows  NT  Server  strategy 
(Exchange)  ^  Microsoft  Office  as  the  dominant  suite 

►  A  single-vendor  solution 

Novell  ►  A  wide  deployment  of  NetWare 

(GroupWise)  ‘  V.  '  1  •'  . 

►  Novell  Directory  Services  as  your 

strategic  directory 

►  Or  want  document  management  and  an 
integrated  in-box 

Source:  Rapport  Communication,  Roswell,  Ga. 


By  Barb  Cole-Gomolski 
and  Carol  Sliwa 


EVEN  AMONG  its  most  loyal 
customers,  messaging  and  col¬ 
laboration  servers  can  be  a 
tough  sell  for  Netscape  Commu¬ 
nications  Corp. 

Interviews  with  information 
systems  managers  and  a  report 
to  be  released  this  month  by 
Rapport  Commu¬ 
nication  in  Ros¬ 
well,  Ga.,  indicat¬ 
ed  that  companies  that  bought 
Netscape’s  intranet  wares  are 
reluctant  to  let  go  of  products 
such  as  Lotus  Development 
Corp.’s  Notes  or  Microsoft 
Corp.’s  Exchange  in  favor  of 
Netscape’s  groupware. 

Companies  appear  to  be  hold¬ 
ing  on  to  the  more  established 
collaboration  products  because 
they  have  more  robust  group- 
ware  features  and  broader  third- 
party  support. 

Eli  Lilly  and  Co.  in  Indianapo¬ 
lis  picked  Notes  last  year  for 
messaging  and  groupware  even 
though  it  has  more  than  15,000 
Netscape  browser  users. 


“We  felt  the  direction  that 
Lotus  was  taking  in  terms  of 
conforming  with  Internet  stan¬ 
dards  and  Web-enabling  their 
system  was  stronger  [than  Net¬ 
scape’s],’’  said  Jim  Byers,  a  pro¬ 
gram  manager  at  the  pharma¬ 
ceuticals  giant.  It  helped  that 
there  were  more  Notes  applica¬ 
tions  on  the  market  and  Notes 
services  were  readily  available. 

J.  F.  Sullivan, 
group  product 
manager  for 
messaging  at  Netscape,  said  his 
company’s  messaging  software 
lags  behind  Notes  in  terms  of 
third-party  support.  He  said  Net¬ 
scape  next  year  plans  to  ship  a 
software  development  kit  for 
developers  to  write  add-ons  for 
Messaging  and  Collabra  servers. 

ADVANTAGES 

Netscape’s  pitch  is  that  because 
its  messaging  products  are  built 
from  the  ground  up  to  run  on 
Internet  protocols,  they  are 
cheaper  to  deploy  and  manage 
than  products  such  as  Notes  and 
Exchange,  which  still  have  pro¬ 
prietary  underpinnings. 


But  users  cited  poor  integra¬ 
tion  among  Netscape’s  collabo¬ 
ration  products,  weak  electron¬ 
ic-mail  migration  tools  and  a 
lack  of  strong  management  soft¬ 
ware  as  factors  that  have  kept 
them  away  from  the  company’s 
collaboration  tools. 

CATCHING  UP 

Because  Lotus  and  Microsoft 
have  scrambled  this  year  to 
improve  the  Internet  support  in 
their  messaging  software,  Net¬ 
scape’s  advantage  in  this  area  is 
diminished,  users  said. 

Several  companies  that  use 
Netscape’s  messaging  products 
said  they  are  pleased  with  the 
results.  But  even  they  some¬ 
times  fall  back  on  more  estab¬ 
lished  groupware  offerings. 

Scotia  Capital  Markets,  a  divi¬ 
sion  of  Scotiabank  in  Toronto, 
has  about  2,700  users  on  Net¬ 
scape’s  Communicator  and 
Messaging  Server  for  E-mail 
and  intranet  applications. 

“It  has  been  extremely  low 
overhead,”  said  Gail  Smith, 
senior  vice  president  of  front- 
office  development  at  the  bank. 


But  the  division  is  considering 
putting  up  a  Domino  server 
because  it  would  better  support 
some  forms-based  groupware 
applications.  Smith  said. 

US  West  Communications, 
Inc.  in  Denver  also  will  eventu¬ 
ally  deploy  about  30,000  seats 
of  Netscape’s  E-mail  but  has  an 
alternative  platform  —  Lotus 
Notes  —  for  users  who  need 
E-mail  and  groupware,  said  Bar¬ 


bara  Bauer,  senior  director  of 
corporate  systems  development. 

“If  you’re  talking  about  [pure] 
messaging,  I  think  Netscape  is  a 
clear  winner  both  in  terms  of 
functionality  and  cost  of  owner¬ 
ship,”  Bauer  said.  But  com¬ 
pared  with  Notes,  Netscape  “has 
not  developed  the  same  applica¬ 
tion  development  environment 
Notes  has  had  for  several  years,” 
she  said.  □ 


GROUPWARE 

market 


Last  year’s  pilots  are  this  year’s  deployments 

NT  link  helps  put  squeeze  on  Notes 


Exchange's 

By  Barb  Cole-Gomolski 


DESPITE  A  ROCKY  Start,  Micro¬ 
soft  Exchange  is  rapidly  picking 
up  market  share  and  is  now  sell¬ 
ing  at  about  the  same  rate  as  its 
biggest  rival  —  Notes. 

Microsoft  Corp.’s  Exchange 
groupware  software  installed 
base  has  grown  tenfold  over  the 
past  year,  said  users  and  ana¬ 
lysts  who  cited  several  factors. 


Exchange  shipped  about  18 
months  ago,  about  the  time  it 
has  taken  some  large  companies 
to  choose  a  product,  conduct  a 
pilot  and  begin  a  widespread 
deployment. 

Many  companies  also  picked 
Exchange  this  year  because  they 
believe  Microsoft’s  promise  that 
Exchange’s  tight  integration 
with  Windows  NT  will  reduce 
their  cost  of  ownership. 


The  work  that  Microsoft  is 
doing  to  integrate  Exchange 
with  Windows  NT  5.0  and  the 
Active  Directory  will  significant¬ 
ly  lower  administration  costs, 
said  Kirk  Reeves,  a  systems  en¬ 
gineer  at  The  Kentucky  Depart¬ 
ment  of  Education  in  Frankfort, 
which  is  moving  more  than 
200,000  users  to  Exchange. 

Exchange  also  proved  to  be  a 
solid  electronic-mail  system, 
whereas  Notes  is  known  more 
for  its  groupware  capabilities, 
said  Guy  O’Brien,  a  network 
manager  at  the  U.S.  Depart¬ 
ment  of  State  in  Washington. 

Also  this  year,  several  large 
companies  —  including  The 
Boeing  Co.  in  Seattle  and  Gen¬ 
eral  Electric  Co.  in  Fairfield, 
Conn.  —  picked  up  the  pace  of 
their  Exchange  implementa¬ 
tions.  Each  site  rolled  out  close 
to  100,000  seats  of  Exchange. 

“Exchange  was  always  meant 
to  be  a  corporatewide  decision, 
and  that  takes  time  and  involves 
big  committees,”  said  Eric 


Amum,  editor  of  “Electronic 
Mail  and  Messaging  Systems,” 
a  newsletter  in  Washington. 
Those  pilots  turned  into  deploy¬ 
ments  this  year,  he  said. 

As  a  result  of  such  activity, 
there  were  7.2  million  seats  of 
Exchange  in  use  at  the  end  of 
September,  although  Notes  is 
still  the  leader  in  the  messaging 
market  with  15.3  million  seats, 
Arnum  said.  Analysts  said  the 
two  products  will  keep  pace  with 
each  other  for  the  next  year. 

CORRECT  NUMBERS? 

But  some  users  disputed  the  7.2 
million  figure  because  it  is 
based  on  the  number  of  Back¬ 
Office  licenses  sold,  and  it  is 
possible  to  buy  BackOffice  and 
not  use  Exchange. 

Microsoft  said  the  major 
increase  in  Exchange  licenses  is 
a  result  of  companies  complet¬ 
ing  lengthy  trials  and  finally 
moving  ahead  on  rolling  out  the 
software. 

Few  doubted  that  Exchange 


would  be  a  hit.  But  some  ana¬ 
lysts  were  disappointed  when  it 
garnered  only  about  2  million 
users  by  the  end  of  last  year. 

The  reason  was  that  large 
companies  were  preparing  their 
networks  for  Exchange,  said  Les 
Brown,  a  systems  analyst  at 
SheO  Services  Co.  in  Houston. 
Besides  spending  a  lot  of  time 
upgrading  client  and  server 
hardware,  many  companies  also 
faced  an  operating  system  move 
to  Windows  NT,  he  said. 

Shell,  which  was  included  in 
the  Exchange  Early  Adopter  Pro¬ 
gram  and  had  access  to  pre¬ 
release  versions  of  Exchange, 
will  have  migrated  95%  of  its 
17,000  U.S.  users  to  Exchange 
by  early  next  year.  Brown  said. 

“Migrating  an  E-mail  system 
is  always  painful,”  said  an  infor¬ 
mation  systems  manager  at 
another  oil  company  that  is 
moving  to  Exchange. 

His  firm  has  moved  100  of  its 
6,000  users  to  Exchange  so  far. 
“Why  is  it  taking  so  long  to  mi¬ 
grate?  Because  we  really  tried  to 
avoid  a  migration  but  were 
forced  to  when  our  old  E-mail 
system  wouldn’t  let  us  do  what 
we  needed,”  said  the  manager, 
who  requested  anonymity.  □ 
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Texas 


•  32M  SDRAM  •  512KB  cache 
•  2MB  video  RAM  •  3.2GB  hard  drive 
•  12.1 "  TFT  screen  •  20X  CD-ROM 
•  USB  port  •  fast  infrared  „ .. 

•  Window^®  NT 
and  wireless  LAN  ready  :  *  ^ 

VeriTest  Battery  Life  Results  In  Hoj^rs*"^ 

‘  *-  ~  ■•-Sf ,  .  . 


TravelMate  7100 


The  optional  Acer  DockMate™ 
enables  easy  connectivity 
to  peripherals.  And  a  rapid 
2-hour  charge  and  Heuristic 
battery  technology  make 
the  TravelMate®  7100  the  new 
mobile  computing  standard. 


Computerworld  December  1,  1997  (www.computerworld.com) 


Money  is  focus  at  'net  show 

►  Push  technology  is  seen  as  falling  off  the  radar  at  Internet  World  '97 


By  Sharon  Machlis 


MONEY,  MONEY,  MONEY. 

That  will  definitely  be  the  hot 
topic  next  week  at  Internet 
World  ’97,  said  Jack  Powers, 
vice  president  of  con¬ 
ferences  for  event 
sponsor  Mecklerme¬ 
dia. 

Internet  finance  ses¬ 
sions  have  attracted  the 
most  visitors  to  the 
trade  show’s  World 
Wide  Web  site  {http:// 
events.intemet.com/ 
fallgy/index.html),  and 
a  two-day  electronic- 
commerce  symposium 
is  expected  to  be  full. 

“This  really  is  a  money 
show,”  Powers  said. 

About  60,000  peo¬ 
ple  will  flock  to  New 
York’s  Jacob  Javits  Con¬ 
vention  Center  next 
week  for  what  organiz¬ 


ers  said  is  their  biggest  Internet- 
focused  event  yet. 

Expo  registration  for  Internet 
World  has  jumped  by  a  third 
from  a  year  ago. 

Falling  off  many  radar  scopes 


this  year  will  be  “push”  technol¬ 
ogy,  last  year’s  big  trend,  said 
Jeffrey  Nickerson,  director  of 
national  Internet  practices  at 
Coopers  &  Lybrand  LLP.  “It’s 
still  an  issue,  but  seems  to  have 
dissipated  somewhat,” 
he  said.  Even  so,  there 
will  be  a  daylong  Push 
Technology  Summit  at 
the  show. 

Showgoers  can  ex¬ 
pect  pitches  from  the 
increasingly  competi¬ 
tive  electronic-com¬ 
merce  arena,  which 
will  address  issues 
such  as  order  and  pay¬ 
ment  processing,  con¬ 
tent  management  and 
user  tracking. 

There  will  be  a  host 
of  new  products  that 
focus  on  specific  elec¬ 
tronic-commerce  is¬ 
sues,  but  information 
technology  executives 


who  are  seeking  one-stop  shop¬ 
ping  are  likely  to  be  disappoint¬ 
ed,  said  Chris  Stevens,  an  ana¬ 
lyst  at  Aberdeen  Group,  Inc.  in 
Boston. 

Some  vendors  are  touting 
soup-to-nuts  electronic-com¬ 
merce  offerings  for  large  com¬ 
panies,  Stevens  said,  but  users 
say  they  still  must  assemble 
their  own  electronic-commerce 
systems  among  best-of-breed 
products.  “It’s  a  surprisingly 
fragmented  market,”  he  said. 

STANDARDS  GALORE 

Show  attendees  will  be  able  to 
receive  updates  about  Internet 
standards  in  the  works,  such  as 
Extensible  Markup  Language 
(XML).  XML  was  designed  to 
better  structure  some  data  post¬ 
ed  on  the  Web  so  it  can  be  han¬ 
dled  more  like  a  database  than 
plain  text. 

Representatives  from  Micro¬ 
soft  Corp.,  Netscape  Communi¬ 
cations  Corp.  and  Sun  Microsys¬ 
tems,  Inc.  are  slated  to  speak  at 
the  Dec.  9  XML  panel. 

GTE  Internetworking  in 
Stamford,  Conn.,  (formerly 
BBN  Corp.)  will  announce  im¬ 
provements  in  its  managed  se¬ 


curity  offering.  Site  Patrol.  And 
AT&T  WorldNet  in  Basking 
Ridge,  N.J.,  the  largest  direct  In¬ 
ternet  service  provider,  will  dis¬ 
close  new  security  benefits  for 
business  customers  who  set  up 
electronic-commerce  programs. 

MCI  Communications  Corp. 
in  Washington  will  make  two 
announcements  of  importance 
to  Internet  MCI  business  users, 
incJuding  security  enhance¬ 
ments,  a  spokeswoman  said. 

Also  expected  at  the  show  are 
the  following: 

■  Hewlett-Packard  Co.  and  Cisco 
Systems,  Inc.  will  announce  a 
joint  security  offering. 

■  Products  to  create  richer  Web 
content  will  be  on  display.  They 
include  a  three-dimensional 
advertising  tool  from  Live  Pic¬ 
ture,  Inc.,  the  latest  venture  of 
former  Apple  Computer,  Inc. 
CEO  John  Sculley,  and  dynamic 
Hypertext  Markup  Language 
software  from  Astound,  Inc.  in 
Palo  Alto,  Calif  □ 

Staff  writer  Matt  Hamblen  con¬ 
tributed  to  this  report. 


Review:  T reliix  helps  build 
hyperlinked  documents, 
text  searches.  Page  45 
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Finance  sessions  have  drawn  the  most  hits 
on  the  Internet  World  Web  site 


Load  balancers  aid  access 

CONTINUED  FROM  COVER  1  _ 


Andersen  Worldwide's  Dan  Nottke  says  load  balancers 
"let  you  offer  the  bulletproof  Web  site" 


dollars.  Interest  in  the  technol¬ 
ogy  is  driven  by  the  proliferation 
of  Web  servers  and  mounting 
frustration  over  access  time. 

“If  we  didn’t  have  the  soft¬ 
ware,  I’d  be  buried, ’’said  Steve 
Plastrik,  vice  president  of  tech¬ 
nical  operations  at  Viacom,  Inc. 
in  New  York.  “I’d  have  to  get  an¬ 
other  job.” 

HOW  THEY  WORK 

A  load  balancer  takes  calls  sent 
to  a  World  Wide  Web  site  that  is 
busy  or  down  and  automatically 
redirects  them  to  an  available 
online  server.  It  also  balances 
server  loads  to  boost  perfor¬ 
mance  and  prevent  any  one 
server  from  being  overtaxed. 
That  lets  users  delay  or  avoid 
buying  more  servers  as  hit 
counts  rise.  Servers  for  heavy- 
duty  Web  work  typically  cost 
tens  of  thousands  of  dollars. 

Another  benefit  of  load  bal¬ 
ancing  is  the  ability  to  take 
down  one  or  more  servers  for 
maintenance  or  to  fix  problems 
without  shutting  out  users. 

Suppliers  of  load-balancing 
products  include  Cisco  Systems, 

!  ,  IB.M  and  start-ups  Reso- 
n,  :e.  Inc.,  Bright  Tiger  Technol- 
-  ■^le  and  Atreve  Software. 

■'Load  balancers  promise  to 
r.- shape  the  way  corporations 


and  consumers  use  the  Web  by 
sending  [accessibility]  skyward,” 
said  Daniel  Briere,  an  analyst  at 
TeleChoice,  Inc.,  a  Verona,  N.J., 
consultancy.  “Imagine  access¬ 
ing  a  popular  Web  site  with  no 
busy  signals.  That’s  pretty  heady 
stuff.” 

Life  before  load  balancers 
wasn’t  pretty,  Sheryl  Olguin 
said. 

“If  you  had  i,ooo  documents 
on  a  server  and  it  was  becoming 
overwhelmed,  you  manually 
took  500  and  moved  them  to  a 
second  machine,”  said  Olguin, 
network  manager  at  Harris 
Corp.  in  Melbourne,  Fla.  “If 
something  went  wrong,  all  you 
knew  was  that  the  server  was 
overloaded.  You  didn’t  know 
what  w'as  actually  wrong.” 

But  before  they  can  reap  the 
rewards,  IS  managers  will  have 
to  train  their  staffs  to  use  the  ac¬ 
companying  management  sys¬ 
tem.  And  some  load  balancers 
require  users  to  replicate  the 
content  of  every  server  on  every 
other  server  and  synchronize 
them,  which  devours  resources. 

Users  said  they  are  more  than 
willing  to  invest  the  time.  Plas¬ 
trik  said  he  has  used  Cisco’s 
Local  Director  load-balancing 
software  to  run  i8  cable  televi¬ 
sion-related  Web  sites. 


Viacom  sponsored  the  Show¬ 
time  Web  site  for  the  Tyson/ 
Holyfield  fight  last  June.  Web 
visitors  could  register  their  votes 
on  how  each  round  went.  The 
day  of  the  fight,  there  were  1.5 
million  hits.  That  figure  jumped 
to  15  million  hits  the  next  day 
when  people  came  to  the  site  for 
news  about  whether  Mike  Tyson 
would  be  suspended  for  biting 
Evander  Holyfield’s  ear. 

There  weren’t  any  disruptions 
either  day. 

GLOBAL  USES 

In  the  past  two  years,  Plastrik 
said,  he  has  seen  his  number  of 
servers  triple  from  three  to  nine, 
but  the  traffic  rate  has  increased 
tenfold,  he  said.  “[The  software] 
is  the  difference  between  our 
success  and  not,”  he  said. 

“We’ve  never  maxed  out  our 
servers.  And  we’ve  had  more 
than  500  connections  per  ma¬ 
chines,  which  means  4,500 
simultaneous  connections  with 
users,”  Plastrik  said. 

Andersen  plans  to  launch  a 
global  Web  site  project  where 
the  servers  contain  internal  An¬ 
dersen  applications,  such  as 
financial  applications. 

“The  beauty  of  using  load  bal¬ 
ancers  is  that  we  don’t  have  to 
bring  everyone  to  Chicago  to  see 
these  applications,”  Nottke  said. 
He  can  route  users  to  the  closest 
server  rather  than  waste  wide- 
area  network  dollars  by  connect¬ 
ing  them  to  the  Chicago  server. 


NationsBank  Corp.  in  Char¬ 
lotte,  N.C.,  uses  a  load-balanc¬ 
ing  system  to  handle  a  four- Web 
server  intranet  accessed  by 
85,000  employees.  The  intranet 
contains  information  about 
home  mortgages,  equity  credit 
lines  and  PC  banking,  said 
Doug  Starkey,  vice  president  of 
strategy  at  the  bank. 


“We  can  use  load  balancers  to 
make  sure  that  no  one  server 
gets  overwhelmed,  which  helps 
us  make  most  efficient  use  of 
the  servers  we  have,”  Starkey 
said.D 


Emerging  tools  can 
allocate  Internet,  intranet 
bandwidth,  Page  51 


Which  one  can  you  do  without? 


Windows  NT  is  a  U.S.  registered  trademark  of  Microsoft  Corporation.  ©1997  Hewlett-Packard  Company 


The  point  is,  these  days  you  need  all  your  applications  up  and  running  without  interruption.- You:*awblyi 

.  .  *'J,  -r*-  -i- 

can't  afford  to  have  your  Windows  NT®  servers  go  down.  That's  why  we  offer  HP  Scalable 


'imm 


HP  Scalable  Services  and  Support  for  Windows  NT.  Because  every  mission 


Support  for  Windows  NT.  It's  a  comprehensive  package  of  hardware  and  software  servrqeb^ 


keeping  your  NT  system  constantly  operational.  So  why  do  you  need  our  NT  expertiseffirl^. 


unprecedented  level  of  24x7  HP  support?  Because  every  mission  is  critical.  www.hp.co’iri^sliS 


Computerworld  December  1,  1997  (www.computerworld.com) 


Netscape  buys  Kiva  to 
bolster  enterprise  bid 


By  Carol  Sliwa 


NETSCAPE  Communications 
Corp.’s  acquisition  of  an  appli¬ 
cation  server  company  last  week 
should  give  it  an  edge  in  its 
battle  with  Microsoft  Corp.  for 
the  enterprise  market  space, 
industry  observers  said. 

The  Mountain  View,  Calif, 
software  maker  plans  to  acquire 
Kiva  Software,  Inc.  for  $i8o  mil¬ 
lion  in  stock  to  bolster  its  server 
software  offerings  for  running 
highly  scalable  World  Wide 
Web-based  applications. 

“The  combination  of  Net¬ 
scape  and  Kiva  gives  Netscape  a 
more  scalable  and  highly  avail¬ 
able  solution  for  Internet  appli¬ 
cations  than  Microsoft  can  offer 
at  the  moment,  even  with  [its] 
Wolfpack  [clustering  technol¬ 
ogy],’’  said  Michael  Goulde,  an 
analyst  at  Patricia  Seybold 
Group  in  Boston. 

Kiva,  also  in  Mountain  View, 
makes  application  server  soft¬ 
ware  needed  by  companies  that 
build  serious  online  applica¬ 
tions  for  their  Internet,  intranet 
or  extranet  sites  that  can  reliably 
handle  a  flood  of  hits. 

“A  Netscape/Kiva  combina¬ 
tion  is  so  natural  and  so  logical; 
in  my  estimation,  it  puts  them 
i8  months  ahead  of  the  best 
competitor,  which  is  Microsoft,” 
said  Ed  Videki,  chief  scientist  at 
Net  Contents,  Inc.,  which  hosts 
and  engineers  the  Virtual  Vine¬ 
yards  Web  site. 

A  Netscape/Kiva  customer, 
Videki’s  company  earlier  this 
year  extensively  tested  several 
products  in  the  application  serv¬ 
er  space,  including  Microsoft’s. 


mended  third-party  products 
such  as  Kiva’s  application  server 
to  customers. 

“In  terms  of  what  they  have 
now,  Netscape  is  way  ahead  [of 
Microsoft],”  said  Ezra  Gottheil, 
an  analyst  at  Hurwitz  Group, 
Inc.  in  Eramingham,  Mass. 
“They  have  a  broader  range  of 
server  products,  they’re  cross¬ 
platform,  and  in  some  notable 
cases,  they’re  considerably  more 
cost-effective.” 

The  application  server,  which 
sits  behind  the  Web  server,  lets  a 
developer  partition  the  business 
logic  of  an  application. 

Having  a  program’s  business 
logic  concentrated  on  the  appli¬ 
cation  server  makes  it  easier 
for  companies  to  modify  that 
application. 

Products  in  this  category  also 
were  designed  to  help  applica¬ 
tions  run  more  reliably,  manag¬ 
ing  the  exchange  of  data 
between  client  and  back  end. 

Kiva’s  application  server  costs 
$35,000  per  processor  on  Unix 
and  $25,000  per  processor  on 
Windows  NT.  □ 


KIVA  SOFTWARE 


Founded:  April  1995 

Employees:  100 

Key  product:  Applica¬ 
tion  server  software 

Key  customers:  Amer- 
itech,  Bank  of  America, 
Hongkong  Telecom, 
Pacific  Bell  Internet 


Pushing  for  Java  support 

►  Netscape  holds  hack  on  Java  compliance,  irks  corporate  browser  users 


By  Carol  Sliwa 


WHEN  NETSCAPE  volimtarily 
pulled  the  Java  Compatible  logo 
from  its  Communicator  4.04 
client  last  month  because  it 
wasn’t  fully  compliant  with 
the  latest  Java  specifications,  it 
wasn’t  exactly  the  message 
some  users  were  hoping  for. 

Eli  Lilly  and  Co.,  for  example, 
has  held  off  deploying  the 
new  Netscape  Communications 
Corp.  browser,  in  part  because  it 
would  like  to  get  a  Java-compli¬ 
ant  browser  on  end  users’  desk¬ 
tops  so  Java  applications  will 
nm  properly,  said  John  Swart- 
zendruber,  a  senior  information 
consultant  at  the  Indianapolis- 
based  drug  company. 

Desktops  could  be  updated 
through  a  patch,  but  the  com¬ 
pany  would  prefer  to  do  the 
installation  all  at  once,  Swart- 
zendruber  said. 

“We  view  Java  as  an  impor¬ 
tant  issue,  and  not  being  Java- 
compliant  would  be  of  some 
concern  [moving  forward],” 
Swartzendruber  said. 

LOOKING  TO  PLUG  IN 

Sandia  National  Laboratories  in 
Albuquerque,  N.M.,  hasn’t 
upgraded  to  the  new  Netscape 
client  because  it  hasn’t  seen  a 
pressing  need.  But  that  will 
change  come  Eebruary,  when 
Sandia  does  its  next  major  soft¬ 
ware  installation. 

Browsers  wiU  be  upgraded  for 
the  sake  of  Java  Development 
Kit  i.i  (JDK),  and  if  they  aren’t 
compliant,  that  could  present 
problems  when  running  Java 
applications,  according  to  David 
Leong,  a  World  Wide  Web  sys- 


If  you  use  Java 
Development  Kit  1.1 .. . 

Netscape  Communicator 

lacks  support  for: 

•  Abstract  Windoiw  Toolkit 
1.1 

•  JavaBeans  components’^ 

•  Java  Native  Interface"^ 

•  Print  support  for  applets* 

•  Java  security  model* 

♦Support  due  by  year's  end;  pre¬ 
view  release  patch  available  now. 

Microsoft's  Internet 

Explorer  lacks  support  for: 

•  Remote  Method 
Invocation 

•  Java  Native  Interface 

terns  integrator  at  Sandia. 

“Hopefully,  by  Eebruary, 
they’ll  have  a  module  that  we 
can  plug  in,”  Leong  said. 

Since  its  June  release  date, 
Netscape’s  latest  browser  has 
not  fully  complied  with  the  JDK 
I.I  specification,  which  came 
out  in  Eebruary  (see  chart). 

“It’s  taken  a  while  to  get  it  on 
the  various  platforms  and  to  do 
the  work  to  put  it  into  the  Web 
browser,”  explained  Debby  Mer¬ 
edith,  senior  vice  president  of 
Netscape’s  strategic  technol¬ 
ogies  and  products  group.  “It’s 
not  easy,  but  we’re  committed  to 
it,  and  it’s  going  well,”  she  said. 

Preview  release  patches  are 
now  available  for  Windows  95 
and  NT  and  the  major  Unix  plat¬ 
forms.  Einal  versions  are  expect¬ 
ed  by  year’s  end,  according  to 


Netscape  group  product  manag¬ 
er  Mark  Thomas. 

But,  even  then,  Netscape 
won’t  be  100%  JDK-compliant 
and  probably  won’t  be  able  to 
restore  the  Java  logo  to  Commu¬ 
nicator  at  that  time,  Thomas 
admitted. 

Netscape  is  actively  working 
with  Sun  Microsystems,  Inc.’s 
JavaSoft  division  on  security 
incompatibilities,  he  said. 

LIMITED  COMMITMENT 

Netscape  has  committed  to  full 
JDK  support  in  Communicator 
5.0,  but  the  company  has  made 
no  such  commitment  for  Com¬ 
municator  4.x. 

“In  4.0,  we  are  extremely 
close  to  fully  compliant,  and  I 
think  we’re  99.9%  of  the  way 
there  for  the  issues  that  develop¬ 
ers  and  customers  care  about,” 
Meredith  said. 

But  Sandia,  for  one,  figures  it 
may  have  to  test  applications  to 
make  sure  they  work  with  the 
browser. 

“As  long  as  [Netscape’s 
browser]  is  JDK  i.i-compliant 
enough  so  our  application  runs, 
we’U  be  happy,”  Leong  said. 
“But,  it’d  be  nice  if  everyone  fol¬ 
lowed  the  same  standards  and 
you  didn’t  have  to  worry  about 
that  type  of  testing.” 

Other  companies  aren’t  quite 
so  concerned. 

“I  think  it’s  an  issue,”  said 
Louis  Dumser,  manager  of  com¬ 
munication  application  technol¬ 
ogies  at  UniHealth  in  Burbank, 
Calif.  “We’ve  watched  [Net¬ 
scape’s]  development,  and 
they’ve  been  standards-based  all 
along.  I  have  full  faith  that  they 
will  be  compliant.”  □ 


HP  opens  R/3  data  warehouse  doors  to  non-Oracle  users 


HEAD  START 

“The  Microsoft  solution  to  these 
problems  is  a  set  of  existing 
products,  somewhat  souped-up, 
but  bound  together  by  Scotch 
tape  and  a  string,”  Videki  said. 
■  Microsoft  is  moving  in  the 
■ight  direction;  the  Netscape/ 
Kiva  combination  is  already 
there.” 

Companies  that  build  Web 
applications  typically  start  witli  a 
t'uree-tier  model  in  mind:  Web 
ijTowscr  client,  Web  server  and 
back-end  database. 

While  a  Web  server  may  work 
;or  iow-end  departmental  or 
v.iikgroup  applications,  it  was 
r  -ving  inadequate  for  com¬ 
panies  building  high-volume, 
■.  ..  ;iness<ritical  applications. 

iNetscape,  in  fact,  had  recom¬ 


By  Craig  Stedman 


HEWLETT-PACKARD  CO.  is  re¬ 
laxing  the  grip  of  Oracle  Corp.’s 
databases  on  a  data  warehous¬ 
ing  bundle  detailed  earlier  this 
year  for  SAP  R/}  users. 

HP  this  week  plans  to  an¬ 
nounce  a  revamped  package 
that  lets  users  of  SAP  AG’s 
client/server  applications  store 
customer  records  and  other  data 
in  non-Oracle  databases. 

The  suite,  renamed  HP  Mart 
for  SAP  R/3,  also  includes  a  set 
of  prebuilt  templates  for  suck¬ 
ing  data  out  of  R/3. 

Getting  SAP  data  in  shape  for 


analysis  and  decision-support 
uses  is  becoming  a  Holy  Grail¬ 
like  quest  for  many  R/3  custom¬ 
ers,  said  Henry  Morris,  an  ana¬ 
lyst  at  International  Data  Corp. 
in  Eramingham,  Mass. 

But  for  most  users,  warehous¬ 
ing  r/3  data  has  typically  re¬ 
quired  heavy-duty  custom  cod¬ 
ing  with  SAP’s  proprietary 
procedural  language,  he  added. 

OTHER  OPTIONS 

HP’s  revised  bundle  still  uses 
Oracle  as  the  default  database, 
but  users  who  rely  on  other 
databases  can  now  swap  in 
those  products  instead. 


Palo  Alto,  Calif.-based  HP 
said  it  also  is  replacing  an 
Oracle-built  tool  kit  for  pulling 
data  out  of  R/3  with  less  propri¬ 
etary  third-party  software  that 
supports  multiple  databases. 

The  new  software  tool,  devel¬ 
oped  by  a  German  software  ven¬ 
dor,  also  provides  for  storing 
and  updating  data  extraction 
models. 

The  r/3  bundle  also  includes 
hardware,  data-mart  manage¬ 
ment  software  and  consulting 
services  from  HP.  It  features 
front-end  analysis  tools  from 
Cognos,  Inc.  in  Ottawa. 

Average  pricing  for  imple¬ 


mentation  of  a  5oG-byte  data 
mart  over  90  days  is  $400,000. 

But  r/3  hangers-on  such  as 
HP  wiU  soon  face  warehousing 
competition  from  Germany- 
based  SAP,  which  next  year 
plans  to  ship  its  own  R/3-specif- 
ic  data  warehouse  software. 

“That  would  probably  be  the 
first  thing  we’d  look  at”  for 
warehousing  R/3  data,  said  Rob¬ 
ert  Rubin,  chief  information 
officer  at  Elf  Atochem  North 
America,  Inc.,  a  chemicals  mak¬ 
er  in  Philadelphia.  “I’d  expect 
the  integration  with  R/3  to 
be  tighter  with  SAP’s  own 
product.”  □ 
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Enterprise  rollouts  trip  over  hidden  costs 

CQ.NT1JJUED  FROM  COVER  1 


agers  are  careful. 

Software  acquisition  will  be  less  than 
20%  of  the  total  cost  of  ownership  and 
may  even  run  as  low  as  5%  if  rollouts  are 
difficult  and  drawn  out,  according  to 
research  by  Gartner  Group,  Inc.  in  Stam¬ 
ford,  Conn. 

“A  $1  million  investment  can  cost  be¬ 
tween  $5  million  and  $20  million  over 
the  life  of  the  application,”  said  Gartner 
analyst  Ray  Paquet. 

He  said  some  enterprise  tool  kits  are 
so  complicated,  users  can  wind  up  losers. 
They  must  budget  for  extensive  consult¬ 
ing,  project  management  and  installation 
services,  training,  integration  of  existing 
tools  and  maintenance  chores  such  as 
writing  scripts  and  policies. 

Several  information  systems  managers 
attempting  to  implement  enterprise- 
scale  tools  said  they  are  aware  of  the 
problem  and  are  taking  steps  to  avert 
failure. 


J.  P.  Morgan's  Bill  Oris:  The  company 
will  carefully  roll  out  Unicenter  TNG 
"so  there  is  no  ongoing,  unknown  cost 
bucket" 

“I  definitely  think  implementation 
costs  can  run  three  to  four  times  the 
price  of  the  software,”  said  Dennis 
Mitchell,  systems  vice  president  of  the 
Capital  Markets  division  at  BankAmerica 
Corp.  in  San  Francisco. 

Mitchell  uses  Unicenter  TNG  (The 
Next  Generation)  from  Computer  Asso¬ 
ciates  International,  Inc.  to  predict  per¬ 
formance  problems  on  the  bank’s  trad¬ 
ing  floor  by  unifying  management  views. 

‘‘We  went  into  this  with  our  eyes  wide 
open,  following  our  experience  doing  the 
same  thing  with  SNA  network  and  main¬ 
frames,”  Mitchell  said. 

Eastman  Kodak  Co.,  wants  ‘‘data  cen¬ 
ter-quality”  control  over  critical  applica¬ 
tions  that  run  across  systems  and  net¬ 
works  worldwide.  To  do  this,  it  will  use 
Tivoli  Management  Environment  (TME 
10)  from  Tivoli  Systems,  Inc.  in  Austin, 
Texas,  said  David  DeMarco,  a  technical 
associate  at  Kodak  in  Rochester,  N.Y. 

Kodak’s  huge  project  required  a  busi¬ 
ness  process  re-engineering  approach 
with  ample  initial  help  from  Tivoli  Pro¬ 
fessional  Services,  DeMarco  said.  A  set  of 
guidelines,  called  the  Tivoli  Implementa¬ 
tion  Methodology,  helped  control  the  cost 
and  rollout  of  tools,  he  said. 


TME  10  is  “a  consultant’s  dream,”  said 
Don  Whitfield,  a  vice  president  at 
NationsBank  Corp.  in  Charlotte,  N.C. 
Careful,  step-by-step  planning  is  re¬ 
quired  to  keep  implementation  on  sched¬ 
ule  and  within  budget,  he  said. 


IS  managers  at  J.  P.  Morgan  &  Co.  also 
are  carefully  planning  their  rollout  of 
Unicenter  TNG  based  on  past  experience 
with  complicated  management  software. 

‘‘We  had  to  factor  in  all  aspects  of  im¬ 
plementation  up  front,  so  there’s  no  on¬ 
going,  unknown  cost  bucket,”  said  Bill 
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Multinational  corporations 
waste  untold  amounts 
reinventing  the  wheel  in  the 
various,  disconnected  parts 
of  their  company.  That’s 
why  so  many  are  concen¬ 
trating  on  collaboration 
technologies  and  knowledge 
management  systems.  But 
technology  is  only  part  of 
the  issue,  especially  on  a 
global  scale.  The  first  step 
is  establishing  basic  cross- 
cultural  communication. 

Our  December  8  Global 
Innovators  will  highlight 
companies  that  are  on  their 
way  to  becoming  experts  in 
cross-cultural  collaboration. 
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Oris,  a  vice  president  at  J.  P.  Morgan  in 
New  York. 

Ken  Shaurette,  information  security 
systems  staff  adviser  at  American  Family 
Insurance  Group  in  Madison,  Wis.,  said 
he  expects  costs  to  decrease  with  Unicen¬ 
ter  TNG.  Making  an  integrated  manage¬ 
ment  suite  work  is  expensive,  but  Shaur¬ 
ette  expects  costs  to  decrease  “because 
we’ll  have  more  efficiency  and  fewer  ven¬ 
dors  to  deal  with,”  he  said.  □ 
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Every  time  you  put  a  computer  on  someone's  desicyou  '.'v‘- '  ‘ 
hove  t\wo  options.  You  can  either  make  that  person 
happy,  or  unhappy.  We  suggest  you  choose  the  former. 


Introducing  the  nev^  Compaq  Deskprofrom  the  corn- 


will  satisfy  everyone's  changing  needs. 


Inside  you'll  find  the  latest  innovations.  Like  Intel 


Pentium®'  II  processors,  so  your  end  users  can  do  more. 


faster.  A  24X  MAX  CD-ROM^  for  increased  perfor¬ 


mance.  Ultra  ATA  hard  drives  for  ultra-fast  transfer 


rates.  Remote  wakeup  so  your  system  can  be  up6q\ed  -  ^ 

during  off  hours.  Up  to  512KB  cache  for  added  mern 


ory  and  speed.  Prefailure  warranties’' so  you'can  ' 
catch  component  problems  before  they  happen. 
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pany  that  sells  more  computers  than  anyone  else  in 
the  world.  The  Deskpro  series  is  a  line  of  desktops  that 
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Data  warehouse  software  targets  net  management 


By  Patrick  Dryden 


USERS  AWAITING  Cablctron  Systems, 
Inc.’s  data  warehouse  for  network  man¬ 
agement  said  they  have  one  all-important 
goal:  to  extract  business-relevant  infor¬ 
mation  from  a  glut  of  statistics. 


Cabletron  and  partners  recently  out¬ 
lined  plans  to  provide  the  first  SQL-based 
management  repository  that  correlates 
diverse  data  about  networks,  servers  and 
applications.  It  will  ship  next  quarter. 

With  an  open  repository  in  place,  users 
would  be  able  to  apply  data  mining  tools 


to  answer  tough  questions  about  perfor¬ 
mance,  usage  and  growth  of  client/server 
environments.  “We've  gotten  good  at  re¬ 
acting  to  faults.  Now  we  want  to  move  to 
the  next  level  —  fixing  problems  before 
users  sense  them  and  predicting  usage 
trends,”  said  Dennis  Mitchell,  a  systems 


vice  president  at  the  Capital  Markets  divi¬ 
sion  of  BankAmerica  Corp.  in  San  Fran¬ 
cisco. 

The  upcoming  Spectrum  Data  Ware¬ 
house  promises  valuable  ways  to  exam¬ 
ine  historical  data,  Mitchell  said.  For  ex¬ 
ample,  he  hopes  to  detect  intermittent 
cabling  faults  that  users  may  not  report, 
thereby  preventing  major  disruptions  on 
the  bank’s  trading  floor. 


BankAmerica  hopes  Cabletron's 
Spectrum  Data  Warehouse  will  help 
prevent  disruptions  on  the  bank's 
trading  fioor 

The  increasing  complexity  and  volume 
of  data  demands  such  sophisticated  soft¬ 
ware  to  manage  big  networks,  said  Mark 
Bouchard,  an  analyst  at  Meta  Group,  Inc. 
in  Westport,  Corm. 

“Cabletron  is  starting  off  on  the  right 
foot  with  standard  database  support  and 
definite  applications  to  sit  on  top  of  the 
warehouse,”  he  said. 

Initially,  the  data  warehouse  will  be 
able  to  pull  information  from  Cabletron’s 
Spectrum  network  manager  and  its  Pa¬ 
trol  system;  application  managers  from 
BMC  Software,  Inc.  in  Houston;  and  Net- 
Scout  network  monitors  from  NetScout 
Systems,  Inc.  in  Chelmsford,  Mass. 

Cabletron  will  offer  a  suite  of  applica¬ 
tions  to  analyze  gathered  data,  and  part¬ 
ners  will  add  reporting  and  data  mining 
tools  throughout  the  year.  The  partners 
include  Concord  Communications,  Inc. 
in  Marlboro,  Mass.,  and  Optimal  Net¬ 
works  Corp.  in  Palo  Alto,  Calif. 

Somewhat  similar  tools  for  gathering 
network  data  and  tracking  performance 
are  available  from  vendors  such  as  Info- 
Vista  Corp.  in  Redwood  City,  Calif,  and 
SAS  Institute,  Inc.  in  Cary,  N.C.  They 
don’t  reach  out  as  broadly  to  cover  all 
management  disciplines,  Bouchard  said. 

Reaching  such  ambitious  goals  will  de¬ 
pend  on  Cabletron’s  ability  to  deliver 
promised  applications  and  to  gather  data 
from  many  more  sources,  Bouchard 
warned. 

One  user  said  Cabletron’s  promised 
first-phase  support  “will  give  me  what  I 
want.”  James  Wiedel,  director  of  net¬ 
working  at  the  University  of  Southern 
California  in  Los  Angeles,  said  he  needs 
to  convert  Spectrum  network  statistics 
from  about  13,500  users  to  usage  profiles 
for  chargeback  purposes.  □ 
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THE  GOOD  NEWS: 
WIN  $10,011,100,010,000. 

Binary  scholars  unite.  So  much  for  “Yeah,  when  am  I  gonna  use  this  stuff  in  the  real  world?” 


How  about  $10,000  of  real-world  cash?  Here’s  the  bottom  line:  The  U.S.  Sun  certified  reseller  who 


markets  Sun  solutions  in  the  most  creative  way  using  the  certification  logo  will  win  the  ^SSSlSIiilwuSS  '* 


second  annual  Sun  Reseller  Contest.*  Nine  other  winners  will  be  announced,  and  though 


it  is  quite  likely  they  won’t  be  as  overjoyed  as  the  big  money  winner,  all  ten  winners  will  be 


featured  in  a  special  Computerworld  su^p’plemnl  Now  for  the  legal:  You  must  be  a  U.S.  Sun 


certified  reseller  and  sign  up  at  www.reseller.sun.com/US/mkts/innovate/  by  March  9,1998. 


And  the  best  news?  All  ten  winners,  including  the  $10,000  cash  winner,  will  be  announced  at  the 


April  6-8  reseller  conference.  Seven  short  days  before  April  15th.  THE  NETWORK  IS  THE  COMPUTER" 
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Legacy  switches  gain  new  lease  on  life 


By  Bob  Wallace 


3COM  coRP.  has  developed  technology 
that  gives  its  older  LAN  switches  a 
much  faster  connection  to  its  latest  Giga¬ 
bit  Ethernet  switches,  thus  preserving 
user  investments  in  legacy  switches  a 


while  longer. 

The  switching  protocol  will  enable  the 
thousands  of  installed  LANplex  6000 
switches  to  create  eight  times  fatter  pipes 
to  connect  to  data  center  switches,  such 
as  the  recently  announced  CoreBuilder 
9000  and  3500. 


That  800M  bit/sec.  communications 
path  eliminates  bandwidth  bottlenecks 
and  eases  the  migration  to  Gigabit 
Ethernet.  Today,  LANplex  users  can  es¬ 
tablish  only  a  looM  bit/sec.  pipe  to  the 
CoreBuilder  9000  and  3500. 

The  3Com  protocol  lets  the  LANplex 
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Attend  GomNet’s  20th  Anniversary  Event 


Be  A  Part  of  History  —  And  The  Future 

Broadband.  Wireless.  Internet,  Intranets,  Extranets.  Push 
and  pull  technologies.  There's  unparalleled  opportunity  in 
the  communications  and  networking  technologies  now 
gaining  in  sophistication.  And  momentum. 

ComNet's  20th  Anniversary  Conference  and  Exhibition  — 
The  Enterprise  Network:  Front  and  Center  —  gives  you 
the  unparalleled  opportunity.  Whether  you're  a  builder, 
buyer,  planner,  or  manager  of  an  enterprise  network. 

Immerse  yourself  in  9  information-packed  conference  tracks. 
Listen  to  a  distinguished  cadre  of  speakers  including  3Com's 
Chairman  &  CEO,  Eric  Benhamou,  Marimba  Inc.'s  President 
&  CEO,  Kim  Polese  and  Bell  Atlantic's  Vice  Chairman, 
President  &  COO,  Ivan  Seidenberg.  Join  Vinton  Cerf,  the 
father  of  the  Internet,  and  ethernet  inventor  and  Internet 
contrarian  Bob  Metcalfe  as  they  square  off  in  a  lively  discussion, 
moderated  by  Stewart  Alsop,  about  the  Internet's  future 
and  what  that  future  will  mean  to  you.  And  accompany 
50,000  of  your  colleagues  to  view  over  500  exhibiting 
companies  at  the  #1  show  for  new  product  launches. 

♦  #1  Show  For  New  Product  Introductions 

♦  9  Targeted  Conference  Tracks 

Network  Management  and  Design  •  Switching 
Tools/Technologies/Strategies  •  Collaborative 
Networking  •  The  New  WAN  •  Enterprise 
Intranets  •  Network  Reliability/Performance  • 
Remote  Network  Access  and  Security  •  Global 
Telecomm:  Issues  and  Answers  •  Open  Forum 

♦  Intranet  Village  (co-sponsored  by  Network  World 
and  Vertical  Networks) 

A  gathering  of  companies  with  products  to  help 
you  design,  build  and  manage  your  Intranet. 

For  general  event  information  visit  our 
Web  site  at  wvvw.comnetexpo.com 
or  call  800-545-EXPO. 
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6ooo  bond  two,  four  or  eight  looM 
bit/sec.  East  Ethernet  channels  into  a  sin¬ 
gle  high-speed  pipe. 

A  prime  example  of  the  user  problem 
is  at  SAS  Institute,  Inc.  in  Cary,  N.C., 
which  wants  to  move  to  the  Gigabit 
Ethernet  model  of  the  CoreBuilder  9000 
for  more  bandwidth  because  its  back¬ 
bone  network  is  nearly  full. 

“But  we  can’t  make  that  move  without 
tying  in  our  25  LANplex  6000  LAN 
switches  [because]  they’re  the  bulk  of  our 
network,”  said  Steve  Toy,  assistant  net¬ 
work  systems  engineer  at  SAS  Institute. 

“Coming  up  with  this  trunking  plan 
extends  the  life  of  the  6000s  and  buys  us 
time  on  network  expansion,”  Toy  said. 
SAS  Institute  spent  $i  million  on  the  old¬ 
er  boxes. 

3Com  developed  the  scheme,  called 
Trunking  Control  Messaging  Protocol, 
to  help  users  protect  their  investment 
in  LANplex  6000  switches,  which  de¬ 
buted  in  1994,  said  Brendon  Howe, 
3 Corn’s  product  line  manager  for  switch¬ 
ing  systems. 

The  protocol  will  be  available  with 
3Com’s  next  switch  software  release,  Ver¬ 
sion  8.4,  in  the  first  quarter  of  next  year, 
Howe  said.  It  also  lets  users  tie  LANplex 
6000s  to  the  recently  announced  Core¬ 
Builder  3500.0 


Unicenter  TNG 
gets  hooks  to  PCs 

By  Patrick  Dry  den 


COMPUTER  ASSOCIATES  International, 
Inc.  recently  extended  the  reach  of  its  en¬ 
terprise  management  suite  directly  to  PC 
systems,  as  promised. 

A  free  upgrade  to  CA’s  Unicenter  TNG 
tools  now  lets  central  operators  take  ad¬ 
vantage  of  management  capabilities  built 
in  to  new  laptops,  desktops,  NetPCs  and 
servers. 

“They  always  talked  about  direct  man¬ 
agement  at  the  client  level;  now  they’re 
doing  it,”  said  Colin  Mahony,  an  analyst 
at  The  Yankee  Group  in  Boston. 

Vendors  that  demonstrated  remote 
management  functions  via  Unicenter 
TNG  during  Comdex/ Fall  ’97  included 
Compaq  Computer  Corp.,  Dell  Comput¬ 
er  Corp.,  Hewlett-Packard  Co.  and  Intel 
Corp. 

The  goal  is  to  slash  the  cost  and  hassle 
of  deploying  lots  of  PCs  throughout  big 
organizations.  Raw  systems  shipped  to 
departments  and  branch  offices  could  be 
awakened  and  configured  across  the  net¬ 
work  so  that  software  can  be  distributed 
to  them  automatically,  for  example. 

The  Unicenter  TNG  enhancement 
should  help  ease  a  “massive  upgrade”  to 
Windows  NT,  said  Bill  Oris,  a  vice  presi¬ 
dent  at  J.  P.  Morgan  &  Co.  in  New  York. 
“It’s  good  news  that  CA  is  delivering 
desktop  management  that  users  request¬ 
ed,”  he  said. 

However,  analysts  caution  that  older 
PCs  lack  the  latest  firmware  and  network 
interfaces  required  to  simplify  remote 
management.  □ 


With  66  satellites  in  the  sky,  who  keeps 
Motorola’s  feet  on  the  ground? 


] 


When  you’ve  got  a  mission-critical  project,  developed  in  12  countries  and  spanning  the  globe,  proprietary 
solutions  are  not  an  option.  You  need  the  freedom  to  choose  best-of-breed  applications  on  the  ground  to  keep 
your  plans  in  orbit.  That’s  why  Motorola  chose  a  distributed,  object-oriented  standards-based  approach  -  Orbix. 


orbix 


Dublin  Boston  Perth  San  Francisco  Hong  Kong  Frankfurt  Washington  DC  London 


IONA  Technologies  at 


1  -800  orbix4u 


info@iona.cotii 


www.iona.com 


A  y  ^  distributed  object  technology  Orbix  is  a  registered  trademark  of  IONA  Technologies  PIC.  All  other  products  or  services  mentioned  herein  are  trademarks  of  their  respective  owners 
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LET’S  FACE  IT,  MANAGING  YOUR 


INFORMATI 
OF  LIFE  OR 


wm 


A  MATTER 
►IT’S  FAR 


MORE  IMPORTANT  THAN  THAT 


II^E  DAYS  OF  “I’LL  GET  BACK  TO  YOU”  ARE  OVER.  Dead.  Gone.  Finished.  Goodbye.  Your 
I  customers  don’t  have  the  time.  Your  colleagues  don’t  have  the  patience.  Your  bosses  don’t 
have  the  bandwidth.  So  how  can  you  be  certain  you’re  putting  the  most  up-to-the-minute 
information  into  people’s  hands,  when  your  company  is  churning  it  out  faster  than  you  can  say 
the  word  “helpdesk”?  You  bring  in  Lotus  Notes? 

INFORMATION  IS  NOW  EASIER  TO  FIND  AND  EASIER  TO  USE.  This  latest  release,  Notes  4.6, 
makes  it  even  easier  for  everyone  to  find  and  work  with  the  information  they  need:  e-mail, 
appointments,  stock  prices  straight  from  the  Internet,  customer  addresses,  team  discussions, 
presentations.  You  name  it,  if  your  users  want  it,  they  can  get  ahold  of  it  right  from  Notes? 

And  when  it  comes  to  sharing  work  across  departments  and  offices,  users  can  quickly  forward 
web  pages  to  colleagues,  turn  e-mail  into  meeting  invitations  and  even  use  their  favorite  word 
processor  as  their  e-mail  editor. 

Designed  to  help  you  profit  from  the  Web  more  effectively  than  ever,  Lotus  Notes  4.6  will 
remove  the  barriers  that  separate  your  colleagues,  suppliers  and  customers  from  the  vital 
information  they  need.  It’s  time  to  conquer  that  mountain,  instead  of  getting 
buried  underneath  it  -  visit  www.lotus.com/worktheweb  for  a  free  trial.  Or 
e-business  call  US  at  1  800  872-3387,  ext.  D634,  and  we’ll  send  you  more  details. 
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CALENDARING  &  GROUP 
SCHEDULING 

SECURE  DOCUMENT 
MANAGEMENT 

INTRANET  APPLICATIONS 

NEW  TO  4.6 

INTEGRATION  WITH 
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POP3  SUPPORT 
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Data  mining  yields  tons  of  spurious  findings 


C  0  N  T  I  N  U  EJl  F  R  Qj^LCaV  E  R  1 


Such  are  the  perils  of  data 
mining.  The  tools,  which  search 
databases  for  hard-to-detect  pat¬ 
terns  and  relationships,  can  un¬ 
earth  precious  nuggets  of  infor¬ 
mation  that  pay  huge  financial 
and  competitive  dividends. 

But  more  than  15  users  and 
analysts  said  data  mining  tools 
also  can  spit  out  spurious,  statis¬ 
tically  invalid  and  trivial  find¬ 
ings  —  by  the  thousands. 

Companies  have  to  handle 
the  tools  with  care,  laboriously 
cleaning  and  prepping  data  and 
then  tediously  checking  the  re¬ 
sults  to  make  sure  they  aren’t 
just  random  dirt. 

"The  norm  is  that  you  find 
things  that  are  bizarre,  and 
99.9%  of  the  time,  they’re  also 
untrue,”  said  Mike  Eichorst, 
vice  president  of  predictive 
modeling  and  data  mining  at 
The  Chase  Manhattan  Bank 
Corp.’s  Consumer  Credit  unit  in 
New  York.  “You  can  go  down  a 
lot  of  blind  alleys.” 

Turning  a  mining  tool  loose 
in  a  large  data  set  might  pro¬ 
duce  more  than  2,000  findings, 
all  but  20  of  them  obvious,  irrel¬ 
evant  or  flawed,  Eichorst  said. 
“One  tool  told  us  income  is 
higher  for  people  who  have  big 
balances.  Well,  yippee,”  he  said. 

TOO  RANDOM 

A  tool  also  might  claim  that  doc¬ 
tors  who  buy  red  Porsches  are 
bad  credit  risks  or  that  male 
smokers  who  live  in  certain 
neighborhoods  are  bound  to  be 
profitable  customers.  But  that 


might  be  based  on  only  a  few 
random  examples,  Eichorst 
said.  “There  are  no  built-in 
checks  and  balances.” 

David  Leinweber,  managing 
director  at  First  Quadrant  LP  in 
Pasadena,  Calif,  has  seen  re¬ 
sults  that  tied  the  performance 
of  stocks  to  their  serial  numbers 


and  correlated  venereal  disease 
rates  to  air  pollution  levels. 

“You  can  torture  the  data 
until  it  tells  you  whatever  you 
want  to  hear,”  said  Leinweber, 
whose  firm  manages  $25  billion 
worth  of  investments  for  institu¬ 
tional  customers.  “Data  mining 
used  to  be  something  you  did  at 
your  peril,  and  now  it’s  a  prod¬ 
uct.” 

Those  pitfalls  haven’t  stopped 
Chase  Manhattan  from  betting 
big  on  data  mining.  The  Con¬ 
sumer  Credit  unit,  which  does 
business  with  more  than  25  mil¬ 
lion  U.S.  households,  uses  a 
variety  of  automated  tools  to 


probe  customer  buying  habits, 
credit  risks  and  other  strategic 
issues. 

Some  of  the  results  have  been 
well  worth  the  effort,  Eichorst 
said.  For  example,  the  bank 
found  a  big  group  of  customers 
who  had  low  balances  and  used 
non-Chase  automated  teller  ma- 

"There's  a  huge  human 

element  that  is  important, 

and  in  many  ways,  these 

tools  increase  the  quality 

of  the  people  you  need." 

-  Mary  Kelley, 

Charles  Schwab  &  Co. 

chines  (ATM)  multiple  times 
per  day.  That  led  to  a  fee  adjust¬ 
ment  so  more-profitable  cus¬ 
tomers  weren’t  footing  too 
much  of  the  ATM  bill. 

But  to  keep  data  mining  from 
going  astray.  Chase  makes  sure 
its  business  units  have  a  big  role 
in  the  process.  Eichorst  worked 
in  the  marketing  and  credit-risk 
departments  before  setting  up 
the  data  mining 
lab,  and  teams  of 
database  marketers 
and  business  ana¬ 
lysts  pose  specific 
questions  so  the 
tools  “don’t  just 
run  rampant,”  he 
said. 

The  competitive 
implications  of  da¬ 
ta  mining  make  it 
hard  for  users  to  ig¬ 
nore  the  technology.  Gartner 
Group,  Inc.  in  Stamford,  Conn., 
estimates  that  more  than  20% 
of  Fortune  1,000  companies 
now  use  automated  mining 
tools.  By  2000,  that  figure  is  ex¬ 
pected  to  jump  to  45%,  accord¬ 
ing  to  the  consultancy. 

But  other  experienced  users 
sound  the  same  warning  as 
Eichorst:  Getting  useful  results 
out  of  data  mining  tools  re¬ 
quires  detailed  knowledge  of 
your  data  and  long  rounds  of 
trial-and-error  questioning. 

“There  was  a  huge  learning 
curve,”  said  Chuck  Hendriks, 
director  of  market  planning  and 
programs  at  Bell  Canada,  Inc.  in 
Montreal.  “There  were  some 
times  where  we  got  information 
out  and  it  just  didn’t  make 
sense.” 

Bell  Canada  has  used  IBM’s 
Intelligent  Miner  and  other  data 


mining  tools  for  the  past  year  to 
segment  its  commercial  cus¬ 
tomers  for  targeted  marketing. 

Another  problem  was  finding 
people  with  the  requisite  mix  of 
business  and  statistical  analysis 
skills,  Hendriks  said. 

“There’s  a  huge  human  ele¬ 
ment  that  is  important,  and  in 
many  ways,  these  tools  increase 
the  quality  of  the  people  you 
need,”  said  Mary  Kelley,  vice 
president  of  database  and  rela¬ 
tionship  marketing  at  Charles 
Schwab  &  Co.  in  San  Francisco. 
But  business-sawy  data  miners 
and  database  marketers  are  few 
and  far  between,  she  added. 

Successful  mining  also  de¬ 
mands  squeaky  clean  and  slav¬ 
ishly  prepped  data.  Scrubbing 
customer  records,  chopping 
them  into  workable  but  statisti¬ 
cally  valid  samples  and  then 
testing  and  refining  everything 
can  chew  up  80%  or  more  of  the 
data  mining  process,  users  and 
analysts  said. 

Mistakes  can  be  dangerous. 

Chase  got  a  faulty  reading  on 
the  average  balance  of  some 
credit-card  customers  because 
data  had  been  posted  incorrect¬ 
ly.  And  bad  file  sorting  caused  a 
data  mining  tool  to  tell  Epsilon, 
a  contract  database 
marketing  firm  in 
Burlington,  Mass., 
that  the  best  pre¬ 
dictors  of  interest 
in  a  client’s  up¬ 
coming  marketing 
campaign  were 
customer  ID  num¬ 
bers  —  a  finding 
that  made  no 
sense  whatsoever. 
At  his  former 
job,  Suomu  was  about  to  run  an 
algorithm  when  he  found  a 
data-entry  error  that  would  have 
fed  the  mining  tool  wrong  infor¬ 
mation  about  each  customer 
being  analyzed. 

“I  didn’t  realize  how  signifi¬ 
cant  [good  data]  was  until  I’d 
been  through  the  wringer,”  he 
said.  “You  can’t  take  any  short¬ 
cuts.” 

It  doesn’t  help  that  most  of 
the  more  than  50  data  mining 
tools  being  sold  now  are  still  in 
the  whippersnapper  stage. 

The  data  mining  market  to¬ 
taled  $3.4  billion  last  year  and 
should  grow  to  $4.2  billion  this 
year,  according  to  a  report  from 
Meta  Group,  Inc.  in  Stamford, 
Conn.  But  tools  make  up  only 
15%  of  that,  according  to  the 
consulting  firm.  Most  of  the 
money  goes  to  service  bureaus 
and  integrators  hired  to  shield 


users  from  all  the  complexity. 

The  need  for  outside  help  and 
powerful  hardware  can  push  the 
cost  of  data  mining  installations 
to  $2  million  or  more,  said  Herb 
Edelstein,  an  analyst  at  Two 
Crows  Corp.  in  Potomac,  Md. 
For  that  kind  of  money,  vendors 
often  sell  the  idea  that  data  min¬ 
ing  coughs  up  deep  thoughts 
that  lead  to  instant  business 
breakthroughs,  “but  it  doesn’t 
work  like  that  at  all,”  he  said. 

It  takes  time  to  make  the  tech¬ 
nology  work  for  you.  Schwab 
runs  loo-plus  data  mining 
questions  on  its  brokerage  cus¬ 
tomers  each  month,  Kelley  said. 
Much  of  her  staff’s  time  is  de¬ 
voted  to  up-front  data  analysis 
and  correcting  the  predictive 
models  the  tools  produce. 

“These  things  don’t  do  too 
well  on  emotions,  and  a  lot  of 
marketing  is  related  to  emo¬ 
tions,”  Kelley  said. 

“Sometimes  you  have  to  take 
a  deep  breath  and  say,  ‘We  better 
validate  this  one  more  time,’  ” 
she  said.  □ 

Muzzled  hype 

Even  some  data  mining  ven¬ 
dors  are  toning  down  their 
turn-this-tool-loose  talk  and 
becoming  more  pragmatic 
about  the  technology. 

Mining  tools  increasingly 
are  being  packaged  for  users 
in  specific  jobs  or  vertical 
markets.  Rather  than  getting 
a  generic  tool,  buyers  can 
now  find  products  that  try  to 
hide  some  of  data  mining’s 
complexity  and  some  of  its 
potential  for  trouble. 

For  example,  IBM  buried  its 
Intelligent  Mining  Toolkit  un¬ 
der  the  covers  of  analysis 
suites  for  telecommunica¬ 
tions  and  utility  companies. 
SAS  Institute,  Inc.  in  Cary, 
N.C.,  plans  to  link  its  upcom¬ 
ing  Enterprise  Miner  with 
marketing  campaign  manage¬ 
ment  software  and  related 
products.  Other  vendors  spe¬ 
cialize  in  application-specific 
mining  tools. 

Complexity  has  been  a  big 
barrier  for  data  mining,  said 
Gregory  Piatetsky-Shapiro,  a 
former  project  leader  at  GTE 
Corp.’s  corporate  research  lab 
in  Waltham,  Mass. 

“Most  users  don’t  want  a 
jet  engine,’’  said  Piatetsky- 
Shapiro,  who  left  GTE  this 
year  to  become  a  consultant 
at  Chicago-based  Knowledge 
Stream  Partners,  Inc.  “What 
they  want  is  a  chauf^eu^ 
driven  car  to  take  them  from 
point  A  to  point  B.’’  —  Craig 
Stedman 


DANGER  ZONE 


Safety  tips  for  would-be  data  miners 

Shop  carefully.  More  than  50  vendors  are  pushing  data 
mining  tools.  Different  tools  are  good  at  different  things, 
and  many  may  not  survive  long-term. 

Get  the  business  folks  involved.  Data  mining  is  too 
important  to  be  left  entirely  to  statisticians.  Detailed 
knowledge  of  your  data  is  crucial. 

Neatness  counts.  Data  mining  tools  act  as  big  magnifying 
glasses  on  unclean  or  inconsistent  data.  Garbage  in, 
garbage  out. 

Don't  be  vague.  Just  asking  a  tool  to  find  something 
interesting  may  flood  you  with  useless  results.  Ask  specific, 
business-oriented  questions. 

•.b*9ck  everything.  Most  tools  don't  test  their  findings 
for  statistical  validity.  A  lot  of  apparent  discoveries  turn 
out  to  be  mirages. 

[Jrqn't  c-xpect  miracles.  Automated  tools  aren't  magic.  It 
akes  a  lot  of  effort  to  get  them  to  find  useful  information. 


One  data  mining 
exercise  found  a 
strong  historicai 
correiation 
between  the  rise 
and  fail  of  the 
Standard  &  Poor's 
500  stock  index 
and  butter 
production  in 
Bangladesh. 
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above  are  some  of  the  companies  that  have  licensed  VisiBroker 
if  orb  technology  for  use  in  their  products  and  architectures. 
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Visigenic's 

VisiBroker 

The  ORB  of 

Choice 

Why  are  leading  software  companies  turning  to 
VisiBroker  for  Java  and  VisiBroker  for  C++  to  implement 
HOP  in  their  product  sets?  It's  simple.  Evaluations 
have  demonstrated  VisiBroker's  superior  interoperability 
and  scalability  and  made  it  the  industry-standard  ORB. 
Given  VisiBroker's  selection  by  so  many  software 
partners,  it's  now  the  only  logical  choice  for  end-user 
organizations.  Call  Visigenic  at  1-800-800-0361  or 
1-650-312-7197,  or  e-mail  info@visigenic.com. 


VISIGENIC 


To  download  a  free  evaluation  copy  of  VisiBroker  for  Java  or 
VisiBroker  for  C++  please  visit  our  web  site  at 

www.visigenic.com 
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Q  S  A:  Choices  narrow  in  Web-to-host  arena 


Roger  Nelson,  deputy  chairman  of 
Ernst  flf  Young  LLP,  recently  spoke 
with  Computerworld  senior  edi¬ 
tor  Jaikumar  Vijayan  about  merg¬ 
ers,  outsourcing  and  what  it  takes 
to  stay  in  front. 

CW:  What  is  driving  the  recent 
consolidations  among  the  Big  Six 
consulting  firms? 

NELSON:  It  is  about  scale,  in¬ 
vestment  and  coverage  on  a 
worldwide  basis.  It  is  about  be¬ 
ing  able  to  take  on  global 
systems  integration  work  for 
the  largest  companies  in  the 
world.  That 
means  hav¬ 
ing  breadth 
and  depth 
...  and  the 
revenues  to 
be  able  to 
afford  the 
kind  of  in¬ 
vestments 
needed  to 
get  in  front 
and  stay  in 
Roger  Nelson  front. 

CW:  Why  are  these  investments 
needed? 

NELSON:  You  have  to  invest 
this  money  in  having  more  effi¬ 
cient  models  in  doing  the  same 
amount  of  work  with  less.  If  you 
look  at  the  huge  demand  for 
SAP  and  other  enterprise 
resource  plarming  applications, 
year  2000  or  euro  currency 
work,  and  put  that  on  top  of  ma¬ 
jor  business  transformation 
projects  already  under  way, 
there  is  an  enormous  amount  of 
work  to  be  done. 

CW:  What  does  the  proposed 
merger  with  KPMC  Peat  Mar¬ 
wick  LLP  buy  you? 

NELSON:  The  important 
point  here  is  that  the  two  organi¬ 
zations  are  both  culturally  and 
strategically  in  alignment. 

The  combined  resources  will 
allow  us  to  deliver  much  more 
effectively  as  a  global  integrator. 

CW:  How  will  the  merger  affect 
users? 

NELSON:  The  customer  is  go¬ 
ing  to  benefit  from  having  stan¬ 
dardized  business  models,  tools 
and  technology  . . .  and  from 
having  more  depth  and  breadth 
in  coverage  . . .  and  from  having 
access  to  more  local  resources 
and  technical  skills.  □ 


►  Users  expected  to  see  fewer,  larger  vendors 


By  Tim  Ouellette 


THERE  ARE  A  number  of  ways 
for  users  to  access  legacy  appli¬ 
cations  from  the  World  Wide 
Web,  but  there  will  be  fewer 
vendors  helping. 

For  example,  Apertus  Tech¬ 
nologies,  Inc.  recently  bailed  out 
of  the  market  it  just  entered  ear¬ 
lier  this  year.  The  Eden  Prairie, 
Minn.,  firm  sold  its  Internet  So¬ 
lutions  division  to  Computer 
Network  Technology  Corp. 
(CNT)  in  Minneapolis  for  $11.4 
million. 

Apertus  officials  said  the 
company  wanted  to  focus  solely 
on  its  data  warehousing  prod¬ 
ucts,  though  that  has  been  a 
smaller  part  of  its  business. 


Observers  said  that  is  just 
the  start  of  a  shakeout  that  will 
result  in  fewer  strong  players 
providing  a  wdde  range  of 
access  methods  to  legacy  appli¬ 
cations. 

“There  will  be  a  lot  of  money 
in  this  market,  but  not  a  lot  of 
players,”  said  Ted  Schadler, 
an  analyst  at  Forrester  Research, 
Inc.  in  Cambridge,  Mass,  (see 
chart). 

That  is  because  only  compa¬ 
nies  that  can  provide  a  reliable 
way  to  merge  multiple  back-end 
systems  and  present  a  single 
face  to  users  on  the  Web  will 
survive  the  cut. 

For  CNT,  which  already  plays 
in  the  Web-to-host  market,  the 
Apertus  pixrchase  gives  it  the 
ammimition 
to  play  with 
market  heavy¬ 
weights  such 
as  IBM  and 
Attachmate 
Corp.  in  Belle¬ 
vue,  Wash. 

“We  think 


ACCESS  MARKET 
MOMENTUM 


The  Web-to-host  access  market 
will  grow  over  the  next  few  years 
as  the  players  consolidate 


1996  1997  2001 


♦  Projected 

Source:  International  Data  Corp.,  Framingham,  Mass. 

you  have  to  come  to  this  market 
as  a  bigger,  stronger  company,” 
said  Mark  Anittel,  vice  president 
of  marketing  and  business  de¬ 
velopment  at  CNT. 

Another  smaller  firm,  UniKix 
Technologies,  is  doing  this  by 
giving  away  its  Web  Client  for 
CICS  transactions. 

“The  free  software  gives  users 
the  confidence  that  we  are  safe 
to  do  business  with,”  said  David 


Matthews,  vice  president  of 
marketing  at  the  Phoenix  firm. 

Users  will  be  able  to  down¬ 
load  the  third  version  of  Web 
Client  from  the  company’s  Web 
site  by  year’s  end. 

That  means  the  client  side  of 
the  business  —  green  screens 
inside  Web  browsers  and  termi¬ 
nal  emulators  —  will  turn  into  a 
commodity  as  technologies 
such  as  network  computers  and 
Java  enter  the  picture. 

Instead,  look  for  Web-based 
application  servers  in  between 
clients  and  legacy  systems  to 
play  a  more  important  role  than 
traditional  terminal  emulators, 
Schadler  said. 

For  example,  this  month, 
CNT  plans  to  debut  Cool,  a  serv¬ 
er  package  that  will  turn  main¬ 
frame  3270  data  streams  into 
Java  output  that  can  be  read  by 
any  Java  browser. 

“If  you  can  book  a  flight  to 
Paris  on  the  Internet  easier  than 
getting  last  month’s  sales  report 
[from  the  mainframe],  people 
will  start  asking  questions  of 
IS,”  said  Doug  Strom,  a  vice 
president  at  Attachmate.  □ 


"We  think  you  have  to  come  to  this 
market  as  a  higger,  stronger  company." 
-  Mark  Anittel, 

Computer  Network  Technology 


Vendors  add  sales  teols 
to  enterprise  packages 


ERP  vendors'  sales  force  automation  software 


Vendor 

Status 

Availability 

SAP 

Building  its  own 

Next  spring 

Oracle 

Built  its  own 

Now 

Baan 

Bought  Aurum 

Now  as  add-on, 

integration  with  Baan 

V  first-half  1998 

►  Modules  give  sales 
force  more  information 

By  Randy  Weston 


SALES  FORCE  automation  is 
coming  to  an  enterprise  re¬ 
source  planning  (ERP)  system 
near  you. 

Major  ERP  vendors,  led  by 
SAP  AG  and  Oracle  Corp.,  are 
expanding  their  application 
packages  to  include  sales  force 
automation  software  (see  chart). 

Besides  managing  sales  calls 
and  customer  accounts,  the  soft¬ 
ware  lets  salespeople  access  data 
about  factory  production  sched¬ 
ules  and  inventory  levels  to  give 
customers  on-the-spot  informa¬ 
tion  about  product  availability 
and  delivery  times. 

“Vendors  really  want  to  deliv¬ 
er  as  much  to  the  customer  that 
supports  the  customer,”  said 


Joshua  Greenbaum,  an  analyst 
at  Hurwitz  Group,  Inc.  in  Fra¬ 
mingham,  Mass.  “The  big  issue 
of  the  ’90s  is  customer  owner¬ 
ship.  Sales  force  automation  is  a 
strategic  piece  of  that  issue.” 

Oracle  is  the  latest  to  market 
with  a  module  that  supports 
sales  and  marketing  teams.  The 
functionality  included  in  the 
package  includes  sales  lead 
management  software,  sales 
quote  tools  and  integrated  order 
entry  information. 

THIRD-PARTY  FIRST? 

But  Meta  Group,  Inc.,  a  research 
firm  in  Stamford,  Conn.,  said 
users  looking  for  in-depth 
functionality  may  want  to  go 
with  third-party  products  from 
vendors  such  as  Vantive  Corp. 
in  Santa  Clara,  Calif.,  or  Scopus 
Technology,  Inc.  in  Emeryville, 
Calif,  until  the  application 
vendors  bring  their  products 


up  to  speed. 

One  exception  may  be  The 
Baan  Co.  The  Dutch  vendor 
with  U.S.  headquarters  in  Men¬ 
lo  Park,  Calif,  last  spring 
bought  established  sales  force 
automation  vendor  Aurum  Soft¬ 
ware,  Inc.  in  Santa  Clara. 

But  Baan  is  still  working  to  in¬ 
tegrate  Aurum  into  its  core  ap¬ 
plication  package  of  financials 
and  manufacturing  planning 
software.  Greenbaum  said  that 
for  any  third-party  package,  inte¬ 
gration  is  a  key  factor. 

“Customers  should  really 
look  at  how  tight  integration  is 
and  at  what  cost  they  get  that  in¬ 
tegration,”  Greenbaum  said. 
“It’s  not  just  a  question  of  tak¬ 


ing  the  vendor’s  word  for  it. 
They  will  want  to  see  how  well  it 
works.” 

But  for  some  users,  a  sales 
force  tool  from  an  ERP  vendor  is 
an  easy  choice.  Crown  Equip¬ 
ment  Corp.  in  New  Bremen, 
Ohio,  evaluated  seven  sales 
force  software  packages  when 
Baan,  its  ERP  vendor,  bought 
Aurum. 

Mark  Manuel,  general  man¬ 
ager  of  information  services  at 
the  forklift  maker,  said  Baan’s 
announcement  solidified  his 
company’s  deci.sion  of  which 
package  to  use  —  Aurum. 

“For  those  seven  choices, 
functionality  differences  were 
negligible,”  Manuel  said.D 
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ACCOMMODATE  HIM 


If  a  data  mining  query  discovers  that  between  6  and  8pm  men 
buy  diapers  and  beer,  chances  are  you’ll  sell  more  diapers  and 
beer.  It’s  with  this  kind  of  valuable  —  and  sometimes  odd  — 
information  mined  from  company  databases  that  Tandem 
is  helping  people  in  retail,  banking,  telecommunications 
and  insurance  uncover  business  opportunities.  And  coupled 
with  our  reputation  in  handling  90%  of  the  world’s  stock 
transactions,  80%  of  all  ATM  transactions,  66%  of  all  credit  card 
validations,  and  two-thirds  of  all  911  calls  in  the  U.S.,  our 
decision  support  solutions  are  as  reliable  as  they  are  insightful. 
Contact  us  at  www.tandem.com  for  more  information.  Or  call 
1-800  NONSTOP,  ext.  8001  for  our  latest  DSS  Manager’s  Kit 
including  the  new  Object  Relational  Data  Mining"  white  paper. 


Every  second,  every  transaction,  every  customer  counts 


rANDEM. 

a  Compaq  company 


DO  NOT  JUDGE  OWEN 
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Office  romance  My,  my, 

these  are  highly  emo¬ 
tional  days  in  the  PC 
industry.  Witness  the 

spectacle  of  Microsoft  Chairman  Bill  Gates  and  Com¬ 
paq  CEO  Eckhard  Pfeiffer  declaring  their  love  for  the 
PC  and  urging  us  all  to  remain  faithful.  Borrowing  a 
page  from  the  Macintosh  community,  are  we,  fellas? 

Seems  as  if  the  network  computer  phenomenon 
has  the  PC  faithful  so  spun  up  that  they’re  exhorting 
us  to  develop  deep  and  meaningful  relationships  with 
our  office  equipment.  In  that  spirit,  let  me  shower 
some  inappropriate  affection  beyond  the  desktop. 

For  starters,  I  love  my  telephone  headset.  It’s  just 
so  easy  to  use  and  adjustable 
and  such  a  chic  blend  of 
black  and  gray!  I  can  plunk  it 
on  without  messing  up  my 
hair,  and  it  frees  up  my 
hands  to  surf  the  Web  while  I 
pretend  to  listen  to  callers. 

I  love  my  stapler,  too.  It’s 
got  those  wonderfully  sharp  little  metal  teeth,  so  per¬ 
fect  for  piercing  paper.  It’s  just  so  superior  to  those 
dorky  little  paper  clips,  which  are  always  falling  off. 

I  love  my  desktop  printer,  as  well,  even  though  it 
sometimes  spews  out  pages  covered  with  encoded 
Martian  characters  instead  of  English. 

Did  I  mention  my  fax  machine?  Gotta  love  that 
thing.  I  share  it  with  dozens  of  other  people  in  Com- 
puterworld’s  editorial  department,  so  I  especially  love 
the  fact  that  it  isn’t  anywhere  near  my  office.  It’s  even 
more  endearing  when  it’s  broken  down,  because  then 
the  faxes  don’t  arrive  at  all. 

I  love  my  cell  phone,  too,  although  it  works  only 
sporadically.  Oh,  and  you  do  need  programming  expe¬ 
rience  to  figure  out  how  to  input  and  store  speed-dial 
numbers. 

Considering  all  of  the  above,  I  guess  an  office  affair 
with  my  PC  makes  perfect  sense.  Here  I  thought  Mi¬ 
crosoft  and  Compaq  would  be  selling  me  on  the  busi¬ 
ness  benefits  of  PCs  vs.  NCs.  Turns  out  it’s  an  emo¬ 
tional  issue,  just  like  loving  your  insanely  great  Mac. 
Corporate  America  is  going  to  love  this  pitch,  isn’t  it? 


Maryffan  johnson.  Executive  editor 
Internet:  marYfran_Johnson(§)cu/.com 


T  E  R  S 


Users  don't  see  eye  to  eye  on  NT  Server 


Your  page  one  article  “NT 
Server  doesn’t  come  cheap” 
[CW,  Oct.  20]  included  a  couple  of 
quotes  that  I  must  disagree  with. 
My  personal  experience  has 
been  just  the  opposite. 

The  first  quote  was  Evan 
Bauer’s  claim  that  NT  was 
so  unstable  that  it  must  be 
rebooted  once  or  twice  per 
week.  Where  I  work,  it  is 
the  Unix  servers  that  must 
be  manually  rebooted  every 
week  to  reclaim  memory 
leaks.  The  NetWare  servers 
aren’t  taken  down  manual¬ 
ly;  they  crash  automatically 
whenever  Cheyenne’s  Arc- 
Serve  backup  software  hiccups  or 
is  unloaded.  The  NT  Servers  have 
been  very  stable. 

The  second  quote  was  Matt  Rice 
from  Trust  Bank  saying,  “I  have 
200  users  attached  to  a  single 
466-MHz  server  running  Net¬ 
Ware,  and  we  have  no  problems. 
No  way  could  I  do  that  with  NT.” 
As  far  as  I  know,  NetWare  can’t 
run  on  a  server  as  fast  as  466 
MHz,  although  NT  can.  I  admin¬ 
ister  an  NT  Server  with  700  ac¬ 
counts  (450  concurrent)  and  lOoG 
bytes  of  disk. 

Lincoln  F.  Brigham  Jr. 
Windows  NT  administrator 
Mitchell  International 
San  Diego 
lincolnb@  ix.netcom.com 

BRAVO!  AN  excellent  article  re¬ 
garding  the  true  cost  of  the 
Windows  NT  operating  system. 
The  article,  along  with  the  accom¬ 
panying  box  on  the  actual  hit  on 
the  network  NT  systems  make, 
shows  how  the  cost  of  an  NT-based 
network  is  just  too  much.  Too 


many  resources,  too  much  equip¬ 
ment,  too  many  administrators  — 
and  not  enough  performance.  This 
is  what  those  of  us  on  the  front 
lines  who  have 
to  make  this 
technology  work 
have  been  say¬ 
ing  for  a  while 
now.  It  is  nice 
to  see  that  the 
media  is  finally 
starting  to  re¬ 
port  in  an  un¬ 
biased  manner 
regarding  Mi¬ 
crosoft  and  its 
products. 

Stewart  Taylor 
North  County  Bank 
Escondido,  Calif. 
stewart@  northcountybank.com 

Great  job  on  the  NT  Server  ar¬ 
ticle!  I’m  glad  to  see  that 
someone  is  finally  telling  the  truth 
about  NT  instead  of  hiding  faults 
and  making  false  promises.  I  tried 
Windows  NT  and  found  Windows 
95  to  be  a  more  polished  product. 
That  is  bad,  considering  that  Win¬ 
dows  95  is  intended  as  the  step- 
pingstone  to  NT.  It’s  like  trading  in 
your  Chevette  for  a  Pinto. 

NT  does  have  some  good 
points,  but  it  is  much  too  bloated 
for  many  applications.  Text-based 
operating  systems  are  more  effi¬ 
cient  with  resources  than  fancy 
graphical  ones.  The  desktop  icons, 
window  positioning  pointers  and 
fonts  all  add  up  after  a  while. 
Graphical  interfaces  are  best  suit¬ 
ed  for  workstations  instead  of 
servers. 

Rkky  Hardt 
Houston 


Well-balanced  SAP  report 

In  computerworld’s  article 
about  SAP  in  the  Nov.  10  issue 
[“From  SAP  to  nuts”],  you  nailed 
several  important  points  and 
touched  on  others.  One  nice  thing 
about  it  was  the  intelligent  balance, 
as  contrasted  with  what  I  too  often 
see,  which  is  an  effort  to  prove  a 
dramatic  point.  The  result  was  a 
resource  for  understanding  the 
SAP  phenomenon. 

John  E.  Mann 
Somerville,  Mass. 

FYI,  IS's  LLM  is  TDL 

■  ENJOYED  Maryffan  Johnson’s  edi¬ 
torial  “The  TDL  tango”  [CW,  Oct. 
27].  Too  Damn  Lame?  Not!  I  follow 
with  a  rather  perverse  delight  the 
LLM  (Ludicrous  Letter  Mania)  that 
we  seem  to  be  so  susceptible  to  in 
our  industry.  But  I’ve  never  seen 
three  seemingly  innocent  letters 
evoke  so  much  laughter  while  ex¬ 
pressing  some  of  the  biggest  con¬ 
cerns  that  plague  IT.  I  wonder  if 
there’s  any  truth  to  the  old  rumor 
that  IBM  has  a  BBB  (Big  Blue 
Book)  listing  all  of  its  acronyms 
because  nobody  can  remember? 

Dan  Tannenbaum 
Orange,  Conn. 

Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  5<X)  Old 
Connecticut  Path,  Framing¬ 
ham,  Mass.  01701.  Fax  num¬ 
ber:  (508)  875-8931;  Internet: 
letters@cw.com.  Please  in¬ 
clude  an  address  and  phone 
number  for  verification. 


NT  requires 
too  many 
resources, 
too  much 
equipment 
and  too  many 
administrators. 
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Please  complete  the  questions  below. 


1 .  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Rnance/lnsurance/Real  Estate 
30.  MedicalA.aw/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
UtilitiesATransportation 
70.  Mining/Construction/Petroleum/ 
Refining/Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators,  VARs,  (Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


90.  Computer/Peripheral  Dealer/Dist./ 
Retailer 

95.  Other _ 

(Please  Specify) 

2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  OfficerA/ice 

President/Asst.  VP  IS/MIS/DP  Mgmt. 

21.  Dir./Mgr.  MIS  Services,  Information 
Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  Mgr./PC  Mgr.,  Tech. 
Planning,  Administrative  Services 

23.  Dir./Mgr.  Sys.  Development,  System 
Architecture 

31 .  Programming  Management,  Software 
Developers 


41 .  Engineering,  Scientific,  R&D,  Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

11.  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President.  Asst.  Vice  President 

13.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
51.  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgmt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


3.  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  NetWare  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

Add.  Development  Products  □  Yes  □  No 
Networking  Products  □  Yes  □  No 

4.  Do  you  use,  evaluate,  specify,  recommend 
or  approve  the  purchase  of  Internet 
products  and/or  services? 

□  Yes  QNo  B4M7Q 
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Please  complete  the  questions  below. 


1 .  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/lnsurance/Reai  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/Transportation 
70.  Mining/Constnjction/Petroleum/ 
Refining/Agriculture 
80.  Manufacturer  of  Computers. 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators,  VARs.  Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


90.  Computer/Peripheral  Dealer/Dist./ 
Retailer 

95.  Other _ 

(Please  Specify) 

2.TrrLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice 

President/Asst.  VP  IS/MIS/DP  Mgmt. 

21 .  Dir./Mgr.  MIS  Services,  Information 
Center 

22.  DirTMgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  MgrTTC  Mgr.,  Tech. 
Planning.  Administrative  Services 

23.  Dir./Mgr.  Sys.  Development,  System 
Architecture 

31 .  Programming  Management,  Software 
Developers 


41 .  Engineering,  Scientific,  R&D,  Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

11.  President,  Owner/Partner.  General  Mgr. 

12.  Vice  President,  Asst.  Vice  President 

13.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 

51 .  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Mgmt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators.  Journalists,  Students 
90.  Other  Titled  Personnel 


3.  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  NetWare  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  □  Yes  □  No 
Networking  Products  □  Yes  □  No 

4.  Do  you  use,  evaluate,  specify,  recommend 
or  approve  the  purchase  of  Internet 
products  and/or  senrices? 

□  Yes  □  No  B4M7  Q 
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‘Booth  bimbos’  =  women  in  IS?  Poppycock 

Gary  H.  Anthes 


When  it  comes  to  women,  I  discriminate.  My 
colleague  Laura  DiDio  recently  wrote  about 
“booth  bimbos,”  those  near-naked  models 
who  work  the  vendor  displays  at  Comdex  in  Las  Vegas. 


tant  to  draw  you  in,  so  we’ll  resort  to 
cheap  tricks.” 

And  it’s  even  a  slap  in  the  face  to  the 
men  at  Comdex.  What  the  vendors  are 
saying  to  us  is  that  we  are  so  juvenile 
and  so  bereft  of  constructive  purpose 
that  we’ll  let  our  Comdex  activities  be 
dictated  by  the  sight  of  some  skin. 


It’s  possible  that’s  happening  already, 
accelerated  by  the  rise  in  the  number  of 
women  in  IS.  Two  people  who  attended 

Give  men  credit  for  seeing 
past  outdated  stereotypes. 
Booth  bimbos  aren't 
representative  of  IS  women 


They  can’t  tell  computer  chips  from 
poker  chips,  but  they  earn  up  to  $800 
per  day  —  plus  tips  from  men  who  are, 
one  assumes,  more  interested  in  sex 
than  software. 

Several  female  IS  professionals  DiDio 
interviewed  were  angered  by  this  shame¬ 
less  spectacle,  and 
understandably  so. 

Td  be  pretty  embar¬ 
rassed  to  see  a 
bunch  of  male 
models  doing  even 
a  partial  “Monty”  at 
a  trade  show. 

ON  THE  WANE 

A  reader  posted  a  reply  to  the  story  at 
Computerworld’ s  World  Wide  Web  site 
(ivaw.compMtenvorU.com),  deploring  the 
booth  bimbo  practice.  She  suggested  we 
vote  it  out  by  not  buying  the  produrts  of 
vendors  who  employ  it. 


Comdex  this  year  (I  didn’t)  said  they 
thought  booth  bimbos  were  on  the 
decline  as  compared  with  past  years. 
In  any  case,  the  sex  spectacle  at 
Comdex  offends  many  women  (but  not, 
it  seems,  the  models  who  were  inter¬ 
viewed). 

It’s  also  demeaning  to  the  vendors.  In 
essence  they  are  saying,  “Our  products 
aren’t  sufficiently  interesting  or  impor¬ 


FACE  VALUE 

But  I  part  company  with  DiDio  over  her 
assertion  that  the  booth 
bimbos  in  Vegas  some¬ 
how  discredit  women  in 
IS. 

One  IS  woman  says, 
“The  damage  done  by 
booth  bimbos  is  immea¬ 
surable.” 

Another  IS  woman 
asserts,  “These  women 
make  it  harder  for  the  rest  of  us  who  are 
trying  to  be  taken  seriously.” 

That’s  just  poppycock.  When  I  think 
of  women  in  IS,  I  do  not  think  of 
Comdex  booth  bimbos,  and  I  doubt 
many  other  men  do,  either. 

When  I  think  of  women  in  IS,  I  think 
about  my  first  boss,  a  wonderful  woman 
who  guided  me  as  a  programmer  at 
Du  Pont  when  I  was  22  years  old. 


I  think  of  Grace  Hopper. 

I  think  of  the  women  who  appear  reg¬ 
ularly  on  the  covers  of  Computerworld, 
including  all  three  cover  persons  in  the 
Sept.  15  issue. 

I  think  of  that  female  IS  manager  who 
gave  me  the  best  interview  of  all  for  a 
recent  story  on  the  year  2000  problem. 

DiDio  says  the  IS  women  she  inter¬ 
viewed  at  Comdex  all  wondered  the 
same  thing:  What  do  their  male  counter¬ 
parts  think  of  the  booth  bimbos?  The  an¬ 
swer  is  simple;  We  hardly  think  about 
them  at  all.  They  don’t  influence  our 
buying,  and  they  certainly  don’t  influ¬ 
ence  how  we  think  about  the  female  IS 
professional. 

“Don’t  you  feel  like  you’re  setting  the 
cause  of  women  back  a  couple  of  hun¬ 
dred  years?”  DiDio  suggested  to  one  of 
the  models.  That  goes  too  far  —  much 
too  far. 

Give  men  credit  for  being  able  to  see 
past  outdated  stereotypes.  Booth  bimbos 
aren’t  representative  of  IS  women  or  of 
any  women  except  booth  bimbos. 

Men  can  discriminate.  □ 


Anthes  is  Computerworld’s  senior  editor, 
special  reports.  He  can  be  reached  at 
gary_anthes@cw.com. 


Maybe  NCs  aren’t  a  bad  idea  after  all 

John  Gantz 


elp  me.  I’m  falling.  Falling  for  the  idea  of  net¬ 
work  computers.  If  the  thoughts  I’m  having 
stay  in  my  head.  Ill  need  an  exorcist. 


No,  I  don’t  mean  the  kind  of  Java- 
drenched  network  computers  like  the 
one  Scott  McNealy  has  embedded  in  his 
electronic  key  ring  to  operate  a  web- 
enabled  door  lock  (true  story). 

I  mean  enterprise  network  computers, 
the  kind  of  thin  clients  epitomized  by 
the  IBM  Network  Station  or  Network 
Computing  Devices’  Explora,  which  talk 
Windows  and  connect  to  multiple 
servers. 

As  a  chief  forecaster  of  network  com¬ 
puters  at  I  DC,  this  newfound  affinity  for 
\  them  has  me  worried.  Our  enterprise 
network  computer  forecast  is  modest  — 
500,000  shipping  worldwide  this  year, 
fewer  than  10  million  by  2001. 

Those  are  little  drops  compared  with 
the  bucket  of  non-home  PC  shipments 
1  we  forecast  for  the  same  period.  I  used 

I  to  think  that  even  if  you  gave  away  these 
I  i  things,  nobody  would  use  them.  But  if 
!  I’m  truly  smitten,  will  I  lose  my  fore¬ 
casting  stripes? 

For  me,  a  love  affair  with  network 
j  computers  would  mean  1  have  come  full 
i  circle  from  the  mid-1970s  when  I  cov- 

I 

[ 
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ered  the  market  for  “smart”  terminals  — 
the  network  computers  of  yesteryear, 
without  LANs  or  the  Internet.  That  mar¬ 
ket  was  eaten  alive  by  the  PC. 

People  wanted  to  work  off  the  network. 
They  wanted  to  do  their  own  thing. 

But  now  everybody  wants  to  be  on  the 
network.  And  let’s  face  it,  the  PC  is  an 
ugly  thing  to  hang  off  a  network. 

REAL-WORLD  EXPERIENCE 

Tm  getting  a  view  of  this  up  close,  as 
I  DC  rolls  out  a  major  Notes  application 
across  the  company. 

First,  we  have  to  upgrade  half  the  PCs. 
Then  we  have  to  install 
Notes.  Then  we  have  to  find 
out  why  the  application 
doesn’t  work  on  some  ma¬ 
chines.  Then  we  have  to  up¬ 
grade  the  server  because  we 
never  understood  the  traffic 
we’d  have. 

Now  we  have  to  redesign 
the  databases,  which  weren’t 
intended  for  an  entire  enter¬ 
prise  to  be  banging  on 


them,  and  so  on. 

The  network  computer  concept  looks 
pretty  attractive  now.  WoiJdn’t  it  be  bet¬ 
ter  to  have  our  handful  of  IS  people 
managing  a  server  farm  than  running 
across  the  campus  (and  world)  messing 
with  recalcitrant  clients? 

Besides,  I  learned  at  Comdex  that  net¬ 
work  computers  run  Windows  programs 
and  can  run  them  faster  than  PCs.  They 
can  talk  to  servers  from  different  manu¬ 
facturers  running  different  operating 
systems. 

And  depend¬ 
ing  on  the  appli¬ 
cation,  they  can 
use  less  network 
bandwidth  than 
PCs. 

I  dunno.  This 
is  the  stage 


in  the  market  where  almost  everything  is 
in  pilot  phase,  so  we  won’t  really  have 
ratification  for  the  concept  —  or  know 
whether  market  forecasts  are  valid  for  a 
few  years. 

OFF  COURSE? 

But  I’m  beginning  to  think  our  forecast 
might  be  low.  Microsoft  will  stir  up  in¬ 
terest  by  pushing  the  Windows-based 
terminal,  which  will  legitimize  the  thin 
client  without  selling  a  lot  of  such  termi¬ 
nals.  The  NetPC  simply  will  be  a  shill 
for  multiuser  NT  and  will  disappear  into 
the  depths  of  the  average  vendor’s  prod¬ 
uct  line. 

But  the  network  computer  will  be 
there,  running  more  Java  all  the  time 
and  looking  more  and  more  like  a  real 
alternative  to  client/server  computing. 

Tm  sure  I  will  come  to  my  senses.  My 
basic  premise  has  always  been  that  pow¬ 
er  in  the  user’s  hand  always  wins  out 
over  computing  power  doled  out  by  a 
central  resource  and  that  the  forces  of 
chaos  always  win  over  tfie  forces  of 
order  and  structure. 

And  today’s  PC  environment  is  chaos 
indeed.  □ 


Gantz  is  senior  vice  president  at  I  DC  in 
Framingham,  Mass.  His  Internet  address 
is  jgantz@idcresearch.com. 


Wouldn't  it  be  better  to 
have  IS  staff  managing  a 
server  farm  than  running 
around,  messing  with 
recalcitrant  clients? 


0.PI.N10N 


Of  course  we  can 
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your  information 

on  the 

Internet. 
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INTERNETWORKING 
POWERED  3Y  B  BN* 


After  all,  this  was  one  of  our  test  sites. 


No  one  has  more  experience  in  Internet  security  than 
GTE  Internetworking,  a  newly  formed  company  which  joins 
the  forces  of  GTE  and  BBN.  We’ve  developed  highly 
secure  networks  for  the  Department  of  Defense  and  the  U.S. 
Treasury.  And  now  our  security  experience  is  open  to  you. 

For  example,  through  our  partnerships  with  the 
government  we’ve  learned  it’s  not  enough  to  simply 
connect  a  firewall  to  your  existing  network.  It  has  to 


be  rigorously  monitored  to  be  truly  bullet-proof.  GTE 
Internetworking  Site  Patrol""  managed  security  service  gives 
your  business  24-hour  expert  protection,  365  days  a  year. 

Considering  the  climate  of  business  today,  treating 
your  information  as  anything  less  than  a  matter  of  national 
security  just  isn’t  enough. 

To  find  out  more,  call  us  at  800.472.4565,  or  visit 
us  at  www.internetworking.gte.com. 


so 


Are  we  there  yet? 

DP,  MIS,  IT. 

Mainframes,  Minis,  PCs. 

Reengineering,  Rightsizing. 

You've  been  through  it  all  and  have  emerged 
intact.  Then,  just  as  you  thought  "oneness" 
was  upon  you,  the  impending  millennium  cast 
a  shadow  on  your  enlightenment. 

Patience,  Grasshopper. 

Peritus  can  show  you  how  to  take  your  busi¬ 
ness  into  the  future  through  the  dynamic  new 
paradigm  of  software  evolution.  When  practiced 
by  Peritus,  the  four  disciplines  of  software  evolu¬ 
tion — maintenance,  modernization,  migration,  and 
mass  change — deliver  measurable  productivity 
gains  and  cost  reductions  through  our  Outsourcing 
and  Insourcing  services.  And  our  Automate:2000® 
technology  licensing  program  can  provide  you 
with  the  ultimate  century-compliant  experience. 

It  may  not  be  nirvana,  but  we're  working  on  it. 

Call  Peritus  today  at  1-800-598-7787,  or  visit 
our  web  site  at  www.peritus.com. 
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The  M.  Smucker  Co.  is 
spreading  Oracle  Corp.  appli¬ 
cations  throughout  its  enter¬ 
prise.  The  Orrville,  Ohio, 
maker  of  jams  and  jellies  is 
installing  an  application  pack¬ 
age  specifically  for  consumer 
packaged  goods  industries. 
The  software  package  in¬ 
clude  Oracle  applications  for 
sales,  marketing,  financials 
and  process  management. 
Smuckers  hopes  to  save  $30 
million  with  the  new  package. 

Parsons  uses  Perot 

Parsons  Corp.,  a  Pasadena, 
Calif.-based  engineering  and 
construction  firm,  has  out¬ 
sourced  its  information  tech¬ 
nology  operations  to  Perot 
Systems  Corp.  in  Dallas.  As 
part  of  the  five-year,  multi- 
million-dollar  deal.  Parsons 
named  Perot's  John  Thomas 
as  its  chief  information  offi¬ 
cer.  Thomas  will  be  a  Perot 
employee  but  will  report  to 
Parsons  CEO  Jim  McNulty. 

Stock  network 

The  National  Association  of 
Securities  Dealers,  the  Wash¬ 
ington-based  parent  company 
of  the  Nasdaq  Stock  Market, 
has  launched  the  first  of 
seven  Asynchronous  Transfer 
Mode-to-Ethernet  networks 
using  3Com  Corp.  technolo¬ 
gies.  The  high-speed  network 
is  intended  to  help  the  orga¬ 
nization  scale,  extend  and 
manage  network  growth. 
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IS  recruiters  rob  Peter  to  pay  Paul 


►  Job -swap  program  turns  clerks  into  techies 


By  Julia  King 


UNTIL  THREE  months  ago,  sys¬ 
tems  analyst  Jane  Whitby  was  a 
payroll  clerk  at  The  Williams 
Cos.  in  Tulsa,  Okla. 

Today,  a  temp  does  her  old 
job  while  Whitby  —  along  with 
six  other  former  clerks,  dis¬ 
patchers  and  other  workers  — 
develops  and  tests  client/server 
systems  at  the  $3.5  billion  en¬ 
ergy  and  telecommunications 
company. 

Some  might  call  it  robbing 
Peter  to  pay  Paul.  But  at 
Williams,  the  job-swapping  is 
all  part  of  a  new  “transforma¬ 
tion  training”  program.  The 
program  was  designed  to  fill  an 
increasing  number  of  open 


technology  jobs  with  Williams 
employees  who  already  know 
the  company’s  systems  and 
business  processes. 

“About  a  year  ago,  we  were 
faced  with  a  real  imbalance.  We 
had  pipe-liners  and  engineers 
who  needed  to  be  displaced,  but 
in  IS,  we  had  250  open  posi¬ 
tions,”  said  Roger  Cude,  direc¬ 
tor  of  learning  services. 

“Because  Tulsa  is  not  a 
hotbed  for  IS  talent,  and  be¬ 
cause  we  didn’t  want  to  lay  off 
a  bunch  of  people  and  then  hire 
a  bunch  of  new  people,  we  de¬ 
veloped  this  program,”  Cude 
said. 

Retraining  workers  from 
other  jobs  to  work  in  informa- 

IS  recruiters,  page  38 


Williams  Cos.'  Tanya  Hatcher  (with  manager  Mark  Bender) 
was  one  of  about  80  employees  who  switched  to  IS  careers 


By  Laura  DiDio 


COMPETENT,  CHARISMATIC,  hard-working, 
risk-taking. 

Those  are  the  adjectives  colleagues  use 
to  describe  Dawn  Lepore,  chief  informa¬ 
tion  officer  at  Charles  Schwab  &  Co.,  the 
San  Francisco  brokerage. 

Four  years  ago,  after  a  decade  at  the 
company,  Lepore,  43,  was  named  the 
first  woman  CIO  in  Charles  Schwab’s 
history.  The  responsibilities  are  enor¬ 
mous.  Schwab,  a  Fortune  1,000  com¬ 
pany  with  $2  billion  in  annual  revenue, 
has  sought  to  be  a  leader  in  electronic 
commerce,  drawing  new  business  from 
its  use  of  the  Internet  and  its  in-house 
intranet  and  wide-area  networking  appli¬ 
cations.  It  also  needs  to  support  11,000 
end  users. 


“Dawn  is  a  phenomenal  human  be¬ 
ing,"  said  Dr.  Carol  Gallagher,  who  got  to 
know  Lepore  for  her  study,  “Women  and 
the  Glass  Ceiling.” 

Gallagher  said  Lepore  has  a  leader’s 
knack  for  connecting  with  people  per¬ 
sonally,  winning  both  peer  and  staff 
backing  for  her  efforts.  “She’s  also  a  real 
risk-taker.  She  confronts  the  odds  and 
doesn’t  hesitate  to  go  out  on  a  limb  if 
she  believes  in  the  project.  She’s  very 
hands-on,”  Gallagher  added. 

Lepore  joined  Charles  Schwab’s  IS  de¬ 
partment  in  1983.  In  seven  years,  she 
rose  to  senior  vice  president  of  informa¬ 
tion  technology. 

The  watershed  event  in  her  career  oc¬ 
curred  in  the  early  1990s.  By  that  time, 
Charles  Schwab,  like  many  corporate  be- 
Strategist,  page  38 


Supply-chain  management 
smooths  production  flow 


By  Thomas  Hoffinan 

AS  A  MANUFACTURER  of  wffigS 
and  wing  components  for  com¬ 
mercial  and  military  aircraft. 
The  Aerostructures  Corp.’s 
build-to-order  machine  shops 
used  to  run  into  a  lot  of  turbu¬ 
lence  trying  to  move  compo¬ 
nents  through  its  fabrication 
processes. 

Thanks  to  its  recent  use  of 
Rhythm  —  a  supply-chain  man¬ 


agement  system  from  I2  Tech¬ 
nologies,  Inc.  in  Irving,  Texas 
—  Aerostructures  has  leveled 
out  its  workflow  and  has 
knocked  $500,000  off  its  inven¬ 
tory  costs. 

In  the  past,  when  the  Nash¬ 
ville-based  company  accepted  a 
large  order  to  build  50 
“stringers,”  the  stringers  might 
get  fitted  for  material  one  day 
and  then  sit  idle  for  a  few  days 
Supply-chain,  page  40 


Tools  help 
Coors  top 
off  sales 

By  Kim  Girard 
Golden,  Colo. 


COORS  BREWING  CO.  has  tapped 
in  to  a  host  of  new  sales  tools 
—  and  will  soon  be  using  the 
World  Wide  Web  —  to  put 
more  fizz  into  its  revenue. 

The  company  attributes  its 
6%  increase  in  sales  growth  for 


the  third  quarter  partly  to  giving 
its  sales  force  new  applications 
to  help  representatives  access 
information  about  regional  re¬ 
tail  alcohol  sales  and  gather 
internal  sales  information  on 
their  laptops. 

For  the  first  three  quarters  of 
this  year,  Coors  reported  sales 
of  $1.4  billion  —  an  increase  of 
5.8%  compared  with  the  same 
period  last  year. 

Coors  next  year  plans  to  roll 
out  sales  applications  on  the 
Web,  working  with  its  distribu¬ 
tors  online  so  the  sales  force 
can  determine  where  the  com¬ 
pany  can  improve  distribution 
Coors,  page  39 
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IS  recruiters  hunt  for  talent  in-house 
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tion  systems  is  still  quite  rare,  even  in 
the  midst  of  the  current  IS  labor  short¬ 
age.  Talent-strapped  companies  have 
more  often  put  their  efforts  into  hiring 
foreign-born  talent,  attracting  recent 
college  graduates  with  big  hiring  bonus¬ 
es  and  cool  work  cultures,  and  even  re¬ 
locating  IS  shops  to  cities  that  are  con¬ 


sidered  to  be  fun.  At  Williams,  IS 
trainees  first  are  given  a  three-hour  test 
to  determine  their  aptitude  for  IS  work. 
Of  the  125  employees  who  signed  up 
and  took  the  test,  84  were  eligible.  Of 
those,  all  seven  people  in  the  first  class, 
including  Whitby,  have  completed  the 
ultra-accelerated  seven-week  program. 


The  Williams  trainees  spent  the  first 
three  weeks  learning  computing  funda¬ 
mentals  and  programming  languages, 
including  C-n-  and  PowerBuilder.  The 
second  four  weeks  were  devoted  to  actu¬ 
al  application  building.  Trainees  worked 
in  teams  to  deliver  systems  built  accord¬ 
ing  to  mock  user  requirements. 

“It  was  very  intense.  I  would  never 
want  to  live  through  those  first  three 
weeks  again,”  Whitby  said. 

Neither  would  Tanya  Hatcher,  another 
trainee  and  former  administrative  coor¬ 
dinator  who  relocated  from  Williams’ 
natural  gas  business  in  Ottawa,  Kan.,  to 
take  the  training  and  a  new  IS  job. 

“I  was  working  in  a  field  location.  I 
took  care  of  payroll,”  Hatcher  said.  “But 
my  husband  and  I  are  interested  in  mov¬ 
ing  around,  and  when  this  opportunity 
came  along,  I  jumped  on  it.” 

After  graduating  last  month,  all  seven 
career-changers  are  working  in  positions 
as  associate  systems  analysts  for  which 
they’re  about  75%  ready,  said  Mark  Ben¬ 
der,  director  of  network  information  ser¬ 
vices. 

“The  training  does  a  good  job  of  teach¬ 
ing  tools  and  coding,  but  it  doesn’t  start 


back  at  analysis,”  Bender  said.  So 
Williams  is  reformatting  its  curriculum 
for  the  next  class  to  include  more  of 
an  emphasis  on  systems  development 
methodology,  he  said. 

On  the  other  hand,  extensive  famdiar- 
ity  with  Wilhams’  systems  and  business 
processes  are  two  big  advantages  the 
career-changers  bring  with  them  into  IS. 

Employees  in  Williams'  intensive 
career  transformation  training 
could  leave  the  program  without 
any  penalties  after  the  fourth 
week,  but  none  did. 

Most  of  the  trainees  are  former  power 
users,  said  Greg  Miller,  director  of  edu¬ 
cation  at  Dallas-based  Stonebridge  Tech¬ 
nologies,  Inc.,  the  systems  integrator 
that  developed  Williams’  transition 
training  curriculum. 

The  trainees  “have  a  really  good  un¬ 
derstanding  of  the  ins  and  outs  of  the 
data.  They  know  how  to  get  into  the  car 
and  drive  it,  but  don’t  necessarily  know 
how  the  engine  works.  But  they  can  get 
in  there  and  learn  how  the  engine  works 
pretty  quickly.  It’s  pretty  amazing,”  he 
said.  □ 


The  new  AS/400e  SCricS. 

Embraces  the  latest  Web 
technologies:  Lotus  Domino, 
Java,  Netscape  and  more. 


Solutionb  for  a  small  planet* 


Java  is  a  trademark  of  Sun  MUrosystems,  Inc. 


Strategist:  Dawn  Lepore 
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hemoths,  was  grappling  with  a  multi- 
million-dollar  migration  effort  to  move 
from  dumb  terminals  and  mainframes 
to  a  client/server  network. 

Enter  Lepore.  She  said  she  volim- 
teered  for  the  high-profile  project  know¬ 
ing  it  could  make  or  set  back  her  career: 
“You  must  demonstrate  your  ability  to 
lead  something  you  don’t  know  anything 
about.  Take  the  risk,  and  be  willing  to 
fail,”  she  said. 

LONG  HOURS 

To  compensate  for  her  lack  of  IT  exper¬ 
tise,  Lepore  “relentlessly”  recruited  the 
best  technical  people  at  Schwab  and  out¬ 
side  the  company,  got  them  onboard  for 
the  network  upgrade  project  and  listened 
to  their  advice. 

That  entailed  a  lot  of  6o-hour  work¬ 
weeks  to  meet  the  deadline. 

Lepore  said  she  focused  on  leading 
her  group  as  a  team  as  much  as  she  wor¬ 
ried  about  the  project  outcome. 

“Results  did  and  do  matter,  but  they 
don’t  only  matter.  People  have  to  follow 
you  where  you’re  going.  And  you  need 
people  to  help  you  over  the  hurdles,”  she 
said. 

Apparently,  they  did.  Upon  completion 
of  the  project,  Charles  Schwab’s  top-level 
managers  promoted  Lepore  to  CIO  soon 
after  getting  feedback  on  her  perfor¬ 
mance  from  her  co-workers. 

A  network  administrator  on  the  proj¬ 
ect,  who  requested  anonymity,  said  Lep¬ 


ore  won  support  among  the  IS  staff. 
“Dawn  was  under  a  lot  of  pressure,  but 
she  was  unfailingly  patient,  very  hard¬ 
working.  And  she  treated  everyone  from 
the  secretaries  to  the  CEO  with  the  same 
degree  of  respect,”  he  said. 

HUMAN  TOUCH 

Mike  Sidell,  senior  manager  of  business 
systems  at  Charles  Schwab’s  Electronic 
Brokerage  Division,  said  Lepore  has  put 
a  human  face  on  technology.  She  was  in¬ 
strumental  in  forming  a  Women’s  Inter¬ 
active  Network  Services  group  last  year 
to  mentor  women  from  different  parts  of 
the  company  to  executive  levels. 

Lepore  credited  her  husband,  Ken 
Gladden,  a  former  Schwab  employee 
who  is  now  a  programmer  at  Visa  Inter¬ 
national,  Inc.,  for  his  unstinting  support 
in  her  career. 

In  1990,  the  couple  decided  that 
Dawn  would  concentrate  on  the  fast- 
track  management  career,  while  Ken 
pursued  his  love  of  technology. 

“He’s  given  me  the  support  1  need 
and  is  just  remarkable.  Ken  is  under¬ 
standing  about  the  pressures  I’m  under. 
We  divvy  up  the  chores  at  home,”  she 
said. 

Now  Lepore  is  about  to  confront  her 
biggest  challenge  yet:  preparing  for  the 
birth  of  her  first  child,  due  in  April.  She 
will  take  two  months’  maternity  leave 
and  plans  to  share  child-rearing  duties 
with  her  husband.  □ 
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Auto  group  outsources 
IT  to  drive  strategy  plan 


By  Jaikumar  Vijayan 


COST  SAVINGS  MOTIVATE  many  outsourc¬ 
ing  deals.  But  at  the  California  State 
Automobile  Association  (CSAA),  the 
principal  reason  behind  a  $500  million, 
lo-year  deal  was  the  need  for  a  coherent 
information  technology  strategy. 

The  CSAA  last  month  said  it  out¬ 
sourced  almost  its  entire  information 
technology  operation  to  MCI  System- 
house,  the  outsourcing  unit  of  MCI 
Communications  Corp.,  in  a  deal  esti¬ 
mated  at  $500  million  over  10  years. 

The  move  will  free  up  a  core  set  of  in¬ 
formation  systems  staffers  at  the  CSAA 
for  strategic  IT  projects  and  long-range 
planning  and  will  give  MCI  responsibili¬ 
ty  over  daily  IS  operations  and  support 
functions,  said  Leo  Conner,  chief  infor¬ 
mation  officer  at  the  CSAA  in  San  Fran¬ 
cisco. 

“The  primary  driver  behind  the  deci¬ 
sion  was  not  cost,”  Conner  said.  “It  had 
more  to  do  with  a  very  real  need  for  us 


to  start  paying  attention  to  long-term 
technical  planning.” 

For  example,  the  CSAA  and  MCI  have 
already  begun  a  study  to  develop  an  en¬ 
terprisewide  IT  architecture. 

This  standard  technology  base  will  re¬ 
place  the  hodgepodge  of  currently  in¬ 
stalled  hardware,  software  and  operating 
systems.  One  early  result  of  the  study; 
The  CSAA  is  replacing  a  mix  of  four  op¬ 
erating  systems  with  Windows  NT. 

“More  often  these  days,  outsourcing  is 
about  business  and  strategic  value,” 
rather  than  just  costs,  said  Allie  Young, 
an  analyst  at  Dataquest  in  Westboro, 
Mass.  “Where  IT  is  not  a  core  compe¬ 
tency,  organizations  just  want  to  have  ac¬ 
cess  to  technical  skills  without  having  to 
actually  own  them,  retain  them  or  train 
them.” 

The  CSAA,  an  affiliate  of  the  Ameri¬ 
can  Automobile  Association,  provides  an 
array  of  travel,  financial,  insurance  and 
automotive  consumer  services  to  nearly 
4  million  members.  As  part  of  the  con¬ 


tract,  MCI  will  give  the  CSAA  remote 
mainframe  and  midrange  processing 
services,  network  management,  enter¬ 
prise  help  desk,  PC  support,  mainte¬ 
nance  and  procurement,  application  de¬ 
velopment  and  year  2000  services. 

MCI  will  move  the  CSAA’s  data  cen¬ 
ters  from  San  Francisco  to  its  outsourc¬ 
ing  center  in  Napa  Valley. 

About  235  CSAA  employees  have  been 
transferred  to  MCI,  and  the  CSAA  has 
retained  about  30  IT  employees. 

Conner  said  that  when  the  decision  to 
outsource  was  first  announced  in  Febru¬ 


ary,  a  lot  of  employees  were  concerned 
about  losing  their  jobs.  So  the  CSAA 
hired  a  consulting  firm  to  handle  em¬ 
ployee  transition  issues  and  to  keep 
workers  fully  updated  on  the  progress  of 
the  arrangement. 

The  CSAA  has  a  full-time  manager  for 
the  contract  and  has  negotiated  several 
service-level  agreements  and  financial  in¬ 
centives  if  certain  business  goals  are 
met. 

“We  are  contracting  for  business  re¬ 
sults,  not  for  the  hours  of  work,”  Conner 
said.  □ 


Tools  help  Coors  top  off  sales 

CONTINUED  FROM  PAGE  37 _ 


and  find  new  sales  opportunities,  said 
Julie  Butcher,  Coors’  group  manager  for 
sales  and  marketing  systems. 

Going  online  with  an  intranet  applica¬ 
tion  is  a  strategic  trend  within  larger  cor¬ 
porations  that  want  to  simplify  the  way 
they  provide  sales  forces  with  up-to-date 
information,  said  Phillip  Redman,  an 
analyst  at  The  Yankee 
Group,  a  Boston-based  con¬ 
sultancy. 

The  Golden-based  brew¬ 
ing  company,  the  third- 
largest  in  the  U.S.,  has  a 
sales  force  of  250  people 
standardized  several  years 
ago  on  Compaq  Computer 
Corp.’s  5280  PC  notebooks 
equipped  with  33.6K-bit/sec 
modems.  The  company 
supports  eight  offices  in  the 
U.S.,  which  are  connected 
to  the  main  office  database 
via  frame-relay  links. 

Salespeople  also  dial  in 
directly  to  a  mainframe  computer  at 
A.  C.  Nielsen  Merchandising  Solutions, 
an  outside  agency  that  tracks  alcohol 
sales  information  for  specific  regions. 

In  January,  the  company  also  began 
writing  a  proprietary  program  called  the 
Coors  Online  Market  and  Evaluation 
Tool  (COMET)  that  was  rolled  out  during 
the  beer  industry’s  peak  season,  which 
starts  Memorial  Day  weekend. 

COMET  was  written  internally  using 
Oracle  Corp.’s  Express  online  analytical 
processing  server.  It  enables  salespeople 
to  dial  in  to  the  corporate  network  to 


gather  information  from  distributors 
about  beer  consumption  everywhere 
from  bars  to  airlines,  grocery  stores  and 
ballparks.  Butcher  said. 

“We  repackage  [the  information]  to  see 
whether  the  promotions  we’re  running 
are  increasing  the  volume  of  beer  we 
sell,”  she  said. 

COMET  details  what  dis¬ 
tributors  sell  to  retailers,  in¬ 
cluding  pricing,  brand  and 
unit  numbers.  Salespeople 
also  use  Apollo  —  IRA 
Corp.’s  graphic  imaging  ap¬ 
plication  —  to  view  what 
their  display  will  look  like  in 
the  stores  and  to  suggest 
changes  to  store  managers 
that  could  enhance  sales  — 
for  example,  moving  a  spe¬ 
cialty  brew  to  a  promotional 
microbrew  shelf 

Redman  said  Coors  is 
bucking  the  trend  in  design¬ 
ing  its  own  sales  force  appli¬ 
cations;  most  companies  are  investing  in 
out-of-box  solutions.  “It’s  extremely  ex¬ 
pensive  to  develop  in-house,”  he  said. 
From  the  field,  Coors  account  executives 
download  sales  information  from  the 
previous  week,  check  retail  sales  infor¬ 
mation  and  make  adjustments  using 
that  data.  Coors  plans  to  automate  pre¬ 
sentations,  which  would  let  salespeople 
tap  in  to  multiple  data  sources  on  their 
laptops  and  add  information  easily  to  a 
Microsoft  Corp.  PowerPoint  presenta¬ 
tion,  said  Nick  Sherwood,  an  IT  business 
analyst  at  the  company.  □ 


Coors  sales  staff 
will  automate  pre¬ 
sentations  using 
iaptops 


The  new  AS/4()()0  series. 

Packs  up  to  4.6  times 
more  power. 
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Virtual  car  design 


By  Jaikumar  Vijayan 

IT  IS  MADE  IN  America.  Packs 
550  horsepower.  Has  top  speeds 
in  excess  of  200  mph.  Costs 
$150,000  a  pop.  And  took  just 
three  months  and  $700,000  to 
build  from  scratch. 

The  Romulus  Predator  from 
M&L  Auto  Specialists,  Inc.  in 
Two  Rivers,  Wis.,  may  not  be 
everyone’s  idea  of  a  family  car. 
And  it  may  take  a  while  yet  to 
become  the  next  Lamborghini. 

What  it  is,  though,  is  a  good 
example  of  how  fast  computers, 
the  right  software  and  virtual 
prototyping  can  help  even  a  tiny 
manufacturing  shop  such  as 
M&L  build  intricately  engi¬ 
neered  products  —  quickly  and 


cost-effectively. 

M&L,  founded  in  1980,  de¬ 
signs  cars  aimed  at  collectors 
and  makes  recreations  of  fa¬ 
mous  cars  such  as  the  Ferrari 
and  the  Lotus. 

NO  MODELS  NEEDED 

Virtual  prototyping  —  a  tech¬ 
nique  that  has  floated  around  in 
automotive,  aircraft  and  other 
design  shops  for  several  years 
now  —  is  a  way  to  bypass  mul¬ 
tiple  physical  model-making 
stages  using  realistic  high¬ 
speed,  three-dimensional  visual¬ 
ization  and  digital  prototyping. 

Over  the  years,  the  underly¬ 
ing  hardware,  software  and  in¬ 
tegration  tools  that  make  such 
prototyping  possible  have  be- 


The  Romulus  Predator  was  developed  in  only  three  months 


KPM6  helps  NASA  fly  right 

►  Financial  management  app  runs  on  intranet 


By  Matt  Hamblen 


NASA  RECENTLY  tapped  KPMG 
Peat  Marwick  LLP  to  develop 
and  maintain  for  15  years  a 
S186  million  financial  manage¬ 
ment  system. 

The  system  will  replace  older 
systems  that  differed  from  one 
another  at  the  National  Aero¬ 
nautics  and  Space  Administra¬ 
tion’s  headquarters  and  10  cen¬ 
ters. 

The  system  also  will  create 
uniform  applications  for  order¬ 
ing  travel,  logging  time  and  per¬ 
forming  other  functions  for  all 
18,000  NASA  users. 

Turning  over  responsibility  to 
Washington-based  KPMG  will 
io!  NASA  focus  on  its  key  mis- 
.sion  of  space  exploration,  offi¬ 
cials  said. 

We’re  in  the  midst  of  down- 

uig,  and  there  aren’t  enough 
people  left  to  do  the  old  process- 
>.s.  so  we  have  to  streamline 
and  find  alternatives,"  said 
0.1  Nid  Howell,  associate  chief  fi- 
■  i'lcial  officer  at  NASA.  “To  im- 
p’ement  something  like  this, 


you  need  the  experts,  and  that’s 
difficult  to  do  in-house  without 
an  awful  lot  of  training.” 

End  users  will  be  able  to  ac¬ 
cess  the  new  software  applica¬ 
tions  via  a  Netscape  Communi¬ 
cations  Corp.  Navigator  browser 
over  a  NASA  intranet  to  per¬ 
form  accounting,  travel,  time 
and  attendance,  procurement, 
management,  and  budgeting 
processes. 

MONEY  SAVED 

The  uniform  approach  will  re¬ 
sult  in  “enormous”  cost  savings, 
Howell  said.  The  proposed  sys¬ 
tem  will  “streamline  and  inte¬ 
grate  our  core  financial  process¬ 
es  and  will  provide  our 
customers  with  timely  and  ac¬ 
curate  information,”  he  said. 
Such  uniformity  is  a  require¬ 
ment  of  the  federal  Office  of 
Management  and  Budget. 

Howell  cited  KPMG’s  depth 
of  knowledge  in  government  ac¬ 
counting  and  systems  imple¬ 
mentation  as  one  reason  it  won 
the  long-term  contract  out  of  a 
field  of  10  bidders.  □ 


pays  off 

come  cheaper  and  improved  to 
the  point  where  manufacturing 
shops  literally  can  do  away  with 
expensive  physical  models  alto¬ 
gether,  analysts  said. 

“What  is  outstanding  about 
this  whole  thing  is  how  afford¬ 
able  very  powerful  computing 
and  graphics  tools  have  be¬ 
come”  said  Marcia  Brooks,  edi¬ 
tor  of  “Engineering  Technology 
Advisor,”  a  newsletter  in  Mil¬ 
waukee. 


Mark  Gerish,  the  primary  de¬ 
signer  of  Predator  and  GEO  of 
M&L  Auto,  estimates  that  virtu¬ 
al  prototyping  helped  him 
knock  at  least  three  months  and 
several  hundred  thousand  dol¬ 
lars  off  the  development  cost  of 
his  car.  And  he  was  able  to 
move  from  design  to  car  with¬ 
out  building  a  physical  mock- 
up,  Gerish  said.  Typical  auto¬ 
motive  designs  require  two  to 
three  such  models,  he  said. 

Virtual  prototyping  for  things 
such  as  changes  in  the  car’s 
roofline,  hood  opening  or  light 
mounting  “allows  us  to  do  in 
minutes  what  would  have  taken 


days  otherwise,”  he  said. 

The  project  was  put  together 
on  hardware  and  software  from 
Hewlett-Packard  Go.  and  four 
vendors  of  mechanical-design 
software. 

HP  Unix  and  Windows  NT 
workstations  made  up  the  hard¬ 
ware.  EDS  Unigraphics  in 
Maryland  Heights,  Mo.,  sup¬ 
plied  design-modeling  software. 
Engineering  Animation,  Inc.,  in 
Ames,  Iowa,  provided  visual- 
communications  and  digital¬ 
prototyping  software,  and  the 
MacNeal-Schwendler  Gorp.  in 
Los  Angeles  provided  finite  ele¬ 
ment  modeling  software.  □ 


Supply-chain  management 
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before  being  heat-treated  and 
contoured  in  a  stringer  oven. 
Stringers  are  pieces  of  con¬ 
toured  metal  used  to  connect 
the  top  of  a  wing  with  a  support 
structure  and  are  up  to  50  feet 
long. 

The  old  setup  wasted  time. 
The  stringer  ovens  and  other 
manufacturing  equipment  often 
weren’t  being  used  efficiently 
because  Aerostructures  couldn’t 
schedule  any  smaller  jobs 
around  lapses  in  production. 
The  company’s  antiquated  man¬ 
ufacturing  resource  planning 
(MRP)  system  wasn’t  designed 
to  pinpoint  work  schedules  for 
manufacturing  equipment. 

And  because  Aerostructures’ 
custom-made  products  typically 
move  through  220  operations 
before  they  are  completed,  the 
company  couldn’t  afford  to  let 
its  unfinished  products  sit 
around  for  too  long. 

“If  an  order  was  due  tomor¬ 
row,  the  system  could  recognize 
that,  but  it  couldn’t  tell  you  that 
you  could  run  two  smaller  jobs 
in  the  same  amount  of  time,” 
said  Julie  Peeler,  corporate  vice 
president  of  manufacturing  and 
information  systems. 

Aerostructures  uses  a  lo-year- 
old  MRP-II  system  from  Mc- 
Gormack  &  Dodge  called  Pro¬ 
duction  Inventory  Optimization 
System  (PIOS)  running  on  an 
IBM  S/390  MVS  mainframe. 

Aerostructures’  legacy  setup 
also  threw  its  build-to-order  in¬ 
ventory  management  out  of 
whack  because  the  MRP  system 
was  backing  up  the  company’s 
lead  times  on  production  runs. 

That  made  it  difficult  for 
Aerostructures  to  order  alu¬ 
minum,  titanium  and  other  ma¬ 
terials. 

Rhythm,  which  has  been  up 
and  running  since  the  middle 


of  last  year,  has 
helped  Aerostruc¬ 
tures  schedule 
jobs  more  effec¬ 
tively.  The  PIOS 
system  feeds  plan¬ 
ning  information 
into  the  IBM  RS/ 

6000-based  Rhy¬ 
thm  system  at 
night  using  its 
Computer  Associ¬ 
ates  International, 

Inc.  CA-IDMS 
database  as  a  gate¬ 
way. 

Rhythm  then 
calculates  how  work  orders 
should  be  prioritized  and  up¬ 
loads  that  information  back  to 
the  PIOS  system  before  the  next 
morning’s  MRP  run.  Peeler 
said. 

Aerostructures  has  invested 
$650,000  in  hardware,  software 
and  support. 

Aerostructures’  use  of  Rhy¬ 
thm  reflects  just  how  hot  these 
manufacturing  optimization 
systems  are  right  now,  analysts 
said.  “The  win  for  a  company 
like  Aerostructures  is  being  able 
to  smooth  out  their  interenter¬ 
prise  supply-chain  operations,” 
said  Dennis  Byron,  an  analyst  at 


International  Data 
Corp.  in  Framing¬ 
ham,  Mass. 

Still,  installing 
such  a  system  is 
half  the  battle,  said 
Barry  Wilderman, 
an  analyst  at  Meta 
Group,  Inc.,  in 
Stamford,  Conn. 
That’s  because  sys¬ 
tems  such  as 
Rhythm  or  manu¬ 
facturing  schedul¬ 
ing  software  from 
Rockville,  Md.- 
based  Manugistics, 
Inc.  are  so  complex. 

Peeler  agreed. 

She  said  it  took  I2  most  of 
the  summer  of  1996  to  refine 
the  system  to  meet  Aerostruc¬ 
tures’  specs.  “If  [optimization] 
was  easy,  lots  of  people  would 
do  it,”  she  said. 

Aerostructures  is  midway 
through  replacing  its  McCorma¬ 
ck  &  Dodge  MRP  system  with 
The  Baan  Co.’s  enterprise  re¬ 
source  planning  (ERP)  system. 

Peeler  said  it  isn’t  clear  if 
Aerostructures  will  keep  the  I2 
system,  because  Rhythm  can  be 
interfaced  to,  but  not  integrated 
with,  the  Baan  ERP  system.  □ 


Aerostructures  uses  I2's  Rhythm  for  efficient  scheduling 


"This  is  iike  rocket 
science;  it's  tricky 
stuff" 


The  new  AS/400t'  series. 

Fully  integrated  and  tested 
to  work  together. 


IT  managers,  take  a  look  at 
just  some  of  the  things  the 
new  ASMOOe  supports.  CEOs, 
you  may  want  to  jump  to 
the  bottom  line. 

64-bit  RISC  Operating  System 

Full  64-lnt  Implementation 
Internet/e-business  Enablement 
Security 

Mail  Integration  - 
P0P3/MIME/MAPI 
DB2/400  Database 
Transaction  Processing 
Integrated  File  System 

Integrated  PC  Server  Support 

Lotus  Domino 
IBM  Fire  wall  for  AS/400 
Novell  NetWare 
OS/2  Warp  Server 

Client  Support 

W'indoivs  3.1,  95,  NT 
OS/2  Warp  -  OS/2  Merlin 
Apple,  UNIX 
IBM  Network  Station 

Connectivity  Support 

TCP/IP  Nati  ve 
Ethernet/Token-Ring 
ODBC  L2 
SNA/APPC/APPN 

Systems  Management  Support 

NetFinity  Suite  of  Products 
Backup/Recovery  Media 
Services  (BRMS) 

Job  Scheduler 

Performance  Tools 

Systems  Manager 

AdStar  Di.st.  Storage  Mgr.  (ADSM) 

Application  Deveiopment 
Support 

Visual  Age  for  Java 
VisualAge  for  RPC 
Visual  Age  for  C++ 

VisualAge  for  SmallTalk 
AD  Toolset 
ILE  RPC/COBOL/C 
CODE/400 

Printer  Support 

AFP  Utilities  &  Fonts 
AFP  DBCS  Fonts 
NetWare  Printing 

Productivity  Support 

Office  Vision/JustMuil 
Facsimile  Support 
DB2  Query  and  SQL 
Query/400 

$7995'  starting  price. 

For  more  information,  call 

1  800  IBM-7777,  e.xt.  B.422I, 
or  visit  www.as400.ibm.com 


1.  Ill.M  AS/400e  sert  er  modet  150  published  U.S.  list  price.  IBM.  the  IBM  lopi.  Sulutions  fur  a  small  pluma  and  ASMOOe  are  either  trademarks  or 
registered  trademarks  of  International  Business  Machines  Corporation  in  the  C'nited  States  and/or  other  countries.  Java  is  a  trademark  of  Sun 
Microsystems,  Inc.  Other  company,  prwluct  aiul  service  names  may  be  trademruks  or  service  marks  of  their  respective  owners.  ©  1907  IBM  Corporation. 
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One  company.  One  contract.  Giving  you  complete  control  over  your 


communication  expenses. 


Working  with  what  seems  like  hundreds  of 
.'uferent  local  phone  companies  is  not  only  confusing,  it’s  costly.  So  work  with  MCI. 
1  01  everything.  Including  Data,  Conferencing,  Internet  and  Local  service.  Giving 
-.i  complete  control  over  what  you’re  spending  and  what  you’re  saving  (one 
-  '-nrract  means  volume  discounts).  So  you’ll  always  know  just  where  you’re  going. 

s  sellable  in  Ibi;  oliei  is  (Hily  available  lor  businesses  wflb  local  seivice  ovei  MCI  lacillties  Not  avaibble  in  all  aieas  Call  lu  availability 


Is  this  a  great  time,  or  what?  :-) 


MCI 
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The  Internet 


Electronic  Commerce  ♦  The  World  Wide  Web  ♦  intranets 


Briefs  Surfing  into  a  new  career  as  webmaster 


CATCHING  UP 


Share  of  the  browser  market 
■  Netscape  ■  Microsoft 
Other 

-  03  1996  - 


Source:  Dataquest,  San  Jose,  Calif.,  based  on 
AltaVista  search  engine  traffic  data 


Warehousing  access 

Sequel  Technology  Corp.  in 
Bellevue,  Wash.,  this  week 
will  ship  software  that  can 
help  enforce  Internet/intranet 
access  policies.  Version  3.0 
of  Sequel  Net  Access  Manag¬ 
er  can  audit  TCP/IP  traffic 
through  multiple  points 
(routers,  firewalls,  proxy 
servers)  and  store  that  in¬ 
formation  on  Oracle  or 
Microsoft  SQL  Server  data¬ 
bases. 

Managers  can  generate 
usage  reports  and  schedule 
or  block  access.  Pricing  for  a 
starter  pack  for  100  users 
starts  at  $3,995. 

Web  groupware 

Changepoint  International 
Corp.,  a  subsidiary  of  Change- 
point  Corp.  in  Richmond  Hill, 
Ontario,  is  shipping  Involv 
Intranet  2.0,  an  upgrade  of 
its  self-service  groupware 
application  suite  for  intra¬ 
nets. 

The  product  gives  users 
groupware  access  through  a 
browser,  with  no  dedicated 
client  software  required.  The 
new  version  of  Involv  intranet 
lets  companies  move  Lotus 
Development  Corp.  Domino 
applications  to  the  self- 
service  model  without  re¬ 
programming. 

Involv  Intranet  2.0  costs 
$5,000  for  the  server  and  $40 
to  $90  per  user. 


By  Sharon  Machlis 


EDWIN  HORD  was  a  fiftysome- 
thing  technical  writer  when  a 
colleague  last  year  put  a  book 
about  Hypertext  Markup  Lan¬ 
guage  on  his  desk. 

Today,  Hord  heads  a  six- 
person  team  that  oversees 
World  Wide  Web  site  work  and 
says,  “If  the  boss  knew  how 
much  fun  I  was  having,  he’d 
probably  cut  my  salary.” 

The  technical  communica¬ 
tions  and  graphics  group  at 
Johnson  Engineering  Corp.  in 
Houston  devel¬ 


ops  Web  sites 
and  some  pub¬ 
lic  education 
Web  material 
for  Johnson’s 
chief  customer, 

NASA.  John¬ 
son  supports 
NASA  training 
efforts  in 
Houston,  including  the  design 
of  astronaut  training  equip¬ 
ment. 

One  recent  Web  project  was 
to  post  requests  for  proposals 
and  price  quotes  on  the  John¬ 
son  site  and  let  contractors  re¬ 
spond  by  electronic  mail.  “It’s 
saved  a  whole  lot  of  fax  time, 
copy  time  and  telephone  time,” 


One  recent  Web  project 
posted  requests  for  pro¬ 
posals  and  price  quotes 
and  let  contractors  re¬ 
spond  by  E-mail. 


said  Robbie  Wilson,  logistics 
manager  at  Johnson  Engineer¬ 
ing. 

Hord’s  ca¬ 
reer  switch 
was  launched 
when  he  vol¬ 
unteered  for  a 
joint  NASA/ 

Johnson  committee  aimed  at 
developing  better  ideas  for  man¬ 
agement.  “Someone  said  we 
ought  to  have  a  Web  page,”  he 
recalled.  “I  said  I’d  help.” 

A  fellow  committee  member 
gave  him  IDG  Books’  Netscape 
for  Dummies, 
and  he  was  in¬ 
trigued  by  a 
chapter  on  be¬ 
coming  a  Web 
content  produc¬ 
er.  “I  was  so 
impressed  with 
how  easy  it 
was,”  he  said. 
“I  experiment- 
.  .  and  I  was 


subscribing  to 


ed  a  little  . 
hooked.” 

He  began 
“every  magazine  that  hit  the 
racks”  and  surfing  around  look¬ 
ing  for  sites  he  liked.  “You  don’t 
have  to  steal,  but  you  can  learn 
from  them.” 

Hord  put  together  a  sample 
page  for  internal  use,  which  in¬ 


cluded  direct  links  to  various 
NASA  procurement  and  con¬ 
tract  sites,  and  demonstrated  it 
for  the  company  president.  “He 
was  amazed  I  could  get  so 
much  information  on  a  little 
diskette,”  Hord  said  with  a 
laugh.  After  explaining  that 
most  data  resided  on  the  Web, 
not  the  floppy  disk,  he  beefed 
up  his  offering  to  show  an  im¬ 
age  map  that  lets  Johnson  em¬ 
ployees  click  on  locations  and 
go  directly  to  relevant  NASA 
procurement  sites. 

He  lobbied  for  the  company 
to  create  a  Web  site  and  eventu¬ 
ally  became  the  head  of  the 
Webmaster,  page  47 


Web  focus  shifts  to  back-end  development 


►  New  tools  designed  to  build  server-side  apps  for 
data  access;  business  logic  boosts  performance 

By  Carol  Sliwa  you  don’t  need  to  spruce  up  the 

browser  client  too  much,  if  at 
all.  Most  of  the  logic  is  still  kept 
away  from  the  client.” 

High-end  World  Wide  Web 
development  tools  are  oriented 
toward  distrib- 


NOT  so  LONG  ago,  a  tool  that 
could  help  build  smart-looking 
pages  was  enough  to  satisfy 
many  a  Web  developer. 

But  that  was  Web-years  ago. 
Now  demand  is  on  the  rise  for 
tools  that  can  build  more  inter¬ 
active  applications  that  grant 
easy  access  to  back-end  data  and 
tailor  the  information  to  it  for  a 
particular  set  of  users  —  but 
that  don’t  necessarily  use  down¬ 
loadable  applets. 

“A  lot  of  the  action  now 
seems  to  be  on  the  server,”  said 
Wayne  Kemochan,  an  analyst  at 
Aberdeen  Group.  Inc.  in  Bos¬ 
ton.  "The  general  thought  is 


uted,  server- 
side  applica¬ 
tions  that  allow 
for  high  trans¬ 
action  rates,  with  more  commu¬ 
nication  between  client  and 
server.  They  support  program¬ 
ming  languages  such  as  Java 
and  C+-E.  And  they  can  concen¬ 
trate  business  logic  on  an  appli¬ 
cation  server  sitting  between  the 
client  and  the  database  to  maxi¬ 
mize  performance. 


CLOSERLOOK 

Web  Development  Tools 


“These  are  generally  Web 
tools  that  are  for  real  applica¬ 
tions,”  said  Stan  Lepeak,  an  an¬ 
alyst  at  Meta  Group,  Inc.  in 
Stamford,  Conn. 

But  “tools”  isn’t  the  word 
some  vendors  in  this  end  of  the 
market  use  to  characterize 
their  products  anymore.  Net- 
Dynamics, 

Inc.  (WWW. 
netdynamics. 
com),  for  in¬ 
stance,  prefers 
enterprise  network 
platform”  for  its 
NetDynamics  4.0. 


the  term  ' 
application 
Java-based 
The  product  includes  an  appli¬ 
cation  server  and  other  compo¬ 
nents,  in  addition  to  a  develop¬ 
ment  suite. 

Comparable  products  include 

Development  tools,  page  47 


REVIEW ►  Trellix  i.o 

Web  tool  aids 
in  design  and 
navigation 

By  David  Strom 

A  NEW  PRODUCT  from  Trellix 
Corp.  can  help  build  rich  hyper- 
linked  documents,  but  it  falls 
short  in  several  areas.  Users  of 
Adobe  Systems,  Inc.’s  Acrobat 
or  sophisticated  Hypertext 
Markup  Language  (HTML)  pro¬ 
grammers,  read  no  further.  This 
won’t  get  you  excited. 

Before  I  delve  into  the  details, 
I  want  to  be  up-front  about  my 
own  biases.  I  don’t  care  for 
most  World  Wide  Web  sites  that 
make  use  of  frames,  I  don’t  use 
Word  style  sheets  (which  are 
preselected  sets  of  formatting 
Navigation,  page  49 

►  Trellix  Version  i.o 


TRELLIX  CORP. 

Waltham,  Mass. 
(781)  788-9400 
www.trellix.com 


Price;  $99 

Pros:  A  new  way  to  visual¬ 
ize  and  stnicture  rich  docu¬ 
ments.  Perfect  for  lawyers 
and  others  who  need  very 
structured  documents. 
Cons:  Not  for  people  who 
hate  frames  or  who  can’t 
master  style  sheets. 


DESIGNED  TD  READ  IT 


INTRODUCING  THE  FIRST  DATABASE 


:  N  E  W’APPLI  CATIONS  ARE 


-  ■  ■  ■■■,■>■■■■  ■ 


THE  BOOK  ON  HOW  YOU  USE 


Starting  today,  the  rules  have  changed.  Sybase’s  new  Adaptive  Server™  product  family  is 

GOING  TO  HELP  YOU  USE  INFORMATION  MORE  POWERFULLY  THAN  EVER  BEFORE.  THAT’S  BECAUSE 

Adaptive  Server  is  based  on  a  new  architecture  that  is  optimized  for  specific  application 

REQUIREMENTS,  k  OUR  OPTIMIZED  DATA  STORE  APPROACH  HANDLES  TODAY’S  C  U  STO  M  E  R- C  E  NT  R I  C 
APPLICATIONS,  SUCH  AS  THE  INTERNET,  DATA  WAREHOUSING,  E-COMMERCE  AND  MOBILE  COMPUTING. 

Instead  of  a  one-size  fits  all  approach,  you  handle  information  on  your  terms.  ^  Adaptive 


Server  also  features  common  services  across  all  data  stores.  These 


ADAPTIVE 

I  SERVICES  INCLUDE  AN  EASY  TO  USE  MANAGEMENT  INTERFACE,  COMMON  DATA  ACCESS 

AND  MOVEMENT,  WEB  ACCESS  AND  INTEGRATED  SECURITY,  k  AT  THE  HEAD  OF  OUR 


FAMILY  IS  Adaptive  Server  Enterprise,  which  continues  to  be  a  market  leader 

IN  MAINLINE  DLTP  PERFORMANCE  AS  WELL  AS  MIXED  WORKLOAD  ENVIRONMENTS.  ^  THE  ADAPTIVE 
SERVER  FAMILY  IS  THE  CORNERSTONE  OF  OUR  ADAPTIVE  COMPONENT  ARCHITECTURE™  AN  OPEN, 
INTEGRATED,  END-TO-END  ARCHITECTURE  THAT  INCLUDES  EVERYTHING  FROM  HIGH  PERFORMANCE  SERVERS 
TO  LEADING  EDGE  MIDDLEWARE  AND  ENTERPRISE  DEVELOPMENT  TOOLS.  AND  IT’S  SOMETHING  YOU  SHOULD 
DEFINITELY  BE  READING  UP  ON.  ^  TO  DO  JUST  THAT,  VISIT  US  AT  WWW.SYBASE.COM/ADAPTIVESERVER.  DR 
CALL  FDR  OUR  FREE  INFORMATION  KIT  ON  THE  ADAPTIVE  SERVER  FAMILY  AT  1  -S  □  Q-B  S  YB  AS  E  (REF.  ASCW). 


Sybase 


THE  FUTURE  IS  WIDE  DPEN7 


tn 


©1997  BVBASE,  Inc.  All  RiOHTs  rcberveo.  all  trademarks  are  property  or  their  respective  owners. 
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Development  tools  shift  to  the  server 

CONTINUED  FROM  PAGE  45 


HahtSite  from  Haht  Software,  Inc. 
(unvw.haht.com)  and  Sapphire /Web  from 
Bluestone,  Inc.  (www.bluestone.com).  Both 
products  also  provide  distributed  appli¬ 
cation  service  and  varying  levels  of  Java 
support. 

Despite  the  trend,  there  still  are  some 
lower-end  tools  that  are  adequate  for 
data  access,  analysts  said.  If  scalability 
isn’t  the  prime  concern,  Allaire  Corp.’s 
(www.allaire.com)  Cold  Fusion,  Microsoft 
Corp.’s  Visual  InterDev  or  EveryWare 
Development  Corp.’s  (www.everyware. 
com)  Tango  might  be  up  to  the  task.  All 
allow  a  series  of  database  fields  to  be 
merged  onto  a  Hypertext  Markup  Lan¬ 
guage  (HTML)  template  and  served  up 
to  a  Web  page. 

Netscape  Communications  Corp.’s 
new  Visual  JavaScript  tool  and  Silver- 
Stream  Software,  Inc.’s  (www.silverstream. 
com)  tools  offer  more  interactive  applica¬ 
tion  functionality,  with  Java  support  on 
the  client  and  sophisticated  user  inter¬ 
faces,  analysts  said. 

And  the  larger  database  vendors  such 
as  Oracle  Corp.,  Sybase,  Inc.,  Microsoft 
and  IBM  are  getting  into  the  act. 


Webmaster 

CONTINUED  FROM  PAGE  45 

group  overseeing  Johnson’s  Internet 
efforts. 

Such  career  paths  are  common,  ac¬ 
cording  to  Owen  D.  Johnson,  webmaster 
at  the  Webmasters’  Guild,  an  organiza¬ 
tion  of  Web  professionals  based  in  Cam¬ 
bridge,  Mass.  “It  is  very  common,  in 
fact,  for  webmasters  to  come  from  non¬ 
technical  backgrounds,”  Johnson  said. 
Along  with  technical  skills,  Web  teams 
also  need  project  management,  graphic 
design,  writing  and  market  expertise,  he 
said. 

Hord  said  he  didn’t  get  a  pay  raise 
in  his  new  position,  but  he  is  extreme¬ 
ly  happy  with  the  move  nonetheless. 
“I’ve  never  been  so  excited  in  my  life,” 
he  said.  “What  a  way  to  make  a 
living.”  □ 


w . 
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0  D 

U  C  T 

PEAKSOFT  CORP.  has  announced 
NetMagnet,  software  that  manages 
World  Wide  Web  research. 

According  to  the  Bellingham, 
Wash.,  company,  the  software  lets 
users  trace  their  browsing  history 
over  time  and  organize,  edit  and 
automatically  refresh  researched 
Web  pages. 

NetMagnet  costs  $79-95. 

PeakSoft 

(888)  377-7325 

www.peak.com 


“Companies  like  Microsoft  and 
Oracle  are  extending  the  basic  capabili¬ 
ties  of  generating  HTML  either  into 
their  servers  or  into  their  tools,”  said 
Philip  Costa,  an  analyst  at  Giga  Infor¬ 
mation  Group  in  Cambridge,  Mass. 


When  the  Philippines  Social 
Security  System  (SSS)  decided  it 
needed  a  strong  tool  to  manage 
the  distributed  Oracle  databases 
and  Unix  servers  across  its  nine  fully 
functional  data  centers,  it  chose  the 
PATROL  product  from  BMC  Software. 

“Our  aim  was  to  stop  the  IT  department 
from  getting  trapped  in  a  cycle  of  systems 
failures  which  commonly  occurred  due  to 
database  errors  and  crashes.  In  addition,  our 
huge  database  of  applications,  systems 
resources  and  files  needed  automated 
enteprise-wide  monitoring  and  coordination 
along  with  proactive  systems  management 
to  analyze  and  control  the  performance  of 
our  distributed  computing  environment,” 
says  Tony  Maralit,  manager,  database 
administration  group,  SSS. 

The  SSS  evaluated  various  products  and 
found,  with  the  exception  of  PATROL,  they 
did  not  support  all  multiple  platforms  in  the 
organization.  In  particular,  PATROL  was 
the  only  evaluated  product  that  could  sup¬ 
port  SSS  machines  running  on  DEC  Ultrix. 

“With  PATROL’S  multi-vendor  support, 
its  ability  to  improve  management  efficiency 
and  speed  up  system  maintenance,  through 
the  automation  of  many  routine  tasks,  it  was 
the  natural  choice,”  Maralit  explains.  The 
SSS  also  look  into  account  the  strong  local 
support  and  the  technical  expertise  that 
would  be  provided  by  BMC  Software’s  dis¬ 
tributor  Leverage  Systems  Technologies; 
and  that  with  PATROL’S  product-specific 
modules,  time  and  effort  required  to  train 
staff  would  be  substantially  reduced. 

The  16  million  members  of  the 
government-owned  SSS  access  a  range  of 
financial  services,  such  as  housing,  salary, 
and  stock  share  loans,  through  54  branches 
across  the  country.  Of  these,  nine  branches 
serve  as  fully-functional  data  centers. 

The  results  with  PATROL  implemented 
were  immediate.  Reduced  downtime  led  to 
improved  customer  service  and  heightened 
staff  productivity.  Costs  relating  to  technical 
support  were  reduced  loo  as  the  SSS  no 
longer  had  to  rush  support  personnel  to  var¬ 
ious  branches  to  correct  system  errors  and 
restart  crashed  systems. 

PATROL  product-specific  expertise  for 
monitoring  and  automating  processes,  also 
leveraged  the  technical  skills  of  the 
administrative  staff  and  helped  reduce 
training  requirements,  as  well  as 
administrative  overheads.  Reporting  also 
became  more  efficient  as  PATROL  kept 
automatic  and  regular  track  of  network  and 
database  activity.  PATROL  easily 
addressed  the  issue  of  central  monitoring  of 


“So  it  becomes  sort  of  a  commodity 
function.” 

But  many  developers  may  prefer  to 
stick  with  development  tools  they  have 
used  —  such  as  PowerBuilder  from  Bor¬ 
land  International,  Inc.  (www.borland. 


remote  Oracle  databases  as  it  automated 
and  centralized  the  control  of  critical 
elements. 

Currently,  PATROL  consoles  are  running 
on  the  organization’s  SCO  Unix, 
DEC/OSFl  and  IBM  RS/6000  machines.  Its 
agents  are  running  on  SCO  Unix, 
DEC/OSFL  IBM  RS/6000,  Sun  Server  and 
DEC  Ultrix  machines.  All  databases  and 
Unix  machines  in  the  remote  offices  are 
monitored  centrally  from  the  head  office 
using  PATROL.  With  proactive  systems 
provided  by  the  product,  only  two  database 
administrators  and  two  systems  administra¬ 
tors  are  needed  at  the  head  office  to  monitor 
and  control  the  databases  and  Unix 
machines  in  all  nine  offices. 

The  SSS  is  now  planning  to  establish  a 


com)  and  Forte  Software  Inc.’s  (www. 
forte.com)  application  environment  — 
and  wait  for  them  to  become  more  Web 
friendly,  Lepeak  said. 

“If  you  have  a  developer  that’s  already 
used  it,  and  you’ve  already  paid  for  it  and 
all  you’re  looking  at  is  an  incremental 
license  upgrade,  it  makes  a  lot  of  sense, 
rather  than  having  to  go  out  and  buy 
a  new  tool  and  learn  how  to  use  it,” 
Lepeak  said.  □ 


back-up  and  recovery  center  with-  an 
additional  license  of  PATROL.  "To  be 
successful  in  a  changing  global  marketplace, 
an  organization  must  be  flexible  and  able  to 
address  new  business  opportunities,” 
explains  Maralit.  “Hence,  each  SSS  data 
center  has  its  own  database  to  help  it 
respond  quickly  to  the  local  environment. 

“PATROL  is  event  driven  and  can 
manage  virtually  any  application  providing  a 
pragmatic  alternative  to  centralized 
corporate  databases.  As  a  result,  we  now 
have  PATROL-based  management  control 
from  the  head  office,”  says  Maralit.  “We 
would  like  to  have  the  same  flexibility  and 
support  for  the  back-up  and  recovery  center, 
which  is  why  we  have  requested  another 
license.” 
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DIGITAL 


TOOL 


is  supplying  PATROL® 
software  with  every 
AlphaServer  system  we 
ship  worldwide,  as 
well  as  reselling 

PATROL.  We  do  this  for  a  reason. 
PATROL  supports  the  applica¬ 
tions,  databases,  and  platforms  our 
customers  rely  on,  and  it  integrates  seam¬ 
lessly  with  the  DIGITAL  ServerWORKS 
management  solution  our  customers  are 
already  using. 

Jesse  Lipcon,  Vice  President  AlphaServer  Business  Segment. 
DIGITAL  Equipment  Corporation 


Top  industry  leaders  are  relying  on 
PATROL  for  a  reason. 

To  find  out  why  visit  us  on  the  Web 
at:  www.bmc.com/patrol 
Or  call  today:  800  811  6766 


SOFTWARE 

WWW.  bmc.  com/patrol 


BMC  Software.  Ote  BMC  Software  logos  and  aH  other  product  or  service  names  are  registeied  trademarks  or  noemarks  d  BMC  Software  etc.  t  he  USA  and  in  shat 
srtect  countries  ®  and  indicate  USA  regetrabon  or  USA  trademark  Other  logos  and  productirade  names  menboned  are  regenerad  trademarks  or  trademarks  of  heir 
respective  companies  01997.  BMC  Software.  Inc  AN  rights  reserved 


Advertisement 

Reliance  for  Security  and  Flexibility 

Philippines  Social  Security  System  relies  on  the  strength  of  PATROL 
to  manage  its  distributed  computing  system 
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THETNTERNET 


Data  Mining  Solution 


Discover  the 


Diamonds  in^ur 


Data  Warehouse 


The  Business  of  Better  Decision  Making 


Introducing  the  first-ever,  fully  integrated  data  mining 
solution... one  that  maximizes  your  return  on  investment  in  data 
warehousing  and  data  marts — as  decision  makers  exploit  your 
customer  data  for  competitive  advantage. 

SAS  Institute,  for  20  years  the  leader  in  data  discovery, 
provides  the  most  complete  and  reliable  data  mining  solution 
for  modeling,  measuring,  and  enhancing  the  profitability  of  your 
business.  This  Web-enabled,  point-and-click  approach  lets  you 
employ  OLAP,  neural  networks,  churn  analysis,  and  many  other 
visualization  and  analytical  techniques  to  improve  customer 
retention,  target  key  prospects,  profiie  market  segments, 
detect  fraud,  anaiyze  customer  response,  and  much  more. 


Begin  Your  Discovery  with  our 
Free  Web -Integrated  CD  ROM 


Digging  for  Diamonds:  The  SAS®  Solution  for  Data  Mining 

lets  you  explore  data  mining  from  both  a  business  and  an  IT 
perspective.  And  it’s  linked  directly  with  our  World  Wide  Web 
site,  so  you  can  continue  to  make  new  discoveries  and  gain 
fresh  insights. 

To  request  your  copy,  visit  SAS  Institute 

at  www.sas.com/datamining/ 

or  give  us  a  call. 


E-mail:  cw@sas.com  www.sas.com/datamining/  919.677.8200  In  Canada  1.800.363.8397 


I! 


j 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1997  by  SAS  Institute  Inc. 
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Design,  navigation  support 
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instructions),  and  I  still  do  most  of  my 
HTML  coding  by  hand.  If  you  do,  too, 
you’ll  absolutely  hate  Trellbc  i.o. 

On  the  other  hand,  if  you  love  frames 
or  know  your  way  around  Word  style 
sheets  and  macros,  then  this  is  a  prod¬ 
uct  you  have  to  get  immediately. 

So  what  is  Trellix?  The  product  is  real¬ 
ly  a  way  for  people  to  visualize  the  struc¬ 
ture  of  complex  documents  and  provide 
a  simple  way  to  navigate  around  them.  It 
is  also  a  tool  to  design  entire  Web  sites, 
and  it  can  be  used  to  prepare  sophisti¬ 
cated  presentations.  Trellix  is  the  latest 
work  to  come  from  Dan  Bricklin,  inven¬ 
tor  of  Visicalc. 

With  Trellix,  I  can  design  how  the  doc¬ 
ument  will  be  structured.  Trellix  allows 
me  to  imbed  graphics,  uniform  resource 
locators  (URL)  and  references  that  work 
the  same  way  as  HTML  links.  The  prod¬ 
uct  runs  on  Windows  95  and  Windows 
NT  4.0.  I  tested  it  on  the  latter  vvdth  32M 
bytes  of  RAM  and  a  200-MHz  Pentium 
clone  machine. 

IMPORT-SAVVY 

You  don’t  have  to  create  your  Trellix  doc¬ 
uments  from  scratch;  Trellix  can  import 
Microsoft  Word  documents  and  make 
some  guesses  about  structure  from 
headings  and  font  sizes.  Here  is  where 
following  style  sheets  is  helpful:  The 
more  structure  you  have  embedded  in 
your  original  Word  document,  the  easier 
it  will  be  to  get  Trellix  to  arrange  your 
work  into  its  own  format. 

But  embedded  tables  in  the  document 
I  imported  came  across  as  straight  text 
that  needed  lots  of  cleaning  up.  Also, 
URLs  referenced  in  my  Word  document 
came  across  with  their  links  ignored. 
And  Word  95  or  97  documents  are  the 
sole  document  import  format  —  it 
would  be  nice  to  import  PowerPoint  pre¬ 
sentations,  too. 

Trellix  imports  various  image  formats 
such  as  Tag  Image  File  Format,  JPEG, 
graphics  interchange  format  and  Win¬ 
dows  bit  maps. 

Once  you  finish  arranging  the  parts  of 
a  document  the  way  you  want  them,  you 
can  export  the  document  to  a  series  of 
Web  pages  or  use  the  viewer  to  create 
presentations  with  complex  documents. 

There  are  some  rough  edges  as  you 
might  suspect  for  a  version  1.0  product. 
Before  I  installed  Word,  Trellix  gave  me 
a  rather  cryptic  OLE  error  when  I  tried 
to  import  a  Word  document.  I  would 
have  preferred  Trellix  to  make  use  of  the 
built-in  Word  Pad  application  as  a  fall¬ 
back  to  Word. 

When  1  imported  large  images,  1 
couldn’t  scroll  across  the  screen  properly. 
Trellix  automatically  installed  the  Mi¬ 
crosoft  Web  Publishing  Wizard  over  an 
existing  copy  on  my  machine  without 
asking  me  if  this  is  what  I  wanted.  And 
viewing  a  URL  from  within  Trellix 
launches  a  new  copy  of  your  browser. 


even  if  you  already  have  one  running. 
None  of  these  are  fatal,  just  annoying. 

So  will  Trellix  work  as  a  general  pur¬ 
pose  Web  site  creation  tool?  Not  really. 


Other  products,  such  as  HTML  Tran¬ 
sit  from  InfoAccess,  Inc.  in  Bellevue, 
Wash.,  are  better  at  converting  Word 
documents  in  bulk  to  HTML. 

And  once  you  convert  your  Trellix 
project  into  HTML,  you  will  have  a  hard 
time  making  any  sense  of  the  resulting 
Web  pages  because  of  the  heavy  use  of 
frames.  You  are  better  off  making  even 
the  smallest  changes  to  the  original  Trel¬ 
lix  format,  then  re-exporting  the  entire 


project  to  a  new  set  of  HTML  pages. 
And  that  can  be  cumbersome. 

But  if  you  have  developed  good  habits 
when  using  Word  style  sheets,  you  will 
probably  take  to  Trellix.  As  for  me,  it  is 
back  to  adding  my  HTML  tags  by  hand 
for  the  time  being.  □ 

Strom  is  an  independent  reviewer  in  Port 
Washington,  N.  Y.  He  can  be  reached  at 
david@strom.com. 
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Smooth  Transitions 


Louis  Poulsen  &  Co.  smoothes  their  transition  to  SAP  R/3  and 
open  systems  with  PATROL 


Denmark’s  Louis  Poulsen  & 
Co.  A/S  is  known  interna¬ 
tionally  as  the  manufacturer 
of  the  world-famous  PH 
lamps,  and  as  sellers  of  elec¬ 
trical  appliances.  Louis  Poulsen  has 
its  production  wing  based  in 
Denmark,  but  sales  and  distribution 
offices  are  spread  around  the  world 
on  four  continents.  Consequently,  it 
is  a  company  with  simultaneous 
requirements  for  advanced  produc¬ 
tion  management,  effective  logistics, 
and  continuous  budget  control 
across  a  geographically  distributed 
environment. 

To  more  effectively  meet  these 
requirements,  Louis  Poulsen  decided 
to  move  their  IT  operations  from  an 
IBM  mainframe  system  to  an  SAP 
R/3  solution  running  on  IBM 
RS/6000  hardware  with  the  Informix 
RDBMS. 

The  benefit  is  obvious  when  the 
entire  system  is  running  smoothly  - 
no  matter  where  in  the  world 
requests  come  from,  everyone 
receives  up-to-date  and  exact  infor¬ 
mation.  However,  when  things  are 
not  running  smoothly,  the  problems 
are  also  obvious. 

Louis  Poulsen  realized  they  could 
more  effectively  utilize  client/server 
solutions  if  they  made  automated 
management  part  of  their  overall 
management  strategy.  Their  first 
step  was  to  introduce  the  IBM 
NetView  product  for  management 
of  their  network  environment.  The 
next  step  was  to  incorporate  auto¬ 
mated  application  and  database 
management  through  the 
PATROL®  Management  Suite  of 
products  from  BMC  Software. 

Peter  Jacobsen,  manager  of  IT 
operations  states  that,  “without  a 
doubt,  automated  monitoring  of  the 
Informix  database,  especially  the 
PATROL  features  that  help  ensure 
log  files  do  not  overflow,  has  helped 
avoid  a  number  of  situations  that 
would  otherwise  have  resulted  in  an 
outage.” 


When  BMC  Software  announced 
in  1996  a  PATROL  Knowledge 
Module  that  would  proactively  man¬ 
age  SAP  R/3,  it  was  an  easy  decision 
for  Louis  Poulsen  to  trial  the  prod¬ 
uct.  “SAP  R/3  comes  with  a  systems 
management  tool  called  CCMS,” 
says  Jacobsen,  “but  to  use  it  you 
need  manual  interaction.  PATROL 
gave  us  the  ability  to  automatically 
monitor  relevant  R/3  parameters 
and,  at  the  same  time,  have  informa¬ 
tion  about  them  presented  to  us 
in  context  with  other  information 
from  PATROL  about  our  data¬ 
bases  and  platforms.  With  PATROL, 
we  get  a  complete  overview  about 
how  our  application  environment  is 
operating.” 

Through  PATROL,  Louis 
Poulsen  learned  of  a  number  of 
important  parameters  in  their  appli¬ 
cation  environment  that  could  be 


monitored  and  tuned  to  support 
higher  application  availability  and 
improve  performance  -  parameters 
they  didn’t  even  know  the  existence 
of  before  PATROL.  Now,  at  any 
time,  they  have  instant  access  to  this 
important  information.  Says 
Jacobsen,  “With  PATROL,  we  have 
a  tool  that  allows  us  to  drill  deep 
into  our  systems,  applications  and 
databases  for  information.  Plus, 
PATROL  lets  us  know  if  changes  we 
are  making  in  one  area  of  our  envi¬ 
ronment  will  have  a  negative  impact 
on  other  areas.  There  are  still  many 
things  we  have  to  learn  about 
PATROL,  but  we  definitely  know  it 
is  necessary  for  future  management 
and  tuning  of  the  system  as  well 
as  our  insurance  for  keeping  up 
with  the  end  users’  demands  for 
availability.” 


“SAP 


PATROL 


believes  that  PATROL® 
currently  offers  one  of  the 
leading  solutions 
for  in-depth  nioni- 

A  Wring  and  management  of  R/3.  It 
is  important  that  our  customers 
have  management  tools  like 
PATROL  that  can  ensure  optimal 
performance  and  high  availability. 

Dr.  Arnold  Niedermaier, 

Technology  Marketing 
SAP  AG 

Top  industry  leaders  are  relying  on 
PATROL  for  a  reason. 

To  find  out  why  visit  us  on  the  Web 
at:  www.bmc.com/patrol 
Or  call  today:  800  811-6766 


SOFTWARE 

www.bmc.com/patrol 


BMC  Softwiie  the  BMC  SoHwire  I09M  and  aM  other  product  or  service  n^nes  are  registered  tiadcmaiks  or  oaoemarts  ot  BMC  LK-” 
m  other  select  courrtnes.  •  and  indicate  USA  legistration  or  USA  tradenurk  Other  logos  and  produ*  -  , mentioned  are  regnt-.  : 

trademarks  o(  their  respective  companies  01997.  BMC  Software,  Inc  All  rights  reserved. 


will  never  be  as  easy,  as  dependable  or 


◄  b 


as  reliable 
as  voice 
networking. 


Fold  page  so  point 
a  meets  point  b. 

See  how  Inter.NetWorking®' 
from  Lucent  Technologies 
is  changing  the  face 
of  networking. 

For  more  complete 
demonstration, 
contact  a  Lucent  Account 
Executive.  (He/She  will 
bring  you  into  the  fold.) 


Lucent  Technologies 

■•H  Labs  innovations 

600  Mountain  Avenue 

htip.//www.lucent.com 

'-«88-4-Lucent 


We  make  the  things  that  make  communications  work 
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The  Enterprise  Network 


LANs  *  WANs  *  Network  Management 


Briefs 

Moab  beta  ships _ 

Novell,  Inc.  has  released  a 
wide-scale  beta  of  its  next- 
generation  IntranetWare  oper¬ 
ating  system,  code-named 
Moab.  It  includes  enhanced 
management  and  application 
support,  Java  Virtual  Ma¬ 
chine,  a  Java  Software  Devel¬ 
oper’s  Kit  and  native  TCP/IP 
support.  The  Moab  beta  CD 
is  free  at  Novell’s  World  Wide 
Web  site:  www.novell.com. 

Exchanging  data 

Casahl  Technology,  Inc.  in 
Danville,  Calif.,  has  an¬ 
nounced  a  version  of  its 
Replic-Action  groupware  inte¬ 
gration  tool  for  Microsoft 
Corp.’s  Exchange  Server  5.5. 
The  software  lets  companies 
integrate  corporate  data  into 
Exchange  applications  and 
costs  $10,000. 

Cisco  adds  service 

Cisco  Systems,  Inc.  has  an¬ 
nounced  plans  to  add  a  net¬ 
work  performance  monitoring 
service  to  its  line  of  network 
management  offerings,  it  will 
sell  EnterprisePro,  a  turnkey 
Web-based  analysis  and  re¬ 
porting  service  administered 
by  International  Network  Ser¬ 
vices,  Inc.  in  Sunnyvale,  Calif. 

IBM  frames  India _ 

IBM  will  begin  offering  data 
services  this  month  to  com¬ 
panies  in  India  from  the 
frame-relay  backbone  of  its 
IBM  Global  Network. 

Worldwide  router 
market  leaders 


Ascend 


Total  units  shipped 
IN  Q3  1997:  356,300 


Don't  let  users 
shut  out  customers 


By  Patrick  Dryden 


LIKE  MANY  BUSINESSES,  John 
Hancock  Mutual  Life  Insurance 
Co.  seeks  ways  to  guarantee 
brisk  response  for  customers 
who  dial  in  to  its  World  Wide 
Web  site. 

But  a  bigger  In¬ 
ternet  pipeline  and 
faster  servers  won’t 
be  enough  to  assure 
adequate  performance  for  elec¬ 
tronic-commerce  applications 
due  next  year,  said  Terry 
Dymek,  director  of  infrastruc¬ 
ture  design  at  John  Hancock  in 
Boston. 

“We  must  make  sure  some 
knucklehead  downloading  a  big 
file  doesn’t  whack  a  customer 
who’s  trying  to  do  business  with 
us,”  Dymek  said. 

To  control  the  flow  of  traffic 
in  and  out  of  network  access 
points,  Dymek  is  evaluating 


tools  designed  to  allocate  limit¬ 
ed  bandwidth  among  internal 
users  and  external  customers. 

Firewall  options  that  add 
such  control  are  available  from 
vendors  including  Checkpoint 
Software  Technologies  Ltd. 
in  Redwood  City,  Calif.,  and 
Ukiah  Software, 
Inc.  in  Campbell, 
Calif.  Racketeer, 
Inc.  in  Campbell 
and  Xedia  Corp.  in  Littleton, 
Mass.,  recently  added  models  of 
their  network  access  controllers. 
And  start-up  Allot  Communica¬ 
tions,  Inc.,  also  in  Campbell, 
plans  to  preview  a  similar  com¬ 
bination  of  hardware  and  soft¬ 
ware  at  Internet  World  ’97  this 
month. 

Each  vendor’s  approach  to 
bandwidth  management  differs 
significantly,  and  no  clear  leader 
has  yet  emerged. 

“When  somebody  gets  the 


NETWORK 

BANDWIDTH 


formula  right,  making  them 
easy  to  test  and  use,  these  prod¬ 
ucts  will  take  off,”  said  John 
McConnell,  president  of  Mc¬ 
Connell  Consulting,  Inc.  in 


Boulder,  Colo. 

There  is  a  “compelling  need 
for  this  kind  of  tool,”  he  said, 
because  network  managers 

Customers,  page  52 


Technology  drives  ad  business 

►  ATM  network  makes  multimedia  easier 


By  Bob  Wallace 


GREY  ADVERTISING,  INC.  recent¬ 
ly  replaced  a  shared  Ethernet 
network  with  an  ATM  backbone 
so  it  could  set  the  stage  for  a  va¬ 
riety  of  new  applications  that 
change  the  way  the  agency  does 
business. 

It  moved  out  a  capacity- 
challenged  Ethernet  network  as 
part  of  a  $2  million  network 
project  to  make  way  for  two 
innovative  video  applications 
and  to  support  existing  media¬ 
buying  and  electronic-billing 
systems. 

The  old  network  couldn’t 
handle  the  crush  of  multimedia 
ad  traffic  for  clients  including 
Dow  Corning  Corp.,  Kraft 
Foods,  Inc.,  Procter  &  Gamble 
Co.,  the  Lee  Apparel  Co.  and 
Nokia  Corp.,  according  to  Mick¬ 
ey  Sidhu,  information  systems 
manager  at  Grey. 

Grey  turned  to  Asynchronous 
Transfer  Mode  (ATM)  equip¬ 
ment  from  3Gom  Corp.  for  its 


Manhattan  headquarters  and 
built  a  nationwide  wide-area 
network  to  link  its  satellite  of¬ 
fices. 

“I  don’t  want  to  say  the  old 
network  was  terrible,  but  it  cer¬ 
tainly  wasn’t  reliable,”  Sidhu 
said. 

The  ATM  network  enabled 
two  applications  —  Emotions,  a 
video  application  that  lets  em¬ 
ployees  in  different  locations  si¬ 


multaneously  play  and  edit  TV 
commercials  frame-by-frame  on 
desktop  computers:  and  Spot 
Rocket,  which  digitizes  pre¬ 
existing  broadcast  commercials 
for  transmission  and  editing 
across  Grey’s  WAN. 

But  there  is  more  to  the  net¬ 
work  than  video  applications. 

Grey  has  created  a  custom 
media-buying  application  that 
quickly  analyzes  TV  programs’ 
ratings  and  demographics  data 
Technology,  page  52 


FRAME  RELAY 

Volvo  taps 
AT&T  for 
global  net 

By  Matt  Hamblen 


SOON,  WHEN  A  VOLVO  truck  en¬ 
gineer  from  Sweden  logs  on  to 
a  PC  at  the  Greensboro,  N.C., 
Volvo  truck  plant,  he  will  have 
access  to  all  the  truck  data  he 
uses  at  home. 

That’s  happening  because 
Volvo  Data  North  America,  Inc. 
in  Greensboro  is  building  a 
global  network.  It  has  recently 
hired  AT&T  Corp.  in  Basking 
Ridge,  N.J.,  to  create  a  200- 
node  frame-relay  network  with 
its  truck  dealerships.  A  separate 
managed  router  service  links 
more  than  30  warehouses  and 
remote  sites  for  its  subsidiaries 
that  build  cars  and  trucks,  as 
well  as  marine  and  construction 
equipment. 

“Our  goal  is  to  have  all  data 
Volvo,  page  53 


GREY'S  NETWORK  APPLICATIONS 


Emotions:  Video  application  lets  employees  in  different  locations 
simultaneously  play  and  edit  TV  commercials  frame-by-frame  on  desktop 
computers. 

Spot  Rocket:  Digitizes  pre-existing  broadcast  commercials  for 
transmission  and  editing  across  Grey’s  WAN. 

Custom  media  buying  application  analyzes  TV  programs'  ratings 
and  demographics  data  so  the  agency  can  selectively  purchase  airtime  on 
shows  whose  audiences  are  most  likely  to  purchase  its  customers'  products. 

Electronic  billing  system  lets  the  ad  agency  automatically  invoice 
clients’  media  purchases. 
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must  take  charge  of  service  levels. 

A  few  early  adopters  have  already  dis¬ 
covered  the  benefits  of  these  tools. 


"When  somebody 
gets  the  formula  right, 


system  administra¬ 
tor  at  Avenue  Edit. 

“That’s  a  real 
problem  for  ac- 

making  [network  tools]  countants  who  key 


easy  to  test  and  use, 
these  products  will 
take  off." 

-  John  McConnell, 
McConnell  Consulting 


in  numbers  then 
look  at  the  screen 
and  wonder  where 
they  went,”  Fergu¬ 
son  said. 

He  said  he  used 
PacketShaper  from 
racketeer  to  assign 
a  minimum  perfor¬ 
mance  level  for 
Telnet  traffic,  giv¬ 
ing  users  subsec¬ 
ond  response  times.  Electronic  mail  gets 
second  priority,  and  Web  surfing  gets  the 
lowest  priority,  so  essential  work  always 
takes  precedence. 

“Managing  use  of  the  existing  band¬ 
width  let  us  postpone  an  upgrade  to  a 
faster  link  at  a  higher  recurring  cost,” 
Ferguson  said. 

Internet  service  provider  XS  Band¬ 
width  Associates  in  New  York  almost 
had  to  develop  its  own  traffic  manager  to 
deliver  a  minimum  information  rate  for 
commercial  and  residential  service 
throughout  Manhattan,  said  Jimmy 
Rodgers,  sales  director  at  the  company. 

XS  Bandwidth  already  applies  Xedia’s 
AccessPoint  at  six  buildings  with  45M  or 
155M  bit/sec.  aggregate  links  to  its  net¬ 
work  operation  center.  A  commercial 
customer  such  as  a  Web  hosting  compa¬ 
ny  can  buy  3M  bit/sec.  guaranteed  mini¬ 
mum  bandwidth  with  burstable  service 
to  loM  bit/sec. 

XS  Bandwidth  next  year  will  use  this 
tool  to  upgrade  Internet  access  for  resi¬ 
dents  of  250  buildings  managed  by 
Trump  Organization,  Inc.  They  will  get 
IAN  access  speeds.  “Without  a  regulator, 
everyone  would  get  first-come,  first- 
.seix'ed  access,”  Rodgers  said.D 


Technology  drives  advertising  bnsiness 
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to  help  the  agency  identify  airtime  on 
shows  with  the  size  and  type  of  audience 
an  advertiser  wants.  The  advertising 
agency  also  can  automatically  invoice 
clients’  media  purchases  using  an  elec¬ 
tronic  billing  system  that  doesn’t  rely  en¬ 


tirely  on  the  ATM  network. 

Grey  also  custom-developed  a  docu¬ 
ment-imaging  application  that  lets  users 
scan  and  manipulate  any  text  or  graphi¬ 
cal  print  ad. 

“Instead  of  users  coming  to  us  with 


their  needs  and  us  responding,  we  take 
action  and  provide  them  the  technology 
they  need,  and  then  market  it  aggres¬ 
sively  to  them  so  they  know  what  they 
can  do  with  it,”  Sidhu  said. 

Grey  chose  ATM  because  the  ad 


FIGHT  FOR  ACCESS 

For  example.  Avenue  Edit,  Inc.  saved  the 
cost  of  upgrading  its  wide-area  network 
link  to  a  remote  office. 

Users  in  the  California  branch  had  to 
fight  for  access  to  the  56K  bit/sec.  path 
to  headquarters  in  Chicago,  where  Unix 
servers  host  all  applications  for  the  tele¬ 
vision  postproduction  company. 

During  peak  periods,  someone 
launching  the  file  transfer  protocol  at  a 
graphics  station  could  slow  by  as  much 
as  a  minute  the  response  time  for  those 
running  Telnet-based  applications,  said 
Robert  Ferguson, 


Not  to  push  your  panic  button,  but  are  you  ready  for  a  disruption  to 


your  critical  business  operations?  Most  businesses  aren't.  But  don't 


worry.  Our  1  997  VULNERABILITY  INDEX®  and  SELF-ASSESSMENT  can  help  you 


determine  just  how  vulnerable  your  networks  and  systems  are.  And  more 


importantly,  what  you  can  do  to  change  that. 


HOW 


COOL  ARE  YOU? 


Call  1-800-2  72-9792  for  your  copy  today.  It's  your  best  bet  against  risk 


in  the  wild  and  crazy  world  of  Internets,  intranets,  LANs  and  WANs.  And 


it's  free.  How  cool  is  that? 


COMDISCO 


A  TICHN0L06Y  SERVICiS  COMPANY 


Call  1-800-2  72-9792  or  visit  www.comdisco.com/vi 


to  request  your  tree  1997  VULNERABILITY  INDEX* 


and  SELF-ASSESSMENT  today. 


To  learn  more,  visit  www.cemdisco.cem  or  coll  1-800-272-9792. 
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Volvo  taps  AT&T  for  net 
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agency  needed  a  high-speed  technology 
that  supported  traffic  prioritization,  and 
ATM  was  the  only  game  in  town. 

“If  I  had  to  do  it  over  again  today,  I’d 
still  pick  ATM,  as  Gigabit  Ethernet  prod¬ 
ucts  aren’t  standardized  yet,”  Sidhu 
said.  “But  if  I  had  to  do  this  eight 
months  from  now.  I’d  consider  Gigabit 
Ethernet.” 

Gigabit  Ethernet  doesn’t  have  traffic 
prioritization  features  and  wasn’t  de¬ 


signed  to  handle  voice. 

“They’ve  done  an  excellent  job 
matching  their  applications  with  the 
technology  that  can  best  support  them,” 
according  to  Daniel  Briere,  president  of 
TeleChoice,  Inc.,  a  Verona,  N.J.,  consul¬ 
tancy. 

“Grey  is  taking  full  advantage  of 
ATM’s  capabilities  to  roll  out  applica¬ 
tions  that  improve  the  way  the  firm  op¬ 
erates,”  Briere  added.  □ 


available  anywhere,  given  your  authority. 
At  least  for  engineering,  we  will  have 
that  quite  soon,”  said  Lars  Astrom,  pres¬ 
ident  of  Volvo  Data  North  America. 
“What  we  are  trying  to  do  is  be 


smarter  than  our  competitors,”  Astrom 
said.  “We  are  trying  to  work  out  syner¬ 
gies  between  our  various  companies  and 
build  competitive  advantages,  and  this 
means  we  have  a  large  commitment  in 
IT  to  fit  everything  together.” 

With  help  from  the  new  network,  Vol¬ 
vo  hopes  to  boost  its  tractor-trailer  from 
third  place  worldwide  to  first  or  second. 

Astrom  leads  a  company  of  90  infor¬ 
mation  systems  staffers  who  manage  all 
the  North  American  networks  and  work 
with  staff  at  four  separate  North  Ameri¬ 
can  Volvo  companies  that  build  applica¬ 
tions.  One  of  his  top  priorities  is  to  allow 
employees  worldwide  to  share  databases 
of  information  on  standard  modules  for 
trucks,  which  vary  in  design  by  country. 

Why  AT&T?  “We  were  looking  for 
someone  who  could  provide  a  good  cost 
solution  and  good  quality,  and  they  had 
the  brand  name  and  history  that  mat¬ 
tered,”  Astrom  said. 

Volvo  also  uses  network  services  from 
Sprint  Corp.  in  Kansas  City,  Mo.,  as  well 
as  an  international  link  to  Europe  by 
Global  One,  a  joint  venture  of  Sprint, 
Deutsche  Telekom  and  France  Telecom, 
which  replaces  a  link  by  AT&T. 


Volvo's  Lars  Astrom:  "What  we  are 
trying  to  do  is  be  smarter  than  our 
competitors" 


AT&T  had  some  delays  as  it  set  up  the 
frame  connections,  but  Astrom  said  Vol¬ 
vo  has  been  pleased  overall  because  of 
solid  service  offered  by  “a  very  good  ac¬ 
count  team”  in  Greensboro.  “When  we 
have  had  problems,  there  has  always 
been  management  responsiveness.” 

Volvo  managed  to  build  some  unusual 
guarantees  into  its  frame-relay  contract, 
including  rebates  for  service  failures  and 
the  ability  to  find  another  carrier  if  one 
frame-relay  node  fails,  according  to  As¬ 
trom  and  AT&T  officials.  With  many  net¬ 
work  services  vendors  knocking  on  cor¬ 
porate  doors,  AT&T’s  reputation  and 
account  teams’  support  is  valuable,  said 
Rosemary  Cochran,  an  analyst  at  Vertical 
Systems  Group,  Inc.  in  Dedham,  Mass. 

“On  an  absolute  basis,  AT&T’s  prices 
are  higher  than  the  competition,  but  it 
depends  on  the  contract  that’s  written" 
and  the  intangibles  of  service,  she  said. 
“Anecdotally,  we  hear  that  how  well  a 
carrier’s  account  support  team  is  trained, 
understands  the  data  applications  and 
networking  and  the  business  typically 
makes  the  difference  for  customers.”  □ 
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Software 


Databases  *  Development  *  Operating  Systems 


Briefs  Black  &  Decker  turns  to  new  tools 


"The  software  is  the 
enabler.  The  ultimate 
success  or  failure  of  a 
re-engineering  project  is 
in  the  people  and  the 
business  process  and  how 
you  execute  those  new 
processes." 

-  Black  &  Decker's  Mark 
Dailey  on  the  toolmaker's 
implementation  of  SAP's  R\3 
and  other  software  systems 

See  story  at  right 

Calendar  software 

Campbell  Services,  Inc.  in 
Southfield,  Mich.,  is  shipping 
OnTime  4.1,  an  upgrade  of  its 
calendaring  software  that 
now  has  a  World  Wide  Web 
interftice  that  more  closely 
resembles  the  OnTime  Win¬ 
dows  client.  It  costs  $40  to 
$56  per  user  depending  on 
the  number  of  users. 


By  Randy  Weston 


BLACK  &  DECKER,  INC.’s  North 
American  power-tool  division  is 
turning  to  unfamiliar  tools  — 
client/server  software  —  to  im¬ 
prove  its  customer  service  and 
planning. 

The  company  is  moving  from 


a  set  of  homegrown  mainframe 
applications  to  new  packaged 
applications,  including  SAP 
AG’s  R/3  business  process 
automation  software  and 
Manugistics,  Inc.’s  supply-chain 
management  software. 

Black  &  Decker  hopes  a  tech¬ 
nology  overhaul  will  give  em¬ 


ployees  the  tools  to  execute  a 
massive  re-engineering  of  busi¬ 
ness  processes  to  better  serve 
the  stores  such  as  Wal-Mart  and 
Kmart  that  carry  Black  &  Deck¬ 
er  products. 

The  power-tool  division  in 
Towson,  Md.,  hopes  to  have  the 
entire  project,  begun  earlier  this 


year,  completed  by  mid-1999.  It 
is  implementing  Manugistics 
first  to  get  early  return  on 
investment  through  reduced 
inventory  and  better  planning. 
It  will  tie  the  system  to  existing 
mainframe  applications  while 
R/3  is  rolled  out. 

Black  &  Decker,  page  58 


Empress  Software, 

Inc.  in  Creenbelt, 

Md.,  in  February 
plans  to  ship  an 
upgrade  of  its 
embedded  data¬ 
base  with  support 
for  multimedia  data 
types  and  building 
customized  func¬ 
tions  that  can  be 
reused  in  multiple 
applications.  Em¬ 
press  RDBMS  Ver¬ 
sion  8  is  a  compact  database 
aimed  at  embedded  systems 
developers.  Per-user  prices 
range  from  $500  to  $900. 


Informix; 

Simplify, 

simplify 


Raven,  a  network  of  telescopes  like  the  one 
above,  gives  the  Air  Force  and  NASA  up-to- 
date  locations  on  all  8,000  satellites  and 
celestial  bodies  they  track  in  order  to 
protect  the  space  shuttle  and  other  craft 


Object  code  keeps 
space  watch  cheap 

>  Tracking  facility  for  U.S.  uses 
reusable  software  components 

By  Sharon  Gaudin 

TURNING  TO  REUSABLE  Components,  a  satellite 
tracking  contractor  for  the  U.S.  Air  Force  cut  the 
cost  of  software  for  its  new  automated  space  sur¬ 
veillance  system  to  $500  from  as  much  as 
$200,000. 

Analysts  said  more  and  more  users  will  start  to 
find  that  reusable  components  in  their  arsenals 
and  those  of  their  consultants  will  save  them  time 

Object,  page  58 


Panda:  Take 
this  software 
-  please! 

By  Gordon  Mah  Ung 


PANDA  SOFTWARE  is  giving  away 
the  store  in  hopes  of  building 
up  a  business  in  the  U.S. 

The  company,  based  in  Spain 
and  with  offices  in  San  Francis¬ 
co,  is  offering  its  products  free 
in  a  mad  dash  to  enter  the  U.S. 
corporate  antivirus  market. 

Customers  can  use  the  prod¬ 
ucts  free  for  three  months.  Pan¬ 
da  offers  antivirus  scanners  for 
Panda,  page  58 


Data  cleansing 

Firstlogic,  lnc.’s  I.D.Centric 
unit  has  announced  software 
that  cleanses  customer  data 
stored  in  data  warehouses  or 
database  marketing  applica¬ 
tions.  Clear  ID  1.00  can  tap 
in  to  a  consumer  directory 
and  verify  information  that  a 
company  has  on  individuals, 
according  to  La  Crosse,  Wis.- 
based  Firstlogic.  The  tool 
also  can  add  missing  pieces 
of  demographic  data  and 
update  recent  address 
changes.  Prices  start  at 
$90,000. 


►  Merges  product  line 
into  one  database 
with  options 


By  Craig  Stedman 


ALL  FOUR  ONE. 

That  is  the  new  mantra  at 
beleaguered  Informix  Software, 
Inc.,  which  is  smooshing  its 
four  databases  into  a  single 
product  line  and  cutting  some 
prices.  Announced  last  month, 
the  repackaging  leaves  Informix 
with  a  core  database  engine  and 
a  menu  of  options  supporting 
data  warehousing,  object  tech¬ 
nology  and  other  functions. 

The  change  is  meant  to  blunt 
sniping  from  rivals  that  the 
Informix  database  family  is  dis- 


Visa's  John  Valente:  “Informix's  big  problem  has  been  their  financial  management,  not  their 
product  line" 


jointed,  while  also  making  it 
simpler  to  do  business  with  the 
Menlo  Park,  Calif.,  company. 

Some  users  said  the  new 
packaging  approach  should 
at  least  make  upgrading  to 
Informix’s  parallel  and  object/ 


relational  technologies  less  cost¬ 
ly.  “This  could  make  a  big  dif¬ 
ference  as  I  look  at  budgeting 
over  the  next  two  years,”  said 
Janice  Richardson,  manager  of 
systems  and  operations  for  the 
city  of  Aurora,  Colo. 


The  Informix  object-enabled 
Universal  Server  could  boost 
processing  speeds  and  let  the 
city  build  more  complex  func¬ 
tions  into  its  databases,  Richard¬ 
son  said.  But  the  software’s 
Informix,  page  60 
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A  NEW  CONCEPT  IN  DOWNSIZING 
THE  COST  OF  COMPUTING  NOW 
INTRODUCING  F^M  LOm 

IT’S  THE  NEXT  BIG  GIG 


Ipay  only  for  what  you  use  and  blow  your  budget  on  bonuses. 

I  Lotus  eSuite™  is  your  first  real  reason  to  consider  network  computing  as  a  viable  desktop 
strategy.  eSuite  Workplace™  is  an  integrated  set  of  Java“-based  applets  combined  with  an 
easy-to-use  interface,  designed  to  bring  the  right  tools  to  the  right  people. 

eSuite  Workplace  means  desktop  applications  reside  on  the  server.  It's  like  your  own 
central  command  post,  providing  more  control  for  easier  maintenance.  eSuite  Workplace 
applets  are  small,  fast  and  modular.  You  load  only  those  tools  that  are  essential  to 
users.  The  Workplace  desktop  gives  users  a  single  point  of  access  to  everything  they 
need  -  business  productivity  applets,  legacy  data,  e-mail  and  the  Web.  That  equates 
to  greater  productivity  and  a  sizable  reduction  in  overall  software  deployment, 
maintenance,  training  and  support  costs.  Which  all  adds  up  to  a  computing  budget 
you  can  swallow,  or  even  spread  around  a  bit. 

eSuite  Workplace  IS  CROSS-PLATFORM,  BUILT  FROM  THE  GROUND  UP  IN  JAVA. 

eSuite  Workplace  runs  on  any  operating  system.  There’s  no  need  to  support  separate 
versions  for  different  platforms.  And  it’s  task-focused,  snappy  and  easy  to  use,  so  you  won’t 
be  running  from  user  to  user  dishing  out  advice.  Think  of  the  dollars  saved,  the  hours 
gained,  the  nuisance  avoided.  Lotus  eSuite  looks  like  a  lot  more  than  the  next  big  gig  in 
computing.  It’s  the  advent  of  an  entirely  new  way  to  work. 

Next  steps  on  your  agenda:  learn  more  about  eSuite  technology.  Give  us  a  call  at  1  800 
872-3387,  ext.  D605.  Or  visit  us  at  our  website  www.esuite.lotus.com  for  more  information. 


eSutte  WorkPlacev 

transforms  the  desktop 


DESIGNED  FOR 
JAVA 

COMPACT, 

EASY-TO-USE  APPLETS 

INTUITIVE 
USER  INTERFACE 

EASY  WEB 
ACCESS 


e-business 


Working  Together' 
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COMPARING  VIRUS  VENDOR  SUPPORT 


Vendor  :  /  - 

Panda  Software  24-hour  phone  support,  365  days 

San  Francisco  per  year 

McAfee  Associates  Phone  support  6  a.m.  to  6  p.m. 
Santa  Clara,  Calif.  PST.  With  the  merger  of  Network 

General,  McAfee  may  offer  24- 
hour,  7-day  per  week  response 

Symantec  Several  levels  of  support  for 

Cupertino,  Calif.  added  cost;  Platinum  care  offers 

24-hour,  7-day  per  week  response 


Object  tracking 

CONTINUED  FROM  PAGE  55 


Panda 

DOS,  Windows  3.1,  Windows 
95,  Windows  NT  Workstation, 
OS/2  and  NetWare,  plus 
monthly  updates.  But  wait, 
there’s  more.  Panda  is  also 
pledging  to  give  corporate  cus¬ 
tomers  24-hour,  seven-day-per- 
week  telephone  support.  And 
Panda  said  it  will  create  inocu¬ 
lations  within  24  hours  for 
viruses  users  bring  to  its  atten¬ 
tion. 

Companies  that  try  the  pack¬ 
age  and  decide  not  to  pay  for 
support  past  the  90-day  trial 
can  continue  to  use  it  anyway. 
Companies  that  like  the  product 
and  want  continued  support 
and  virus  updates  must  license 
the  product  and  pay  for  “anti¬ 
virus  insurance." 

PRICE  IS  RIGHT 

The  cost  is  competitive  with 
leading  products.  A  license  for 
a  company  with  50  to  299  seats 
costs  about  $35  per  PC.  The  ini¬ 
tial  license  includes  service  and 
support  for  one  year.  Additional 
support  must  be  renewed. 

Panda  officials  said  the  offer 
is  the  only  way  to  get  into  the 
corporate  antivirus  market, 
which  is  dominated  by  Syman¬ 
tec  Corp.  in  Cupertino,  Calif, 
and  McAfee  Associates,  Inc.  in 
Santa  Clara,  Calif 

But  sometimes  you  can’t  even 
give  your  product  away. 


Black  &  Decker 

C  ONTINUED  FRO  M  PAGE  55 

“Our  customers  wanted  con¬ 
sistent,  reliable  on-time  deliv¬ 
ery,"  said  Mark  Dailey,  vice  pres¬ 
ident  of  supply  chain  operations 
at  the  division. 

“We  had  no  single  point  of 
contact  for  customers,"  he 
added.  “When  a  customer  called 
with  a  question,  often  we  had  to 
call  them  back  with  the  infor¬ 
mation  they  wanted." 

With  the  new  system,  order 
information  will  be  easily  acces¬ 
sible  to  Black  &  Decker  employ¬ 
ees  so  they  can  answer  a  cus¬ 
tomer’s  questions  on  the  spot. 

Analyst  Jack  Maynard  at 
Aberdeen  Group,  Inc.  in  Boston 
said  Black  &.  Decker  suffers 
from  ailments  that  plague  many 
manufacturing  companies. 

“Because  Black  &  Decker  is 
an  old  firm,  it  has  all  of  the 
problems  of  a  successful  com¬ 
pany  accumulating  procedures 
over  time  that  just  don’t  keep 
up  with  the  tinres,"  Maynard 


“I  would  have  to  say  I  have  a 
brand-recognition  issue  here," 
said  Kinloch  Dunlap,  corporate 
director  of  MIS  at  Gilbert  and 
Bennett  Manufacturing,  Inc.  in 
Taccoa,  Ga.  Dunlap,  whose 
company  runs  both  Symantec 
and  McAfee  products,  said  he 
sees  no  need  to  change,  espe¬ 
cially  to  an  unknown  company. 

Even  the  promise  of  24-hour 
phone  support  isn’t  very  entic¬ 
ing  because  he  rarely  finds  the 
need  to  contact  antivirus  ven¬ 
dors,  Dunlap  said. 

Earl  McKinney,  MIS  director 
at  Carroll’s  Eoods,  Inc.  in  War¬ 
saw,  N.C.,  which  uses  McAfee 
products,  said  he  is  wary  of 
placing  the  security  of  the  com¬ 
pany  in  the  hands  of  an  un¬ 
known  company.  “If  it’s  for 
free,  there’s  got  to  be  some¬ 
thing  wrong  with  it,"  he  said. 
McKinney  also  said  he  prefers 
support  on  the  Internet  to  direct 
phone  support. 


said.  “This  is  very  true  in  man¬ 
ufacturing  organizations,  more 
than  others." 

In  fact.  Black  &  Decker’s 
problems  didn’t  stop  at  cus¬ 
tomer  information.  Dailey  said 
the  company  often  would  send 
the  “wrong  product  to  the 
wrong  location"  because  it 
wasn’t  properly  managing 
orders  or  inventory. 

The  toolmaker  also  wasn’t 
planning  well  for  seasonal 
spikes  in  sales.  It  often  found 
itself  with  excess  inventory  at 
the  end  of  the  busy  Christmas 
and  outdoor  seasons.  It  also  was 
slow  to  react  to  any  buying 
changes  so  that,  for  example,  if 
a  particular  power  saw  wasn’t 
selling  well,  the  manufacturing 
plant  took  longer  than  it  should 
have  to  slow  production  of  the 
model. 

But  those  problems  are  being 
addressed  with  a  complete 
revamp  of  the  company’s  busi¬ 
ness  processes  and  new 
software  to  manage  them  (see 
chart). 

At  one  site  already  live  on 
Manugistics,  a  Black  &  Decker 


Panda  officials  point  to  their 
certification  from  the  National 
Computer  Security  Association 
and  the  U.K.-based  Checkmark 
rating  as  proof  they  have  a  qual¬ 
ity  product. 

Panda’s  intention,  they  said, 
is  simply  to  force  an  opening  in 
the  market  and  become  third  or 
fourth  in  market  share  within 
two  years. 

Ted  Julian,  an  Internet  ana¬ 
lyst  at  International  Data  Corp. 
in  Eramingham,  Mass.,  said 
Panda  faces  an  uphill  battle. 

Panda  may  have  a  chance, 
considering  the  growth  in  serv¬ 
er  antivirus  products.  Julian 
said  the  phone  support  pledge 
may  also  help  Panda’s  public 
appearance  because  it  says  the 
company  will  stand  behind  its 
products. 

But  the  free  phone  support 
pledge  could  backfire  if  Panda’s 
growth  explodes  in  the  U.S., 
Julian  said.  □ 


planner  who  used  to  take  two 
and  a  half  days  to  forecast  sales 
and  calculate  production  levels 
for  the  outdoor  season  does  the 
same  job  in  20  minutes. 

“We  are  now  starting  to  react 
much  more  quickly  than  ever 
before,"  Dailey  said.  “We  have 
to  drive  forecast  errors  down. 
The  information  is  there;  we 
were  just  not  simulating  and 
accumulating  it  well.  Now  we 
have  the  tools  to  do  that.” 

About  70  people  are  dedicat¬ 
ed  to  the  project  full  time.  Dai- 


and  money. 

Rocketdyne  Technical  Ser¬ 
vices,  which  operates  and  main¬ 
tains  a  Maui  space  surveillance 
system  for  the  U.S.  Air  Force, 
needed  software  to  run  a  new 
remote-control  telescope  and 
sensor  system  that  tracks  satel¬ 
lites  and  astronomical  objects 
such  as  asteroids  and  comets. 
And  because  defense  spending 
is  no  longer  astronomical,  Rock¬ 
etdyne  needed  to  do  it  within  a 
tight  budget. 

The  only  way  to  do  that  was 
to  develop  the  program  that 
runs  the  entire  system  with 
prebuilt,  reusable  chunks  of 
software  instead  of  developing 
customized  applications,  said 
Daron  Nishimoto,  a  staff  physi¬ 
cist  at  Rocketdyne. 

Nishimoto  said  the  consultant 
who  promised  to  put  together 
the  software  with  prebuilt  com¬ 
ponents  was  the  find  of  a  life¬ 
time. 

“The  defense  budget  is  con¬ 
stantly  getting  cut  now,  so  the 
Air  Force,  which  funds  us,  is 
looking  for  ways  to  do  projects 
cheaper,”  said  Nishimoto,  who 
operates  the  new  system,  called 
Raven.  “I’ve  never  seen  a  sys¬ 
tem  that  had  so  much  capability 
using  software  off  the  shelf. 
This  is  really  high-grade,  low- 
cost.  I’ve  never  seen  anything 
like  it.” 


ley  said  they  are  an  equal  mix 
of  functional  businesspeople, 
information  systems  technical 
staffers  and  consultants.  In  fact, 
consulting  is  one  of  the  major 
costs  of  the  project. 

Dailey  would  not  disclose  the 
budget  for  the  project,  but  he 
said  Black  &  Decker  is  spending 
about  $3  to  $5  on  consulting 
services  for  every  $i  spent  on 
software  licenses.  Most  of  the 
consultants  are  from  Ernst  & 
Young  LLP  and  the  vendors,  he 
said.  □ 


He  added  that  the  entire  proj¬ 
ect,  including  hardware  and 
other  equipment,  cost  less  than 
$80,000. 

Rocketdyne  built  the  remote 
tracking  system,  a  portable  net¬ 
work  of  automated  telescopes, 
to  augment  its  permanent  facil¬ 
ity  in  Maui.  Raven  is  a  network 
of  portable,  automated  tele¬ 
scopes.  The  software  controls 
the  dome,  telescopes,  camera 
and  sensors.  It  also  lets  Nishi¬ 
moto  operate  the  telescopes 
remotely  over  the  Internet. 

Nishimoto,  who  will  be  the 
physicist  using  the  new  system, 
said  Raven  needs  to  run  contin¬ 
uously,  giving  the  Air  Force  and 
NASA  up-to-date  locations  on 
all  8,000  satellites  and  celestial 
bodies  they  track.  The  informa¬ 
tion  is  used  to  ensure  that  the 
space  shuttle,  the  space  station 
and  new  satellites  don’t  crash 
into  anything  in  their  orbit. 

SOUNDS  CRAZY 

“I  put  the  project  out  to  bid, 
and  most  bids  came  in  around 
$150,000,  and  one  was  up  to 
$200,000,”  Nishimoto  said. 
“Software  Bisque  came  in  at 
$500,  with  updates  at  $99.  I 
said,  ‘You’re  crazy,  but  I’ll  take 
it.’  ” 

Matt  Bisque,  one  of  the  co¬ 
owners  of  Software  Bisque,  Inc. 
in  Golden,  Colo.,  said  he  could 
do  the  project  so  inexpensively 
because  he  simply  had  to  stitch 
together  prebuilt  components. 
Software  Bisque  builds  tracking 
software  for  amateur  as¬ 
tronomers. 

“They  wanted  it  automated 
and  to  work  remotely.  I  had  al¬ 
ready  built  ActiveX  components 
that  I  was  able  to  drop  into  ap¬ 
plications  to  do  that,”  said 
Bisque,  who  runs  the  company 
with  his  three  brothers  —  two 
of  the  group  are  developers  and 
two  are  astronomers.  “We  had 
already  done  the  work  —  about 
10  man-years  of  work  —  so  we 
didn’t  have  to  do  it  again.  I  can’t 
imagine  doing  the  project  start¬ 
ing  from  scratch.” 

Karen  Boucher,  director  of 
The  Standish  Group  Interna¬ 
tional,  Inc.  in  Dennis,  Mass., 
said  component  reuse  is  on  the 
rise  after  catching  hold  only  a 
year  ago.  “This  is  an  extreme 
example,  but  it  does  show  how 
you  can  save  money  and  time 
building  applications  through 
components,”  she  said.  She 
added  that  users  can  generally 
save  one-half  to  two-thirds  the 
cost  of  developing  from 
scratch.  □ 


Black  &  Decker  is  installing  several  software  packages 
to  handle  new  business  processes 

1  Vendor 

Function  | 

SAP 

Wayne,  Pa. 

Enterprise  resource  planning 

Manugistics 
Rockville,  Md. 

Demand,  supply  and  transportation 
management 

IBM 

Armonk,  N.Y. 

Product  data  management 

McHugh 
Waukesha,  Wis. 

Distribution  and  warehouse 
management 

Behind  every  great  person  stands  another  great  person.  In  this  case,  it  happens  to  be  more  than  65,000  service 
people.  For  over  15  years  Compaq  has  v/orked  with  some  of  the  finest  service  partners  worldwide.  Today  our 
combined  expertise  provides  our  customers  with  the  most  comprehensive  IT  life-cycle  management  services 
possible.  We  plan.  We  implement.  We  maintain.  We  upgrade.  We  listen  to  your  specific 
needs.  Then  we  deliver  solutions  that  have  a  positive  impact  on  your  business. 

As  the  company  that  sells  the  most  computers  on  the  planet, 
we  believe  that  one  person  has  the  power  to  change  the 
world.  65,000?  The  possibilities  are  endless. 
www.compaq.com/support 
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price  was  too  steep  before,  she  added. 

Universal  Server  had  cost  $2,500  per 
user,  but  now  its  object  features  are  a 
$300-per-user  option  to  Informix’s  core 
relational  technology,  which  is  still 
$1,500  per  user. 


Several  multimedia  plug-in  modules 
that  were  part  of  Universal  Server  but 
not  needed  by  all  users  have  been  un¬ 
bundled.  Each  will  now  be  sold  separate¬ 
ly  for  between  $200  and  $500  per  user. 

Informix’s  flagship  Online  Dynamic 


’  Web -deployable  enterprise 
applications  —  today 

Self-Evident 
Applications™ 
featuring  zero  training 
browser  technology 

•  Activity-based  nranagement 

•  Workflow-automated  processes 

•  Self-service  capablities 

•  Financials,  human  resources, 
procurement  and  supply  chain 
management 

•  Enterprise  business  software 
provider  to  these  leading 
companies: 

McDonalds  Corporation 
Wltlgreen  Company 
Sears,  Roebuck  and  Company 
The  Penn  Traft'ic  Company 
Dayton  Hudson  Corporation 
Polo  Ralph  Lauren 
Wilsons  The  Leather  Experts 
Costco  Companies 
SUPERVALU  INC. 

Find  out  more  @  ww'w.lawson. com/guide 


Lcadiiii’  Hdi’e  TecluioU\\iy 
Without  The  Attitude"' 


Server  database  was  renamed  and  is  now 
simply  called  Dynamic  Server. 

Informix  is  also  splitting  its  OnLine 
XPS  parallel  database  into  a  pair  of  add¬ 
on  options  that  together  cost  $800  per 
user  less  than  XPS  did.  Also  being  pack¬ 
aged  as  options  are  its  workgroup  data¬ 
base,  MetaCube  data  analysis  server  and 
World  Wide  Web  connectivity  software. 

Maribeth  Anderson,  manager  of  tech¬ 
nology  at  First  Chicago  Mercantile  Ser¬ 
vices  LLC,  said  the  lower  price  for  Uni¬ 
versal  Server  “makes  the  point  of  entry  a 
little  bit  easier  to  take"  for  users  who 
don’t  need  the  multimedia  capabilities. 

First  Chicago  uses  OnLine  Dynamic 
Server  to  run  a  tax  payment  processing 
application  for  the  Internal  Revenue 
Service. 

But  it  has  been  looking  at  Universal 
Server  for  a  proposed  decision-support 
application  that  would  involve  heavy-duty 


analysis  of  economic  data,  Anderson 
said. 

The  repackaging  is  part  of  Informix’s 
effort  to  increase  sales  and  recover  from 
its  ongoing  financial  debacle.  The  plan 
was  announced  just  after  the  company 
reported  a  $iii  million  third-quarter 
deficit  and  a  financial  restatement 
stretching  back  to  1994  [CW,  Nov.  24]. 

But  not  everyone  was  wowed  by  the 
repackaging.  “I  can  see  why  they  want  to 
simplify  things,  but  it  doesn’t  really  give 
us  anything  that  benefits  us  yet,”  said 
John  Valente,  senior  vice  president  of  the 
information  applications  division  at  Visa 
International,  Inc.  in  San  Francisco. 
Valente  said  that  what  he  really  wants  to 
see  is  prompt  delivery  of  some  promised 
new  features,  such  as  higher-speed  data 
replication  that  could  help  Visa  distrib¬ 
ute  information  about  member  credit- 
card  companies  to  its  regional  offices.  □ 


Getting  Informix  back 
on  the  offensive 


Informix  has  taken  one  financial  blow  after 
another  during  the  past  seven  months.  Now 
the  company  needs  to  go  back  on  the  offen¬ 
sive,  says  CEO  Robert  Finocchio,  who  was 
interviewed  last  month  by  Computerworld 
Editor  Paul  Gillin  and  Senior  Editor  Craig 
Stedman. 

CW:  Is  there  more  cost-cutting  in  your 
future? 

ROBERT  FINOCCHIO:  No.  Our  strate¬ 
gy  now  is  to  grow  the  company,  to  play 
offense  rather  than  defense.  This  is  not  a 
time  for  us  to  go  into  a  retreat.  I  don’t 
want  to  turn  our  company  into  a  wasting 
asset. 

CW:  Can  you  still  afford  to  develop  all  of 
your  products? 

RF:  We  chose  our  current  expense  lev¬ 
el  so  we  would  be  able  to  maintain  our 
development  investments.  We  haven’t 
changed  the  product  plan  since  I  came 
to  the  company  [in  July],  I  adjusted  a  few 
knobs  and  changed  our  focus  a  bit,  but 
basically,  we’re  staying  with  the  same 
product  architecture  we  had. 

CW:  Do  you  expect  better  results  in  the 
next  six  months? 

RF:  My  focus  is  on  gaining  traction. 
Certainly,  in  the  third  quarter,  customers 
put  buying  decisions  on  hold  because  of 
all  the  uncertainty  we  were  operating  un¬ 
der.  Now  a  lot  of  that  uncertainty  is 
gone,  and  we’re  hopeful  that  we  can  start 
closing  some  business.  But  it’s  impossi¬ 
ble  for  me  to  predict  how  quickly  [In¬ 
formix  can  turn  around]. 

CW:  Do  you  still  believe  in  Universal 
Server? 

RF:  I  think  we  tied  too  much  of  the 
company’s  image  to  that  one  product, 
and  we  probably  overemphasized  the 


multimedia  aspect  of  it.  But  I  remain 
very  bullish  about  the  prospects  for  that 
technology.  And  it’s  not  just  whizzy  mul¬ 
timedia.  It’s  for  real  bread-and-butter 
uses. 


"My  focus  is  on  gaining  traction" 


CW:  Your  sales  force  has  gone  through 
a  lot  of  changes.  How  long  will  it  take  to 
get  that  back  on  its  feet? 

RF:  I  initiated  most  of  the  changes  in 
the  sales  organization,  and  if  you  look  at 
the  [financial]  restatement  we  did,  you 
can  see  why.  We  needed  a  new  kind  of 
leadership.  But  I  think  the  sales  force  is 
on  its  feet  in  90%  of  the  world.  One  area 
where  we  do  need  a  lot  of  work  is  in 
channel  development. 

CW:  Can  Informix  survive  on  its  own,  or 
do  you  expect  to  look  for  a  buyer? 

RF:  What  we  need  to  do  is  the  same 
under  any  circumstance:  We  need  to  fix 
things,  get  profitable  and  grow.  I  think 
we  have  a  lot  of  value  as  an  independent 
company.  But  the  only  thing  I’ll  say  is 
that  my  goal  is  to  maximize  the  value  of 
the  firm.  □ 


TeamSAP.  Because  it’s  not  just  what  you  know,  it’s  also  who  you  know.  A  total  enterprise  software  solution  is  only 


as  effective  as  the  support  that  conies  with  it.  Recognizing  this,  SAP  has  launched  a  new  initiative  called  TeaniSAP.^“  It’s  a 


coordinated  network  of  people,  processes,  and  products  that  defines  the  coniniitment  needed  to  achieve  the  successful 


implementation  ofR/3™software.  With  TeamSAP,  you  can  be  certain  you’ll  get  the  fastest,  most  eftlcient  ways 


to  create  a  solution  for  your  business.  And,  since  TeamSAP  places  SAP  in  the  role  of  coach  throughout 


the  life  cycle  of  your  R/3  investment,  you  can  feel  confident  knowing  we  will  be  there  to  support 


you  ev'ery  step  of  the  way  to  assure  successful  results.  For  more  information  about 


TeamSAP,  visit  us  at  http://www.sap.com  or  call  1-888-TeamSAP. 


A  Better  Return  On  Injormation?^ 


SAP.  R/3.TejinSAP  and  the  SAP  logo  arc  the  registered  or  unrcghicred  trademarks  of  SAP  AG.  Beuct  Return  On  Informiiiiivt  is  .n  scrs'icc  mark  of  SAP  AG.  Cl 9^7  SAP  America.  Inc.  All  rights  resers-ed. 


Powered  Network 


TM 


The  promise  of  networked  commerce.  Stronger 
customer  relationships.  The  ability  to  rapidly  : 
respond  to  a  constantly  changing  marketplace. 

Where  there’s  a  reason  to  put  your  business 
on  the  Internet,  there’s  a  reason  to  rely  on 
the  expertise,  strength  and  security  of  Cisco 
Systems  -  the  company  that  brought  the 
Internet  to  business. 

Look  for  the  Cisco  Powered  Network’" 
mark.  It  means  your  network  service  provider 
uses  Cisco  equipment  -  the  common  platform 
that  lets  your  network  work  with  any  other 
network  on  the  planet. 

Which  is  why  Cisco  Powered  Network 
service  providers  are  uniquely  equipped 
to  make  the  Internet  work  for  you,  whether 
it’s  Internet  access,  ATM,  frame  relay  or  other 
data  services. 

To  find  out  more,  visit  our  website  at 
www.cisco.com.  And  let  a  Cisco  Powered 
Network  service  provider  open  up  the  Internet 
for  your  business. 
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GETTING  SMART 


Smart  cards  in  global 
financial  services 


♦Projected 

Source:  Meridien  Research,  Inc^  Needham,  Mass. 


Web  middleman 

Teubner  &  Associates  in  Still¬ 
water,  Okla.,  has  announced 
Corridor  4.0,  an  update  to  its 
World  Wide  Web-to-host  gate¬ 
way  software. 

Corridor  was  rewritten  in 
object  code  and  integrated 
tightly  with  Windows  NT  ser¬ 
vices,  giving  it  better  scalabil¬ 
ity.  The  product  will  ship  next 
month.  Pricing  will  start  at 
$12,500. 

Build-to-order _ 

Leading  PC  vendors  have  ex¬ 
tended  their  build-to-order 
strategy  to  the  notebook  seg¬ 
ment,  which  could  mean  a 
wider  range  of  configuration 
options  for  users  who  are 
buying  computers  from  dis¬ 
tributors. 

Compaq  Computer  Corp. 
became  the  latest  vendor  to 
join  the  build-to-order  ranks 
with  high-end  additions  to  its 
Armada  7300  and  7700  lines. 
Others,  including  Fujitsu  Ltd. 
and  IBM,  have  already  begun 
to  use  build-to-order. 

Acer  plans  appliances 

Taiwan’s  maverick  Acer 
Croup  next  year  will  offer 
application-specific  comput¬ 
ing  appliances  designed  to  be 
cheaper  and  easier  to  use 
than  PCs,  according  to 
Stan  Shih,  the  company’s 
chairman  and  CEO. 

He  announced  the  prod¬ 
ucts  at  the  recent  Asia-Pacific 
Information  Technology  Sum¬ 
mit.  The  application-specific 
models  for  Internet  access, 
home  banking  and  education 
will  be  based  on  the  X86 
microprocessor  architecture. 

They  will  cost  between 
$200  and  $500. 


(www.connputerworld.com)  December  1,  1997  Co m  p u  t  e r wor  I d 
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NT  joins  storage  mix 


►  NT  disk  array 
demand  to  pass  Unix 

By  Tim  Ouellette 

USERS  ARE  TAKING  it  UpOIl 

themselves  to  give  Windows  NT 
a  stronger  backbone. 

That’s  because  as  Windows 
NT  servers  start  to  pop  up  in 
the  enterprise,  data  center  man¬ 
agers  are  moving  the  storage  off 
those  servers  into  central  disk 
arrays.  Previously,  most  Win¬ 
dows  NT  storage  was  internal 
and  targeted  more  at  depart¬ 
mental  levels. 

As  a  result,  the  rise  in  de¬ 
mand  for  external  disk  arrays 
dedicated  to  hosting  Windows 
NT  data  is  outstripping  all  other 
platforms  on  the  market  (see 
chart). 

At  Bell  Atlantic  Mobile  in 
Morristown,  N.J.,  Windows  NT 
servers  have  taken  on  a  prorni- 


NT  TO  THE  ENTERPRISE 


Estimated  1997  external  disk  subsystem  revenue 
and  growth  rates 


Platform 


Revenue 


S/390  $3, 

Unix  $6. 

NetWare  $2. 

Windows  NT  $1. 

Source:  International  Data  Corp.,  Framingham,  Mass. 

nent  role  in  the  cellular  compa¬ 
ny’s  application  environment. 
But  big-iron  sensibility  led 
Ernie  Miragliotta,  regional  di¬ 
rector  of  information  systems, 
to  buy  an  EMC  Corp.  Sym- 
metrix  3200  disk  array  to  house 
all  that  data. 

“I  came  from  the  mainframe 
background.  I’ve  tried  to  repli¬ 
cate  it  as  much  as  we  could”  be¬ 
cause  NT  servers  still  lack  fea- 
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Iomega  removable  disk 
drive  soups  up  storage 


By  Nancy  Dillon 


SOME  USERS  SAY  new  features 
that  give  handheld  computers 
more  of  the  functionality  of  lap¬ 
tops  are  welcome.  But  others 
say  handhelds  and  laptop  com¬ 
puters  serve  different  purposes 
and  loading  handhelds  with 
PC  applications  and  peripher¬ 
als  doesn’t  serve 
their  needs. 

Iomega  Corp. 
in  Roy,  Utah, 
is  targeting  the 
first  group  with 
its  Clik  remov¬ 
able  disk  drive 
and  40  M -byte 
removable  Clik 
cartridges. 

The  disk  drive  was  designed 
to  increase  storage  capacity  for 
handheld  computers,  which  typ¬ 
ically  come  with  4M  or  8M 
bytes  of  solid-state  storage,  digi¬ 
tal  cameras  and  other  pocket- 
size  products. 

The  $200  Clik  drives  are  due 
next  summer,  and  disks  will 
cost  $10  each. 

Kevin  Greenlee,  manager  of 


"40M  bytes  on  one 
disk  might  not  be 
enough." 

-  Tiernan  Ray, 
Technologic  Partners 


applications  development  at 
Hoechst  Marion  Roussel,  Inc.,  a 
pharmaceuticals  company  in 
Kansas  City,  Mo.,  said  he  likes 
the  idea  of  more  storage  for 
handhelds. 

Greenlee  in  January  will 
roll  out  to  his  sales  force  1,800 
Philips  Electronics  N.V.  Velo 
handhelds  with  signature  cap¬ 
ture  capability. 

“Our  sales¬ 
people  call  on 
doctors  to  create 
demand  for  our 
products.  If  we 
could  get  by 
the  limitations 
of  the  smaller 
devices  and 
have  them  do¬ 
ing  PowerPoint  sales  presenta¬ 
tions,  too,  that  would  be  fantas¬ 
tic,”  Greenlee  said. 

John  D.  Hartman,  director  of 
systems  technology  at  Nielsen 
Media  Research,  Inc.  in 
Dunedin,  Fla.,  is  more  skeptical 
about  the  promise  of  souped-up 
handhelds.  He  has  tested  sever¬ 
al  machines  and  said  their  lim- 
lomega,  page  64 


tures  such  as  monitoring  and 
tape  library  management,  he 
said. 

The  growth  in  dependence 
on  numerous  NT  servers  mir¬ 
rors  the  company’s  30%  to  40% 
annual  growth  in  business. 

“We  need  to  keep  up  with 
that  on  the  storage  side,  and  it 
is  hard  to  do  when  you  limit 
yourself  to  a  server  with  disk 
drives  in  it,”  Miragliotta  said. 

The  18  Windows  NT  servers 
spread  across  the  enterprise 
manage  a  critical  customer  ser¬ 
vice  application,  database  appli¬ 
cations,  electronic  mail  and  file- 
and-print  services  for  1,500 
employees. 

Similarly,  Union  Bank  Corp. 
in  Charlotte,  N.C.,  has  turned 
NT,  page  64 


WINDOWS  NT 

Vendors  rush 
to  provide 
Hydra  hardware 

By  April  Jacobs  and  Kim  Girard 
Las  Vegas 

MICROSOFT  coRP.’s  Hydra,  a 
multiuser  version  of  Windows 
NT,  has  been  delivered  to  1,000 
beta  testers.  And  a  gaggle  of 
hardware  vendors  are  flocking 
to  supply  Windows  terminals  to 
run  applications  for  it. 

At  November’s  Comdex/ 

Fall  ’97,  ven-  _ 

dors  demon¬ 
strated  Win¬ 
dows  termi¬ 
nals  that  were 
designed  to 
run  Windows 
and  non-  Win¬ 
dows  applica¬ 
tions  from  the 
server. 

Among  the 
vendors  are 

Boundless  Technologies,  Inc.  in 
Hauppage,  N.Y.;  Network  Com¬ 
puting  Devices,  Inc.  in  Moun¬ 
tain  View,  Calif;  Tektronix,  Inc. 
in  Beaverton,  Ore.;  Wyse  Tech¬ 
nology,  Inc.  in  San  Jose,  Calif; 
and  Neoware  Systems,  Inc.  in 
Hydra,  page  64 


Users  want 
manageable 
desktops,  but 
they  want  stan¬ 
dards,  too. 


•  Users  skip  interim  updates 

IBM  preps  OS/390  release 


By  Tim  Ouellette 


WHILE  PC  USERS  debate  the  lat¬ 
est  Windows  upgrade  possibili¬ 
ties,  mainframe  shops  can 
claim  that  they  are  on  an  even 
faster  track. 

IBM  is  prepping  Version  2, 
Release  5  of  the  OS/390  main¬ 
frame  operating  system  for  de¬ 


livery  next  March.  That  will 
make  five  upgrades  since 
OS/390  first  shipped  in  Febru¬ 
ary  1996  (see  chart  below). 

The  new  version  will  deliver 
better  TCP/IP  support  for  Sys¬ 
tem/390  applications;  improve 
support  for  mainframe  cluster¬ 
ing;  and  add  more  security  to 
IBM,  page  64 


1  RAPID-FIRE  UPDATES  | 

Time  line  of  OS/390  upgrades: 

■  Version 

Feature 

Delivery  date  ■ 

1.1 

Internet  Bonus  Pack 

February  1996 

1.2 

Full  Unix  support 

Fall  1996 

1.3 

50  integrated  products 

March  1997 

2.4 

Java  support 

September  1997 

2.5 

Rewrite  of  TCP/IP  stack 

March  1998 

Co  m  p  u  t  e  r  wor  I  d  December  1,  1997  (www.computerworld.com) 


Vendors  ready  Hydra  hardware 


Iomega  ramps  up  storage 
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King  of  Prussia,  Pa. 

As  an  extension  to  Hydra, 
Citrix  Systems,  Inc.  in  Fort 
Lauderdale,  Fla.,  also  will  offer 
Picasso,  which  features  addi¬ 
tional  functionality,  including 
audio  for  users  of  terminals  and 
support  for  non-Windows-based 
devices,  such  as  Unix  work¬ 
stations. 

Users  said  they  like  the  idea 
of  manageable  desktops  but 
hope  hardware  makers  will  fo¬ 
cus  on  standards,  especially  for 
peripherals  that  go  with  the 
new  desktop  machines. 

“I  don’t  want  to  have  to  worry 
when  I  plug  something  in 
about  whether  or  not  it’s  going 
to  work,”  said  Tim  Cardozo, 
vice  president  of  the  PC  Users 
Group  in  Sacramento,  Calif. 

At  Comdex,  attendees  also 
saw  a  cornucopia  of  Windows 
CE  2.0  handheld  computers 
and  prototype  hardware  prod¬ 
ucts,  including  those  that  incor- 


the  system’s  built-in  Internet 
firewall. 

It  also  will  serve  as  the  base 
code  for  beta-testing  Compo¬ 
nent  Broker,  IBM’s  object 
middleware  package. 

Data  center  managers  aren’t 
fazed  by  the  fast  pace  of  releas¬ 
es.  Instead,  many  have  decided 
to  skip  over  interim  releases  un¬ 
til  they  need  the  latest  and 
greatest  features. 

JUST  SKIP  IT 

Meta  Group,  Inc.  in  Stamford, 
Conn.,  recommends  that  users 
skip  the  latest  release.  Version 
2,  Release  4,  and  wait  until  Ver¬ 
sion  5  delivers  better  TCP/IP 
support. 

"We  never  expected  cus¬ 
tomers  to  migrate  with  each  re¬ 
lease,”  said  Doug  Balog,  pro¬ 
gram  director  for  OS/390.  "But 
we  hope  they  will  migrate  every 
year  or  year  and  a  half” 

Users  said  a  consistent  up¬ 
grade  scheme  helps  them  feel 
comfortable  about  the  main¬ 
frame’s  future  and  about  keep¬ 
ing  up  with  fast  Internet  and 
lava  technology  changes. 

"We  didn’t  have  a  set  main¬ 
tenance  and  upgrade  philoso¬ 
phy  before,  when  we  ran 
.MVS,”  said  Bud  Dowell,  a 
manager  of  information  tech- 


porate  Microsoft’s  Device  Bay 
technology,  which  allows  users 
to  swap  things  such  as  hard 
drives  among  compliant  PCs. 

The  products  on  display  in¬ 
cluded  the  following: 

■  Philips  Electronics  N.V.’s  Velo 
500  handheld  PC,  equipped 
with  a  stripped-down  version  of 
the  Windows  operating  system, 
can  be  used  to  synchronize  cal¬ 
endar,  contacts  and  to-do  lists 
with  a  PC.  The  upgraded  mod¬ 
el,  with  the  Windows  CE  2.0 
operating  system,  features  16  M 
bytes  of  memory,  a  28. 8K 
bit/sec  modem,  a  gray  backlit 
screen  and  a  15-hour  battery  life. 

■  Houston-based  Compaq  Com¬ 
puter  Corp.  said  it  plans  to  roll 
out  its  C- Series  in  the  first  quar¬ 
ter  of  next  year,  featuring  Win¬ 
dows  CE  2.0  handhelds  with 
either  a  color  or  monochromatic 
screen  and  a  33. 6K  bit/sec. 
modem. 

■  The  Mobilon  handheld,  from 


nology  services  at  Central  Illi¬ 
nois  Light  Co.  But  with  OS/ 
390,  “we  would  like  to  upgrade 
to  every  other  release.” 

The  Peoria,  Ill.,  utility  runs 
OS/390  Version  i,  Release  2  on 
a  Multiprise  2000  mainframe 
system. 

Because  of  business  volume, 
Hewitt  Associates,  Inc.  in  Lin¬ 
colnshire,  Ill.,  hasn’t  yet  moved 
to  Version  2,  Release  4. 

But  “we  want  to  jump  right 
in  and  do  it  all  if  we  can.  We 
are  trying  to  exploit  all  the  new 
functionality  in  the  new  releas¬ 
es,”  said  Dan  Kaberon,  parallel 
sysplex  program  manager  at  the 
human  resources  outsourcer. 

The  reason:  OS/390  bundles 
several  products  in  one  package 
that  can  be  installed  at  one 
time.  MVS  shops  previously 
had  to  upgrade  the  operating 
system  then  follow  with  sepa¬ 
rate  installations  for  the  differ¬ 
ent  tools  and  utilities. 

NO  OVERLOAD 

But  when  Version  2,  Release  5 
ships,  it  will  include  50  base 
products  and  20  other  optional 
products.  Balog  said  IBM  will 
make  sure  not  to  overload  users 
with  many  more  integrated 
products  than  that  when  future 
releases  hit  the  streets.  □ 


Sharp  Electronics  Corp.  in  Mah- 
wah,  N.J.,  features  a  color  LCD 
screen,  a  digital  camera  card  op¬ 
tion,  an  Internet  Explorer  World 
Wide  Web  browser  and  a  built- 
in  33. 6K  bit/sec.  modem. 

■  Motorola,  Inc.’s  two-way 
pager,  PageWriter  2000,  fea¬ 
tures  a  keyboard  and  has  elec¬ 
tronic-mail  and  fax  capabilities. 
The  device,  which  has  iM  byte 
of  flash  memory  and  an  option¬ 
al  docking  station  to  connect  to 
a  PC  or  Macintosh,  is  priced 
starting  at  $399.  Skytel  will  of¬ 
fer  the  pager  in  January. 

■  A  plug-in  Motorola  pager 
card  that  can  be  installed  in 
3Com  Corp.’s  PalmPilot  will  be 
available  in  March.  The  card, 
which  will  cost  between  $169 
and  $195,  will  increase  Palm- 
Pilot’s  memory  to  2M  bytes  and 
enable  users  to  receive  text 
and  numeric  messages  up  to 
300  characters  with  coverage 
options  through  PageMart.  □ 

NT  disk  array 
demand  to 
rival  Unix 
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from  mainframe  operations  to 
Unix  servers  and  expects  to 
bring  as  many  as  100  Windows 
NT  Servers  into  use  in  the  next 
year,  said  systems  engineer 
Robert  Gardner. 

But  those  servers  aren’t  for 
isolated  departments.  They  will 
be  part  of  a  central  storage  and 
tape  backup  scheme  that  will 
ensure  that  the  company  se¬ 
cures  critical  data  from  branch 
offices  while  giving  users  access 
to  inexpensive  server  platforms. 
Analysts  agreed  that  the  NT 
storage  business  will  lead  the 
way  in  coming  years.  And  ven¬ 
dors  such  as  EMC,  in  Hopkin- 
ton.  Mass.,  have  quickly  jumped 
on  the  bandwagon  to  offer  data 
centers  a  better  way  to  manage 
all  that  data  rather  than  isolat¬ 
ing  it  in  internal  disk  drives  on 
the  server. 

In  fact.  Storage  Computer 
Corp.  in  Nashua,  N.H.,  next 
week  plans  to  announce  a  high- 
performance  NT  disk  subsys¬ 
tem.  The  system  will  tie  togeth¬ 
er  storage  from  several  NT 
servers  while  maintaining  ac¬ 
cess  performance,  company  of¬ 
ficials  claimed.  □ 


its  keep  him  from  moving  his 
500  field  engineers  off  laptops. 

More  storage  for  bigger  appli¬ 
cations  is  a  start  at  closing  the 
features  gap,  Hartman  said. 

But  4oM-byte  disks  still 
sound  a  little  light,  he  said. 
“Windows  and  our 
database  manager 
alone  could  chew 
up  40M  bytes,  and  we  would 
still  need  to  store  work  orders 
and  job  completion  reports,” 
Hartman  said. 

STORAGE  NEEDS 

Analysts  said  that  because  Mi¬ 
crosoft  Corp.’s  Windows  CE  sys¬ 
tem  is  a  new  platform,  it  may 
be  too  early  to  judge  just  how 
much  storage  new  Windows  CE 
applications  will  need. 

“If  E-mail,  Web  browsers  and 
Java  interpreters  on  handhelds 
all  pan  out,  40M  bytes  on  one 
disk  might  not  be  enough,”  said 
Tiernan  Ray,  an  analyst  at 
Technologic  Partners  in  New 
York. 

But,  he  said,  40M  bytes 
would  be  adequate  for  a  Win¬ 
dows  CE  version  of  PowerPoint 
and  a  few  presentations,  “so  it 
will  be  useful  in  transforming  a 
handheld  from  just  an  E-mail 
machine  into  a  multimedia 
device.” 

Ray  said  the  Clik  drive  can’t 
rely  on  the  desktop  model  of  re- 


SYQUEST  TECHNOLOGY,  INC.  has 

announced  Quest,  a  4.7G- 
byte  removable  storage  drive. 

According  to  the  Fremont, 
Calif,  company,  the  hard 
disk  drive  has  a  2M-byte 
cache  buffer,  an  ultrawide 
SCSI  interface,  a  maximum 
data  transfer  rate  of  10. 6M 
byte/sec.  and  an  average 
seek  time  of  12  msec. 

An  internal  drive  costs 
$599  and  comes  with  one 
q.yG-byte  cartridge.  Addi¬ 
tional  cartridges  cost  $199 
each. 

SyQuest  Technology 
(510)  226-4000 
www.syquest.com 

INTEGRIX,  INC.  has  announced 
the  RS2,  an  UltraSPARC  II- 
powered  server  in  a  19-in. 
rack-mount  chassis. 

According  to  the  Newbury 
Park,  Calif,  company,  the 
server  was  designed  to  fit 
into  existing  server  banks  for 


movable  storage  for  market  ac¬ 
ceptance  because  backing  up  in¬ 
formation  for  handhelds  onto 
removable  disks  doesn’t  make 
sense.  Users  would  perform 
that  task  on  their  PCs. 

Brian  Nickel,  manager  of  in¬ 
tegration  at  Morton 
Plant  Mease  Health 
System,  Inc.  in 
Clearwater,  Fla.,  agreed. 

“I’m  not  sure  how  useful 
[Clik]  will  be,  because  users  up¬ 
load  to  their  PCs  on  a  regular 
basis,”  Nickel  said. 

He  said  it  might  be  justified 
for  salespeople  who  travel  all 
the  time,  but  there  is  a  point 
where  the  upgrades  have  to 
stop. 

“If  somebody  is  trying  to  jus¬ 
tify  a  significant  amount  of  en¬ 
hancements  for  their  handheld, 
we’re  probably  going  to  ques¬ 
tion  them  about  their  require¬ 
ments  and  suggest  a  notebook,” 
Nickel  said. 

But  even  if  Clik  doesn’t  catch 
on  for  handhelds,  some  corpo¬ 
rations  will  still  find  room  for  it, 
said  Crawford  Del  Prete,  an 
analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 

He  said  organizations  with 
digital  cameras  out  in  the  field 
—  insurance  and  real  estate 
companies,  for  example  —  will 
be  able  to  use  Clik  to  take  more 
high-resolution  pictures.  □ 


use  as  an  electronic-mail. 
World  Wide  Web,  database 
or  file  server. 

A  model  with  a  single 
200-MHz  UltraSPARC  II 
processor,  256M  bytes  RAM, 
four  64-bit  SBus  slots  and 
Sun  Microsystems,  Inc.  So¬ 
laris  2.x  costs  $13,500. 
Integrix 
(805)  376-1000 
www.integrix.com 

SEAGATE  TECHNOLOGY,  INC.  has 

announced  Scorpion  96,  a 
tape  storage  autoloader  that 
offers  up  to  96G  bytes  of 
backup  for  network  servers 
and  workstations. 

According  to  the  Scotts 
Valley,  Calif,  company,  the 
hardware  is  compatible  with 
DDS-1,  DDS-2  and  DDS-3 
tapes. 

It  costs  $2,479. 

Seagate  Technology 
(408)  438-6550 
www.seagate.com 


IBM  preps  OS/390 

CONTINUED  FROM  PAGE  63 


APPLICATIONS 

STORAGE 


It’s  hard  to 
resist  a  Toshiba 

for  $1,299. 


Equium™  5160D 

•166MHz  Pentium*  processor 
with  MMX^'^  technology 
■32MB  EDO  DRAM  (expandable 
to  192MB) 

■2.22  billion  byte  (=2.07GB)  HDD 
■12X  IDE  CD-ROM 
•2MB  SGRAM  video  memory 
(expandable  to  4MB) 
•SoundBlaster*  Pro  compatible 
•2  PCI.  3  ISA  expansion  slots 
•3  extemal/1  internal  drive  bays 
•2  USB.  1  serial.  1  parallel  port 
•Integrated  Intel  EtherExpress™ 
PRO/IOOB  LAN  Adapter 
•145-watt  power  supply 
•Secure  Sleeps”  and 
Instant  On  manageability 
•Windows*  95  or  Windows  for 
Workgroups 

•Intel  LANDesk*  Client  Manager 
•DMI  2.0 

•Security  features:  chassis  intrusion 
alert  and  password  protection 
•3-year  limited  warranty, 

1st  year  on  site | 


Pentium* 


No,  your  eyes  aren't  deceiving  you.  The  Toshiba 
Equium'"  5160D  corporate  desktop  is  a  mere  $1,299.* 
A  price  that  v^on't  go  unnoticed.  Look  beyond  the 
Equium  5160D  and  you’ll  find  an  entire  line  of  computers 
designed  to  lower  your  overall  cost  of  ownership.  And 
we're  offering  great  reductions  on  all  of  them  now.  You  see. 


Toshiba  has  embarked  on  an  all-new  era  of  business  computing. 
Corporate  systems  rich  with  features,  and  filled  with  the  quality, 
reliability  and  support  known  throughout  the  world.  Distinctive  not 
only  by  name,  but  by  technology  that  accommodates  your  needs  now 
and  in  the  future.  A  lot  more  for  a  lot  less,  it’s  that  simple.  Look  into 
one  or  a  few  hundred  of  them,  and  just  try  to  resist  an  Equium  now. 


For  more  information,  visit  http://computers.toshiba.com,  or  call  1-888-598-7802 


In  Touch  with  Tomorrow 

TOSHIBA 


C1997  Toshiba  America  Infonnauon  Systems,  Inc  Equium  and  Secure  Sleep  are  uademarks  of  Toshiba  Amenca  Informauon  Systems.  Inc.  ’Monitocs  for  Equium  products  sold  sepaiataty.  Pnoes.  specifications,  and  availability  are  subfect  to  change  Ail  products  indicated  by  trademark 
symbols  are  ttademaiked  ai>d/or  registered  by  theu  respective  companies  Intei  Inside  and  Pentium  Processor  logos  and  LAND^k  are  registered  trademarks  and  MMX  and  Ether  Express  are  trademarks  of  Intel  Corporaboo. 
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Presenting  our  new  expanded  line  of  servers.  Each  day  more  and  more  companies  realize 
the  power  and  advantages  of  running  their  operations  with  Compaq  servers. 

Today,  over  one  million  Compaq  servers  are  in  operation.  As  the  need  for  this  more  efficient  and 
intelligent  form  of  computing  has  expanded,  our  line  of  servers  has  expanded  to  meet  every  demand. 
The  ProSignia  200  is  our  entry-level  server,  which  your  business  can  buy  for  the  price  of  a  desktop. 
For  workgroups,  we  offer  the  ProLiant  800  and  the  new  850R,  which  is  the  first  high-density,  rack-ready  workgroup  server. 

Moving  up  the  organization,  we  offer  the  scalable  and  flexible  ProLiant  2500  for  departments  and  the  ProLiant  6000,  which  delivers 
excellent  price  performance  for  midrange  enterprises. 

The  ProLiant  6500  and  7000  are  the  newest  scalable  additions  to  our  line  and  establish  solid  enterprise  capabilities.  Each  offers  the  highest 
levels  of  availability  for  7x  24  computing. 

From  the  very  beginning,  Compaq  servers  have  set  the  standard  for  open  systems  computing.  Today,  Compaq  management  software  allows 
companies  to  keep  networks  up  and  running  and  costs  down. 

The  days  of  having  to  run  your  business  only  on  the  big,  expensive  iron  are  over.  Go  with  the  company  that  sells  the  most  computers  on 
the  planet  and  you'll  see  the  future  is  a  wide  open,  newly  paved  superhighway  just  begging  to  be  travelled. 
www.campaq.com/  products/servers 
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©  I W/  LomDoq  Compoiei  AIJ  fights  feservea  f-ompoq  legisiefea  u.o.  roieni  ana 

TiodeoKJik  Cmice  ProSignio  or#  Pfoli^  ore  regislered  ttodemorks  ol  Compoq  Computer  Cocporrtion 
Not  oJI  products  in  iKe  PioSigniSond  PioUonl  lomiiies  contain  the  Pentium  It  processor.  The  Intel  Insxie 
logo  ar>d  Pentium  ore  regisierel  tiodemoiks  and  MMX  is  o  itodemark  ol  Intel  Corporolion. 


The  new  database  as  universal  as  the  World  Wide  Web  itself. 


DB2 


Tltt  IBM  home  page  is  located  al  www  it>rn  com  £M.  0B2.  AiX.OS/2  and  Solulions  lor  a  small  planet  are  Irademarls  of  tniernaitonal  Business  Machines  Corporation  in  Ihe  Uniied  Stales  andAit  other  countries  Micfosoll  and  Windows  NT  are  trademarks  of  Microsolt  Corporation.  Java  is  a  Irademark  ol  Sun  Microsystems,  Inc  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  ol  others  6*1997  6M  Corp,  All  nghis  reserved 


Is  your  database  missing  something? 


K it  cant  handle  multimedia  as  well  as  conventional  data. 


yon  should  be  looking  at  IBM’s  new  DB2®  Universal  Database.  Kit  can’t  scale  to  serve  a  world  of  Web  users,  you  could  be  missing  some  customers. 
.And  if  it  doesn’t  run  natively  on  platforms  as  diverse  as  Windows  NT,®  Sun  Solaris^  AIX®  and  OS/2®  you’re  missing  some  major  efficiencies.  Not 
to  worry.  We’ve  put  absolutely  everything  you  need  to  develop  Java^-based  Web  apps  into  one  package.  And  an  eye-opening  demonstration  CD, 


including  trial  code,  is  absolutely  Iree.  Visit  www.sohwai'e. ibiii.com/db2ew  or  call  1  800  730-4334,  ext.  104,  and  see  what  you’ve  been  missing. 
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So,  how's  that  year  2000 
project  coming  along?  With  a 
little  more  than  two  years  to 
go,  it's  a  good  time  to  check 
on  its  progress.  That's  what 
we  did  with  five  organizations 


By  Robert  L  Scheier 

As  the  old  joke  goes,  if  you  think  everything’s  going  great,  you  just  aren’t 
looking  closely  enough.  That  may  be  the  case  with  solving  the  year  2000 
computer  bug,  which  makes  it  impossible  for  systems  to  tell  the  difference 
between  the  20th  and  21st  centuries. 

A  check  of  five  organizations  finds  four  of  them  on  or  ahead  of  schedule. 

But  those  organizations  are  just  beginning  to  check  the  status  of  their  busi¬ 
ness  partners,  software  vendors  or  even  local  power  companies.  In  the  case 
of  the  Social  Security  Administration,  for  example,  problems  with  outside 
data  could  derail  its  entire  repair  effort. 

The  experiences  of  the  five  organizations  demonstrate  how  important  it  is 
to  have  high-level  support  for  year  2000  repairs,  to  start  immediately  (if  you 
haven’t  already)  and  to  give  yourself  (if  you  can)  more  time  and  money  than 
you  think  you’ll  need.  And  remember,  your  worst  year  2000  problems  might 
be  hiding  outside  your  organization. 

Lutheran  Brotherhood:  Ahead  of  schedule 

Lutheran  Brotherhood  in  March  awarded  a  $9.3  million  contract  to  Com¬ 
puter  Horizons  Corp.  to  help  it  become  year  2000-compliant  by  December  of 
next  year.  Halfway  through  the  two-year  process,  “we’re  ahead  of  that  sched¬ 
ule,”  says  Ed  Stang,  an  assistant  vice  president  at  the  Minneapolis-based  non¬ 
profit  insurance  and  financial  services  company. 

Repairs  are  complete  on  his  major  challenge,  a  15  million-line  insurance 
administration  system.  And  he’s  about  a  quarter  of  the  way  through  regres¬ 
sion  testing,  in  which  the  code  is  tested  against  data  with  pre-2000  dates. 
That  ensures  that  no  new  errors  were  introduced  while  the  company  was  fix¬ 
ing  year  2000  flaws. 

When  that  testing  ends  late  next  month,  Stang  plans  to  begin  six  months 
of  “compliance  testing”  using  post-2000  dates. 

Meanwhile,  he’s  about  40%  done  renovating  other  mainframe  systems 
and  plans  to  finish  regression  testing  on  those  systems  and  begin  compli¬ 


ance  testing  of  them  by  the  middle  of  next 
year.  Lutheran  Brotherhood  is  starting  to  ex¬ 
amine  other  areas  such  as  client/server  appli¬ 
cations,  network  components  such  as  hubs 
and  routers,  and  even  elevators.  So  far,  those 
problems  look  insignificant  compared  with  the 
“showstopper”  problems  on  the  mainframe. 

But  Stang  still  hasn’t  received  answers  to 
queries  of  some  software  vendors  about  their 
year  2000-compliance  plans.  Following  up  on 
those  queries  is  “one  of  the  projects  we’ve  just 
Year  2000  updates,  page  70 


Beverly  Palmberq  has 
found  that  the  year  2000 
project  at  California  State 
University  at  Northridqe  is 
a  steeper  climb  than  she 
thouqht  it  wouid  be 
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started  work  on.”  But  even  when  vendors  claim  that 
their  products  are  compliant,  he  says,  he  still  needs 
to  test  them  himself. 

Stang  also  is  just  beginning  to  examine  how  well 
outside  agencies  such  as  the  post  office  and  electric 
company  will  cope. 

Cal  State/Northridqe: 

A  tough  road 

when  Beverly  Palmberg  is  asked  about  her  year 
2000  schedule,  she  pauses  for  a  long  moment,  then 
sighs.  “Well,  it’s  slipping  a  little  bit  as  reality  sets 
in,”  says  Palmberg,  director  of  computing  services 
at  California  State  University  at  Northridge. 

One  reality  is  that  she’s  losing  valuable  staffers  to 
other  employers  who  can  offer  higher  salaries. 

It’s  also  taken  longer  than  expected  to  rebuild 
the  campus’s  critical  student  records  system  in 
Oracle  Developer/2000,  Designer/2000  and  Oracle 
Forms,  because  the  members  of  her  staff  “had  to 
learn  the  [development]  tools  as  they  were  trying  to 
use  them.” 

As  a  result,  the  year  2000-compliant  version  of 
the  system  has  been  delayed  from  next  June  until 
September  —  and  that  will  be  a  first  release  that 
she  fully  expects  to  be  buggy. 

“We  hope  to  have  [those  bugs]  all  fixed  and  ready 
to  go  before  we  hit  the  year  2000,”  Palmberg  says. 

That  is  only  her  biggest,  most  dramatic  problem. 
“I’ve  probably  got  another  25  systems”  that  must  be 
replaced,  repaired  or  upgraded,  Palmberg  says. 

For  example,  she’s  negotiating  with  SCT  Educa¬ 
tion  Systems  in  Malvern,  Pa.,  over  how  much  the 
school  will  have  to  pay  for  a  year  2000-compliant 
version  of  its  mainframe  financial  aid  software. 
SCT’s  $200,000  asking  price  “seems  very  steep  to 
me,”  she  says. 

That  price  is  relatively  high  because  the  school  is 
running  an  older  version  of  the  product  that’s  no 
longer  under  maintenance,  says  Susan  LaCour,  vice 
president  of  software  development  at  SCT. 

Customers  who  have  been  paying  regular  main¬ 
tenance  fees,  which  LaCour  wouldn’t  disclose, 
would  have  been  upgraded  to  a  year  2000-compli¬ 
ant  version  at  no  added  cost. 

Speaking  of  money,  Palmberg  projects  that  it  will 
cost  $2.5  million  to  make  the  campus  systems  com¬ 
pliant,  “but  Tm  not  getting  that  kind  of  funding. 
I’m  only  getting  $1.1  million”  in  the  current  fiscal 
year.  She’s  recmiting  high-level  managers  across  the 
campus  to  lobby  the  administration  for  more. 

With  all  those  problems,  Palmberg  admits:  “We’ll 
probably  be  doing  just-in-time  [testing]  on  some  of 
these  systems  right  before  the  deadline.” 

“I  don’t  think  it’s  any  more  serious  than  I 
thought  it  was  before,"  she  says.  “It’s  just  [that]  I 
have  no  more  time  to  think  about  it.  I  have  to  be 
doing  something.” 

Social  Security: 

Looking  beyond  the  walls 

The  Social  Security  Administration  (SSA)  began  its 
work  in  1989.  Today,  more  than  80%  of  its  mission- 
critical  code  has  been  repaired,  regression-tested 
and  returned  to  production,  says  Robert  Vaccaro, 
year  2000  project  director. 

But  now  the  SSA  is  coping  with  a  surprise:  an¬ 


other  33  million  lines  of  code  in  systems  that  are 
run  by  individual  states  but  which  feed  crucial  dis¬ 
ability  insurance  data  to  SSA.  If  the  state  systems 
malfunction,  according  to  an  October  report  from 
the  General  Accounting  Office,  “SSA  could  face  ma¬ 
jor  disruptions  in  its  ability  to  process  initial  dis¬ 
ability  claims”  for  millions  of  people. 

The  SSA  is  work¬ 
ing  with  the  states 
to  go  through  the 
same  process  with 
their  systems,  and 
it  expects  those  also 
to  be  repaired  and 
regression-tested  by 
December  of  next 
year. 

But  at  that  point, 
both  the  state  and 
federal  systems  must  be  tested 
together  to  make  sure  they  can 
properly  share  data  with  one  an¬ 
other  in  a  full  year  2000  envi¬ 
ronment. 

Finishing  that  work  by  the 
end  of  1999  is  a  greater  chal¬ 
lenge  than  the  actual  repairs, 

Vaccaro  says. 

The  agency  also  is  stepping  up  its  work  on  con¬ 
tingency  plans  in  case  the  repairs  or  testing  can’t  be 
done  in  time,  he  says. 

Dayton  Hudson: 

Replacement  can  work 

Rather  than  make  its  existing  systems  year  2000- 
compliant,  Dayton  Hudson  Corp.  is  replacing  them. 
The  strategy  is  working,  says  Dan  Riley,  director 
of  information  systems,  finance  and  administration, 
but  only  because  the  retailer  got  started  more 
than  three  years  ago  as  part  of  a  wider  effort  to 
install  common,  enhanced  systems  throughout  the 
company. 

A  year  ago,  Dayton  Hudson  was  finishing  work 
on  its  Target  stores’  systems. 

Today,  “we  are  substantially  complete  with  our 
year  2000  compliance  efforts”  on  those  systems, 
Riley  says. 

Dayton  Hudson  began  expanding  date  fields  in 
the  Target  systems  as  part  of  a  plan  to  expand  store 
numbers  from  three  digits  to  four  to  accommodate 
Target’s  expansion  to  more  than  1,000  stores. 

Year  2000  compliance  for  the  Dayton  Hudson 
and  Mervyn’s  stores  will  come  as  the  renovated  sys¬ 
tems  are  introduced  in  those  divisions,  Riley  says. 
“We’ve  really  made  a  conscious  decision  [to]  use  our 
resources  to  replace,  rather  than  to  remediate,”  soft¬ 
ware,  he  says,  especially  because  the  retailer  wanted 
to  install  common  systems  anyway  to  cut  costs. 

But  it  won’t  be  until  those  other  systems  are 
installed,  expected  at  the  end  of  next  year,  that  Day- 
ton  Hudson  will  be  able  to  do  year  2000  testing  of 
its  fully  integrated  environment. 

At  the  same  time,  Riley  says,  “We’re  doing  an 
inventory  of  all  of  our  IS  and  non-IS  hardware  and 
software”  down  to  conveyor  belts  and  elevators. 
Although  his  team  has  found  year  2000  problems 
tliat  posed  threats,  “We’ve  been  finding  it  in  plenty 
of  time"  to  fix  them  as  part  of  his  regular  equip¬ 
ment  replacement  programs,  he  says. 


That  holds  true  for  year  2000  dependencies  in 
the  firm’s  LAN/WAN  infrastructure,  Riley  says.  Giv¬ 
en  “the  rapid  replacement  schedule  we’re  on,  we 
don’t  foresee  any  massive  replacement  of  equip¬ 
ment  that  isn’t  going  to  be  obsoleted  anyway,”  he 
says.  Suppliers,  distributors  and  other  business  part¬ 
ners  shouldn’t  be  too  much  of  a  problem,  he  says. 

Reader's  Digest: 

'It  wasn't  M  bad' 

chief  Information  Officer 
David  Starr  at  the  Reader’s  Di¬ 
gest  Association,  Inc.,  in 
Pleasantville,  N.Y.,  raised 
some  eyebrows  in  July  when 
he  called  the  year  2000  prob¬ 
lem  a  fraud,  arguing  that 
most  development  organiza¬ 
tions  could  easily  fix  their  mil¬ 
lennium  bugs. 

As  of  last  month,  he’s  even 
more  sure  he’s  right. 

“Our  inventory  and  assess¬ 
ment  is  complete,"  Starr  says. 
“It’s  turned  out  to  be  a  lot  less 
expensive  than  we  expected.  We  had  heard  all  the 
horror  stories  about  how  difficult  and  insidious 
these  problems  are  to  fix,  and  they’re  all  pretty 
straightforward.” 

Compared  with  other  companies.  Reader’s  Digest 
has  a  relatively  small  portfolio  of  about  8  million 
lines  of  code  within  the  U.S.  and  an  estimated  10 
million  worldwide,  as  well  as  looT  bytes  of  cus¬ 
tomer  data  just  in  the  U.S. 

Based  on  Starr’s  work  with  some  of  the  most  crit¬ 
ical  systems,  such  as  inventory  and  subscription  sys¬ 
tems  that  process  dates  several  years  into  the  future, 
“on  a  1-to-lO  scale  of  difficulty  of  program  bugs,  this 
is  a  3,”  he  says.  “Everything  will  be  done  by  Janu¬ 
ary  1999,”  which  means  repaired,  tested  and 
reintegrated  into  production. 

Starr  is  confident  his  customers  and  suppliers 
will  fix  their  systems  quickly  enough  that  it  won’t 
hurt  Reader’s  Digest,  because  they’re  already  getting 
pressure  from  their  other  customers  to  make  the 
fixes. 

The  federal  government  is  the  only  major  IS  or¬ 
ganization  that  may  not  get  done  in  time,  Starr  says, 
“because  their  systems  are  so  old.” 

When  the  date  hits  . .  . 

Starr  says  he’s  confident  there’ll  be  no  doomsday 
effects  because  of  year  2000  bugs.  Unlike  some 
other  IS  managers,  he  “absolutely”  would  trust  air¬ 
plane  and  air  traffic  control  computers  enough  to 
fly  on  Dec.  31,  1999.  “The  ATMs  will  not  start 
shooting  out  money,  and  the  electricity  will  not 
stop,”  he  scoffed.  “That’s  nonsense.” 

But  contrast  Starr’s  view  with  that  of  KLM  Royal 
Dutch  Airlines.  KLM  announced  last  month  that  it 
may  ground  its  aircraft  or  refuse  to  fly  certain 
routes  if  year  2000  problems  pose  a  safety  threat  in 
aircraft  or  in  flight-control  systems. 

That’s  why  it’s  critical  to  check  out  not  only  your 
own  systems,  but  also  those  of  other  organization 
on  whom  you  rely.  □ 


Schcier  is  Computerworld ’s  senior  editor,  manage¬ 
ment. 


Avoid  the  crash.  Make  mass  Y2K  change  in-house  with  the  privacy  and  control  you  need,  and  a  partner  you  can  trust. 

There  is  a  long  line  of  vendors  promising  to 
manage  your  mass  Y2K  conversion  project 
for  you.  Yet  more  project  managers  are 
realizing  that  outsourcing  their  project  isn't 
without  risk. 

That's  why  so  many  Y2K  managers  are 
choosing  to  keep  their  project  in-house  by 
using  Viasoft's  ESW2000i'"  ESW2000  pro¬ 
vides  mass  change  without  mass  confusion. 

Every  aspect  of  mass  change  projects  is 
supported  by  ESW2000  tools,  including 
automated  century  windowing,  automated 
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code  conversion,  and  risk-based  testing. 

Change  today.  Test  tomorrow.  Drive  the 
enterprise  safely  through  the  year  2000. 

Don't  be  a  dummy  for  "cookie  cutter" 
change  strategies.  Do  it  right,  do  it  yourself 
with  Viasoft's  complete  ESW2000  solution. 

Because  better  change  is  change  for 
the  better. 

To  download  your  FREE  demo  today,  go 
to  www.viasoft.com/change2.  Or  call  us 
at  1-888-VIASOFT,  ext.  101. 
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NEED  AN  OUTSOURCER? 

START  YOUR  OWN 

Like  many  companies,  Phoenix  Home  Life  Mutual 
Insurance  Co.  saw  the  year  2000  skills  shortage  com¬ 
ing  two  years  ago.  Like  many  companies,  it  considered 
outsourcing  some  of  the  work  to  Indian  programmers. 

But  when  he  looked  at  the  Indian  outsourcers, 
20-year  company  veteran  Satish  Bangalore  decided  the 
insurance  company  could  do  just  as  well  forming  its 
own  Indian  software  company.  Not  only  could  the  Indi¬ 
an  firm  handle  part  of  Phoenix’s  year  2000  work,  but  it 
could  take  on  other  maintenance  work  after  the  turn  of 
the  century  and  turn  a  profit  doing  work  for  other  com¬ 
panies. 

Today,  the  wholly  owned  subsidiary,  PHL  Software 
Services  Ltd.  in  Bangalore,  India,  employs  60.  And  it 
paid  back  its  $i  million  in  start-up  costs  this  summer, 
13  months  after  its  founding,  says  Ed  Hourihan,  senior 
vice  president  of  information  services.  But  that’s  just 
for  starters:  Within  three  to  five  years,  the  parent  com¬ 
pany  expects  to  grow  the  subsidiary  (of  which  Banga¬ 
lore  is  now  CEO)  into  a  300-  to  500-person  operation 
and  take  it  public  in  India. 

The  ultimate  payoff  will  come  if  India,  as  is  expected, 
opens  its  vast  market  to  U.S.  insurers  some¬ 
time  in  the  next  10  years.  PHL  Software  Ser¬ 
vices  will  fund  the  parent  firm’s  entry  into  the 
Indian  market  and  give  it  local  experience, 

Hourihan  says.  And  if  its  Indian  insurance 
business  goes  bust,  the  thinking  goes, 

Phoenix  Home  Life  still  will  have  a  profitable 
software  company.  —  Robert  L.  Scheier 


“look  in  the  eyes  of  those  developers  that  are  doing  the 
work  and  get  a  good  case  of  the  warm  fuzzies  that  they 
are  indeed  going  to  finish.” 

He  advises  asking  the  following  questions: 

•  Is  your  product  compliant? 

•  If  you  don’t  know,  when  will  you  know? 

•  If  it  is  compliant,  how  have  you  verified  that? 

•  Can  you  share  with  me  your  compliance  criteria,  test 
plans  and  test  results? 

•  What  are  the  things  I  need  to  test  to  make  sure  your 
product  will  work? 

And  finally,  Hotle  says,  customers  still  need  to  do 
their  own  tests  in  their  own  environments.  —  Robert 
L.  Scheier 

CHANGES  IN  ATTITUDES 

With  the  sun  setting  on  1997,  corporate  awareness 
about  the  year  2000  problem  has  grown  during  the 
year,  according  to  a  poll  of  Fortune  500  companies  re¬ 
leased  in  October  by  Cap  Gemini  America,  a  New  York- 
based  year  2000  service  provider.  But  fewer  than  one 
in  five  companies  surveyed  has  a  full-fledged  repair 
plan  under  way. 

Cap  Gemini  raised  the  following  two  issues  in  April, 
then  again  in  August: 


ATTITUDES  REGARDING  YEAR  2000 


High  priority  for  our 
business  management 


High  priority  for  my  IT 
organization 


KEEP  THOSE  LETTERS  COMING 

One  of  the  most  tiresome  —  and  frustrating 
—  jobs  in  a  year  2000  repair  effort  is  send¬ 
ing  out  hundreds  of  letters  to  your  vendors 
asking  if  their  software  and  hardware  is  year 
20oo-compliant. 

Many  suppliers  don’t  bother  to  reply,  and 
those  that  do  often  don’t  know  whether  their 
products  can  properly  handle  dates  beyond 
the  turn  of  the  century,  say  year  2000  man¬ 
agers.  It’s  not  surprising  that  some  compa¬ 
nies  are  cutting  back  or  even  ditching  their 
year  2000  letter-writing  campaigns. 

While  acknowledging  such  problems,  Gart¬ 
ner  Group,  Inc.  Research  Director  Matt  Hotle 
tells  his  clients  to  keep  up  the  letters.  In  case 
of  future  litigation,  such  letters  “form  a  docu- 
mentable  paper  trail”  showing  that  the  cus- 
•.:>iner  tried  to  ensure  the  IT  products  on 
\vhich  it  relies  were  ready  for  the  year  2000. 

Such  letters  also  provide  a  wake-up  call  to 
vendors,  pressing  them  to  get  moving  on  year 
2000  work. 

But  written  assurances  aren’t  enough  for  the  hard- 
•vire  or  software  which  is  most  critical  to  your  business. 
To  get  the  scoop  on  those,  Hotle  says,  visit  the  vendor. 


August 

April 


0  2  4  6 

Response  average  (range  0  to  10) 
O=strongly  disagree  10=strongiy  agree 


CORPORATE  PREPAREDNESS 


Full-fledged  strategy  begun 


Detailed  plan  in  place 


Business  management  has 
raised  the  issue 

Systems  impact  has  been 
fully  assessed 


I  Yes,  August 
I  Yes,  April 
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especially  for  vendors  —  you  should  make  every 
attempt  to  keep  your  key  people. 

That’s  the  advice  from  Meta  Group,  Inc.  after  it 
looked  at  the  results  of  a  recent  survey  of  year  2000 
vendors  conducted  by  the  Information  Technology  As¬ 
sociation  of  America  (ITAA). 

Meta  Group,  an  information  systems  consultancy  in 
Stamford,  Gonn.,  is  urging  clients  to  use  pay  and  in¬ 
centive  schemes  to  keep  IS  personnel  from  defecting  to 
year  2000  vendors. 

The  ITAA  survey  of  98  vendors  found  that  82%  of 
them  believe  that  having  enough  people  to  handle  their 
work  is  a  serious  issue. 


HELP  THY  COMPETITOR 


If  you’re  a  bank,  it  doesn’t  do  much  good  to  make  your 
systems  year  2000-compliant  if  a  rival  bank  across  the 
street  can’t  process  your  checks. 

If  you’re  a  state  government,  it  won’t  help  to  keep 
your  tax  collection  systems  working  if  the  tax  payment 
system  at  a  local  factory  is  down. 

That’s  the  reason  some  organizations  that  are  in  good 
shape  with  their  year  2000  repairs  are  helping  others, 
even  their  competitors,  by  sharing  their  secrets. 

The  Canadian  Imperial  Bank  of  Commerce  in  Toron¬ 
to,  for  example,  regularly  hosts  other,  less- 
prepared  companies  to  show  them  the  exten¬ 
sive  processes  the  bank  has  set  up  to  fix  its 
own  systems,  and  it  sends  its  year  2000  exec¬ 
utives  on  the  road  to  talk  up  the  lessons  it’s 
learned. 

Year  2000  managers  for  the  Commonwealth 
of  Pennsylvania  are  also  pushing  their  efforts 
across  organizational  borders.  Matthew  Carey, 
manager  of  the  state’s  year  2000  initiative, 
doesn’t  have  direct  responsibility  for  utilities. 

But  his  group  has  taken  it  on  itself  to  con¬ 
tact  telephone  and  electric  companies  to  assess 
their  year  2000  readiness  and  will  brief  the 
legislature  this  month  on  its  findings. 

Carey  hopes  that  concerned  lawmakers  will 
pressure  the  Public  Utility  Commission  to,  in 
turn,  pressure  utilities  to  move  more  quickly. 
And  he  says,  “We’ve  developed  an  outreach 
program”  to  brief  local  governments,  small 
businesses  and  the  public  on  what  state  gov¬ 
ernment  is  doing  about  the  year  2000. 

The  state  year  2000  office  may  also  extend 
the  contracts  it’s  signed  with  service  providers 
to  allow  cities,  towns  and  boroughs  to  also  get 
help  from  those  vendors.  —  Robert  L.  Scheier 
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DON'T  LET  'EM  GO! 

The  IS  labor  market  may  be  highly  competitive,  but 
with  year  2000  work  expected  to  ramp  up  next  year  — 
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Looking  for  more  information 
on  the  year  2000?  Check  out  the 
year  2(xx>  page  at  our  Web  site. 

Set  your  browser  to: 
www.computerworld.com/news 


THE  MARINES. 
THE  GREEN  BERETS. 
THE  NAVY  SEALS. 

Welcome  to  reseller  boot  camp:  The  Sun  Competency  Certification  Program -a  proving  ground  from  which 


a  handful  of  value-added  resellers  will  graduate.  Trained  in  Sun™  products,  consulting  and  interoperability, 


as  well  as  the  latest  Java™  technologies,  they’re  certified  in  everything  from 


Enterprise,  Workgroup  and  Specialty  categories  to  service  and  support.  Simply 


^^Sun 


ENTERPRISE,  WORKGROUP 
AND  SPECIALTY  CERTIHED 


put,  they’re  the  ones  the  tabloids  call  when  the  big  MIS  scandal  breaks.  Sure,  there  are  easier  ways  to 


become  a  reseller.  There  are  also  bargain  parachutes.  The  bottom  line  is  that  when  you  see  the  Sun  seal 


of  approval  hanging  on  the  wall,  your  rip  cord  worries  will  evaporate  like  software  titles  for  the  Commodore  64. 

Just  look  for  the  certification  logo,  and  walk  on  in.  Left-left-left-right-left.  THE  NETWORK  IS  THE  COMPUTER!" 

NOW  LETS  TALK  ABOUT 
A  PROGRAM  THAT’S 
TOUGH  TO  GET  INTO. 
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YOU'VE  PUT 


MILLIONS 

into  your 

UNIX  SYSTEM. 


So  have  we.  Aetuallij,  more  like  several  billion.  Xot  thal  ire'r(>  eotnjhai n i n(i.  Ut'  do  hare  somiihiini  /o  shon-  lor  ail  Ihr 
-money  we've  spent  on  RdL-I):  onr  neir  I  XIX  bimrhnni rks  ojjer  the  fastest  nninbeis  in  the  industry  On  both  a  ^i/sh-nr  and 
.  .applieatiotf  level.  What's  more,  ire  provide  fall  bddiit  deployment  today,  not  some  time  ne.rt  year.  Are  thesi  lesnll.'-  north 


What  an  odd  coincidence 


the  kind  (jf  iiivestmpnf  we  (It roil-  at  UNIX?  Yoli  bet.  As  lee  peer  itito  our  crystal  ball,  ire  can  see  that  only  UNIX  has  the 
robustness  to  run  your  (lata  center  and  other  mission-critic(d  applications.  It  is  and  trill  retnain  vital  to  making 
your  Irusine.ss  run.  Atid  vital  lo  u.s,  as  well,  And  that's  not  a  coincidence.  For  the  details,  visit  www.hp.com/go/unix 


Adlplil^eree^nteiptls^^^oiTlparedagZisl  other  single  node  systems  as  of  10/1/97.  tBasad  on  Baan  IV  benchmark  results  ol  6,604  users  that  demonstrate  performance  improvemetrt  of  2t%  over  the  previoua  Baan  IV  benchmark.  01997  Hewlelf-Packard  Company 
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TEAM 
APPROACH 
TO  FILLING 
OPEN  JOBS 


r 


LEILANI  ALLEN 


ow  do  you  go  about  making  effective,  yet 
eificient,  hiring  decisions? 


One  IS  director  has  found  that  group  interviews  save  time, 
improve  decisions  and  get  management  involved.  An 
employee  who  went  through  the  process  agrees. 

John  Regep  is  senior  director  of  IS  development  at  an 
expanding  Midwest  firm  that  processes  prescription  drug 
claims  for  insurance  companies  and  other  clients.  He’s 
been  in  information  systems  for  lo  years. 

Regep  is  looking  to  hire  as  many  people  as  he  can  in 
today’s  tough  labor  market.  All  the  more  reason  the  hir¬ 
ing  process  has  to  be  both  efficient  and  intensive. 

Originally,  he  did  almost  all  the  hiring,  then  assigned 
the  employees  to  teams.  But  his  managers  asked  for  more 
input  into  the  process. 

“I  started  group  interviews  to  make  my  team  of  man¬ 
agers  all  feel  they  were  part  of  the  hiring  decision.”  So 
now,  candidates  typically  go  through  an  initial  screening 
by  Regep  or  a  human  resources  representative,  with  the 
focus  being  an  introduction  to  the  company.  If  a  screen¬ 
ing  is  successful,  Regep  calls  on  three  potential  hiring 
managers  to  help  him  conduct  a  group  interview. 

Focus  on  fundamentals 

The  interview  usually  takes  an  hour,  with  managers  taking 
turns.  There’s  no  standard  list  of  questions,  nor  do  they 
agree  in  advance  who  will  cover  which  topics.  The  group 
rarely  asks  technical  questions  but  focuses  instead  on  fun¬ 
damental  work  habits,  such  as  handling  multiple  priori¬ 
ties,  resolving  conflicts,  development  life  cycle  and  com¬ 
munication  skills.  Not  only  does  the  group  try  to 
determine  how  good  a  fit  the  candidate  is,  but  also 
whether  the  firm’s  work  environment  is  a  fit  for  what  the 
candidate  is  seeking.  Asking,  for  example,  “What  would  be 
your  ideal  job.^”  establishes  a  candidate’s  level  of  interest 
and  key  requirements. 

Immediately  after  the  interview,  the  managers  discuss 
whether  the  candidate  should  be  hired  and  which  team 
she  or  he  should  go  to.  Regep  says,  “We  all  get  a  feel  for 
the  types  of  questions  each  of  us  asks  and  the  type  of  re¬ 
sponse  we’re  looking  for.  This  way,  if  one  of  us  can’t  make 
it,  we  are  all  still  able  to  decide  which  team  the  candidate 
should  be  offered  to.  We  have  even  allowed  the  candidate 
to  make  their  own  decision.” 

“There  are  benefits  to  both  sides  in  the  group  interview 
approach,”  Regep  says.  “The  candidate  doesn’t  waste  a  lot 
of  time  on  multiple  interviews  where  the  same  question 
gets  asked  numerous  times.  From  our  side,  we  get  to  hear 
all  the  answers  to  all  questions.  And  inevitably,  someone 
asks  something  the  rest  may  have  forgotten.  It  makes  for  a 
more  well-rounded  exchange.” 


There  are,  of  course,  risks  associated  with  this  approach. 
Candidates  are  likely  to  find  group  interviews  intimidat¬ 
ing,  as  they  try  to  “psych  out”  not  just  one,  but  four 
decision-makers.  Regep  tries  to  diminish  the  tension  by 
projecting  an  informal  demeanor  and  casual  dress. 

Just  like  'real  life' 

And  what  about  the  added  stress  for  the  candidate  at 
being  so  outnumbered?  “The  group  situation  mirrors  real 
life,”  Regep  says.  “There  will  be  many  occasions  where  a 
developer  must  meet  with  numerous  users  and  should  be 
able  to  handle  the  situation.” 

The  results  so  far:  Of  40  openings  in  the  past  year, 
Regep  has  filled  25.  There  are  an  average  of  two  group  in¬ 
terviews  per  week,  meaning  that  approximately  a  fourth  of 
the  candidates  are  hired,  which  he  considers  a  satisfactory 
ratio. 

How  do  the  candidates  themselves  react?  Nancy  Toth  is 
team  leader  for  a  group  of  eight  programmers  responsible 
for  the  production  reporting  system.  She  contacted  the 
firm’s  human  resources  department  because  she  had 
heard  the  firm  was  expanding  and  using  innovative  tech¬ 
niques.  She  had  a  brief  interview  with  Regep  and  then  a 
group  interview  with  the  director  and  three  managers. 

She  endorses  the  technique.  “I  thought  it  was  one  of  the 
best  interviews  I  ever  had,”  she  says.  “What  I  liked  best  is 
that  you  see  more  than  one  person,  so  you  get  a  better  idea 
of  the  company  and  the  type  of  individuals  they  employ. 
The  personalities  of  the  managers  really  came  across.  I  felt 
camaraderie  amongst  the  managers,  I  could  tell  they 
worked  well  together,  had  a  good  rapport.  It  appeared  they 
had  common  goals.” 

And  since  then?  “My  first  impression  of  those  three 
managers  still  holds  today,”  Toth  says. 

She  says  she  found  the  pressure  normal  for  an  inter¬ 
view,  but  found  “I  had  to  be  a  little  bit  more  on  my  toes 
because  I  was  trying  to  see  how  all  three  would  react.” 

One  of  the  hallmarks  of  the  new  management  style  is 
an  emphasis  on  collaboration  —  bringing  multiple  talents 
and  viewpoints  together.  Usually  that’s  applied  to  what 
we’ll  do.  In  this  instance,  it’s  who  we’ll  work  with.  Add  an 
employee  representative,  and  group  interviews  may  well 
be  a  technique  that  improves  quality  without  adding  time 
or  cost.  □ 

Allen’s  column  deals  with  people  issues  that  managers  face 
every  day  but  are  reluctant  to  discuss  openly.  She  is  a  director 
at  Tenex,  a  management  consulting  firm  in  Burlington, 

Mass. 


Big  savings 
from  paper? 

“Cut  operating  costs,”  the  chief  informa¬ 
tion  officer  orders  his  network  adminis¬ 
trators,  “and  leave  no  stone  unturned.” 

So  they  look  at  the  usual  resource 
grabbers,  such  as  unnecessary  hardware 
and  software  upgrades  and  use  of  unau¬ 
thorized  software,  then  return  with  a  list 
of  recommendations. 

But  does  anyone  bring  up  reducing 
the  cost  of  using  printers,  copiers  and 


fax  machines?  Ten  percent  to  15%  of 
your  network  nodes  are  probably  print¬ 
ers,  IS  manager  Brian  Jaffe  said  in  a 
Computerworld  article  [CW,  Nov.  17]  on 
cutting  total  cost  of  ownership. 

And  printers  that  are  shared  by  several 
users  require  more  IS  support  than 
locally  attached  devices. 

Dave  Plevniak,  director  of  information 
technology  and  network  operations  at 
Metrohealth,  a  health  care  provider  in 
Cleveland  that  has  4,600  employees, 
tracked  the  costs  of  generating  paper 
copies  with  the  help  of  some  technology 
from  Hewlett-Packard  Co. 


Plevniak  formd  that  Metrohealth  could 
save  about  $1.2  million  per  year  through 
workflow  changes  and  technology  up¬ 
grades. 

Based  on  a  sample  department,  he 
says,  the  changes  and  upgrades  will  pay 
for  themselves  within  a  year  and  a  half. 

The  changes  range  from  major,  such 
as  upgrading  to  printers  and  copiers  that 
are  more  efficient  in  using  supplies  and 
power,  to  minor,  such  as  printing  25 
original  copies  rather  than  printing  one 
off  a  PC  and  making  25  copies. 

“It’s  not  just  intuitively  better,”  Plev¬ 
niak  says,  “it  saves  money.”  —  Rick  Saia 


cross  reference  from  every  job 
and  pro>gram  in  the  system. 
And  it's  all  due  yesterday. 


Ao 


ADPAC  JCLVIEW  delivers  a  complete  and  accurate  dataset  cross  reference  report,  documentins  where  every  dataset  is 
defined  -  and  where  it’s  used  -  in  every  job  and  prosram  in  your  system.  This  tool  supports  both  MVS  and  VSE,  and 
produces  automated  reports  in  minutes,  even  for  systems  with  hundreds  of  prosrams  and  jobs. 

Since  1963,  ADPAC  has  been  helpins  companies  save  time,  save  money,  and  solve  problems.  For  more  information 
or  a  demonstration  of  how  ADPAC  products  can  help  you,  call  800-797-8439  or  415-777-5400.  Or  talk  to  one  of  our  Marketins 
Partners,  includins  Platinum  technolosy  inc.  ADPAC.  425  Market  Street,  San  Francisco,  California  94105.  www.adpac.com 
JCLVIEW  is  one  of  the  ADPAC  SystemVision  family  of  products. 
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Thomas, 


Legal  Department 


Hasn’t  lost  a  case 
in  10  years. 

His  computer  files 
are  another  matter. 


Victor, 

Accounting 


Insists  on  backup  for 
all  expenditures, 
but  doesn’t  always 
back  up  his  files. 


www.ibm.com/storage/backup 


1 


Now,  there’s  a  reliable  way 
to  automatically  back  up,  archive 
and  retrieve  all  their 
critical  business  information. 

(  Presenting  Network  Storage  IVIanageT^ 

A  lost  file  here.  No  backup  there. 

Nobody  in  your  enterprise  is  perfect. 

Luckily,  IBM  has  an  integrated  storage 
solution  for  these  sorts  of  problems. 

IBM  Network  Storage  Manager 
gives  you  reliable  backup,  recovery 
and  archiving  of  stored  data  anywhere 
on  your  network.  Automatically.  This 
solution  of  powerful  software  and 
lightning-fast  hardware  easily  attaches 
to  your  network  like  any  other  server. 

So  it’s  nondisruptive. 

It  also  works  across  all  major 
computing  platforms,  including  NT, 

Sun,  HP  and  IBM.  There’s  a  broad 
family  of  flexible  and  reliable  storage 
solutions  for  just  about  any  size 
company  or  department.  And  they 
can  be  easily  upgraded  as  your 
business  needs  change. 

Call  us  at  1  800  IBM-CALL, 
ext.  RA062,  or  visit  www.ibm.com/ 
storage/backup  to  learn  how  IBM 
storage  solutions  can  give  everyone 
access  to  the  information  they  need. 
Sometimes,  in  spite  of  themselves. 


Solutions  for  a  small  jilanet" 


IMPACT  ANALYSIS 


AUTOMATED  DATA  UTILITIES 


AUTOMATED  SOURCE  CONVERTER 


CODE  EDITOR,  RAD  TOOLS,  DATE  ROUTINES 


nicrtsystsMS 


Value  Added  Reseller 


Don’t  mess  with  the  millennium  bug- 
take  your  best  shot!  Here’s  your  automatic  weapon 

ADAPT/2000 


One  tool  addresses  all  the  needs  and  automates  all  key  phases  of  year 
2000  projects,  with  built  in  RAD  and  code  re-engineering  capabilities 
that  will  provide  value  beyond  the  year  2000. 


COBOL  SOURCES,  COPYBOOKS,  SCREEN  DEFINITIONS 
JOB  CONTROL,  DATA  DEFINITION  LANGUAGE  (DDL) 


•  Rules  based 

•  Code  parser,  Data  aliasing,  Data  analysis 

•  Detailed  analysis  by  program,  copy  element, 
job  script,  date  field 

•  Summary  analysis,  resource  and  cost  estimates 


Data  dictionary 
Rules  based 
Code  generator 
New  DDL 


Outputs  programs  for 
Data  conversion 
Data  bridging 
Data  aging 


Rules  based  •  Logic  changes 

Detailed  comments  •  New  data  definitions 

Expansion,  windowing  or  encapsulation 
New  copybooks,  source  code 


Search,  copy,  replace  •  Report  writer 


'ALLEGIANT  LEGACY  SOLUTIONS 


A  Division  of  NeoMedia  Technologies,  Inc. 

Bringing  Legacy  Applications  into  the  21st  Century 

11025  Reed  Hartman  Highway,  Cincinnati,  OH  45242  •  Phone:  513-984-1822  •  888-YR2K  ALS  (888-972-5257) 
Fax:  51 3-984-2438  •E-Mail:  gluntz@iglou.com  •  Web  Address:  http://www.allgnt.com 
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Address  Shown:  □  Home  □  Business  □  New  □  Renew  *U.S.  Only.  Canada  $95,  Mexico,  Central/South  America 
$150,  Europe  $295.  all  other  countries  $295.  Foreign  orders  must  be  prepaid  in  U.S.  dollars. 


Please  complete  the  questions  below. 


1 .  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/Transportation 
70.  Mining/Construction/Petroleum/ 
Refining/Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators,  VARs,  Computer 
Sen/ice  Bureaus,  Software  Planning  & 
Consulting  Services 


90.  Computer/Peripheral  Dealer/DistV 
Retailer 

95.  Other _ 

(Please  Specify) 

.  TITLE/FUNCTION  (Circle  one) 

IS/MiS/DP  MANAGEMENT 

1 9.  Chief  Information  OfficerA/ice 

President/Asst.  VP  IS/MIS/DP  Mgmt. 

21.  Dir./Mgr.  MIS  Services,  Information 
Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  Mgr./PC  Mgr.,  Tech. 
Planning,  Administrative  Senrices 

23.  Dir./Mgr.  Sys.  Development,  System 
Architecture 

31 .  Programming  Management,  Software 
Developers 


41 .  Engineering,  Scientific,  R&D,  Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

11.  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst.  Vice  President 

13.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 

51 .  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Mgmt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


3.  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  NetWare  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

Add.  Development  Products  □  Yes  □  No 
Networking  Products  □  Yes  □  No 

4.  Do  you  use,  evaluate,  specify,  recommend 
or  approve  the  purchase  of  Internet 
products  and/or  services? 

□  Yes  QNo  B4M7Q 


READ  FOR  KNOWLEDGE 
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Please  complete  the  questions  below. 


1 .  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/EducaSon 
40.  Wholesale/Retail/Trade 
50.  Business  Senrice  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/T  ransportation 
70.  Mining/Constoiction/Petroleum/ 
Refining/Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators.  VARs,  Computer 
Service  Bureaus.  Software  Planning  & 
Consulting  Services 


90.  Computer/Peripheral  Dealer/Dist./ 
Retailer 

95.  Other _ 

(Please  Specify) 

2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 

President/Asst.  VP  IS/MIS/DP  Mgmt. 

21.  Dir./Mgr.  MIS  Services,  Information 
Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  Mgr,/PC  Mgr.,  Tech. 
Planning,  Administrative  Services 

23.  Dir./Mgr.  Sys.  Development,  System 
Architecture 

31 .  Programming  Management,  Software 
Developers 


41 .  Engineering,  Scientific,  R&D,  Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

11.  President.  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst.  Vice  President 

13.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
51.  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgmt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators.  Journalists,  Students 
90.  Other  Titled  Personnel 


3.  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  NetWare  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  □  Yes  □  No 
Networking  Products  □  Yes  □  No 

4.  Do  you  use,  evaluate,  specify,  recommend 
or  approve  the  purchase  of  Internet 
products  and/or  services? 

□  Yes  □  No  B4M7  Q 
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Buyer's  Guide 


PRODUCT  REVIEWS:  ►Sybase's  PowerBuilder  is  In  transition 
from  client/server  focus  to  Web  orientation  ►Omnis'  Studio 
builds  on  cross-platform  heritage  with  internet  tools 


PowerBuilder  wants  to  get  thin.  With  the  release  of  Power¬ 
Builder  Enterprise  for  Windows  6.0,  Sybase,  Inc.  has  start¬ 
ed,  but  hasn’t  completed,  transforming  PowerBuilder  from 
a  client/server  development  environment  into  one  that  ful¬ 
ly  supports  building  World  Wide  Web-ready  applications. 


I  tested  a  late  beta  of  Power- 
Biiilder  Enterprise  for  Windows  6.0, 
a  fourth-generation  language  rapid 
application  development  environ¬ 
ment  due  for  general  release  this 
week.  It  provides  comparatively  few, 
yet  welcome,  improvements,  includ¬ 
ing  support  for  developing  on 
Hewlett-Packard  Co.  HP-UX  and 
IBM  AIX  platforms,  enhancements 
in  distributed  development  capabili¬ 
ties  designed  to  facilitate  the  cre¬ 
ation  of  multitier  applications  for 
use  on  intranets  and  the  Internet,  a 
dramatically  improved  debugger  and 
open  component  creation. 

Not  evident,  at  least  not  yet,  is  the 
rest  of  PowerBuilder’s  transforma¬ 
tion  from  its  roots  as  a  client/server- 
only  powerhouse  to  a  thin-client 
development  environment. 

Sybase  promises  to  de¬ 
liver  that  functionality, 
which  includes  support  for 
ActiveX,  Common  Object 
Request  Broker  Architec¬ 
ture,  Component  Object 
Model  and  JavaBeans,  ear¬ 
ly  next  year.  PowerBuilder 
6.0  currently  supports  dy¬ 
namically  generated  Hy¬ 
pertext  Markup  Language 
(HTML),  which  can  help 
generate  client-side,  thin- 
Web  applets. 

Still,  even  in  its  current 
form,  this  is  a  muscular 
development  environment 
that  can  readily  compete 


with  Borland  International,  Inc.’s 
Delphi  and  Microsoft  Corp.’s  Visual 
Basic  and  Visual  C++  for  building 
enterprise-class  applications.  Power¬ 
Builder  6.0  lets  users  build  compo¬ 
nent-based,  scalable,  multitier  appli¬ 
cations  for  32-bit  Windows  and  Unix 
architectures.  PowerBuilder  simpli¬ 
fies  initial  development  and  subse¬ 
quent  application  management  and 
boosts  performance  through  its 
built-in  Jaguar  component  transac¬ 
tion  server  (CTS)  architecture. 
Jaguar  partitions  applications  into 
three  pieces:  client-side  applets  (pre¬ 
sentation),  server-side  components 
(logic)  and  back-end  databases  (data 
storage).  Users  can  build  objects 
using  PowerBuilder  or  C++. 

Other  enterprise-class  technolo¬ 


gies  new  or  improved  in  this  up¬ 
grade  include  shared  object  support 
and  asynchronous  request  process¬ 
ing.  Shared  support  lets  multiple 
clients  share  the  same  object,  which 
reduces  the  number  of  database  ac¬ 
cesses.  Asynchronous  processing, 
similar  to  a  delayed  write,  avoids  hav¬ 
ing  dients  wait  for  the  server  to  exe¬ 
cute  a  request  when  it’s  processing 
other  transactions.  When  the  server 
receives  the  request,  it  caches  it, 
thereby  releasing  the  client,  and 
processes  the  request  afterward. 

JUST-IN-TIME 

Sybase  has  significantly  improved  its 
debugger.  It  also  has  added  a  perfor¬ 
mance  profiler  and  revamped  its 
trace  function.  The  new  debugger’s 
just-in-time  architecture  consider¬ 
ably  simplifies  finding  and  fixing 
syntax  errors.  Previously,  the  debug¬ 
ger  ran  as  an  independent  process. 

I  experimented  with  the  new  de¬ 
bugger  using  deliberately  faulty  syn¬ 
tax  (never  a  problem  for  me  to  gen¬ 
erate)  in  a  sort-and-display 
routine  made  easier  by  the 
new  multipane  display  of  si¬ 
multaneous  operational  and 
data  processes. 

Overall,  it  was  much  easi¬ 
er  to  use,  more  informative 
and  more  robust  than  Ver¬ 
sion  5.0’s  comparatively  un¬ 
derpowered  debugger.  It  de¬ 
livers  enhanced  support  for 
conditional  breakpoints,  ex¬ 
amining  objects  in  memo¬ 
ry,  watchpoints  and  code 
stepping.  Developers  can 
use  its  built-in  analysis  rou¬ 
tines  and  graphs  to  assess 
performance  or  create  cus¬ 
tom  views. 


PRODUCT  REVIEW 

►  PowerBuilder  6.0 

Sybase,  Inc.  PowerSoft  Tools  Group 
Concord,  Mass.  (800)  879-2273 
www.powersoji.com 

PROS:  Significantly  improved  debugger,  ability  to 
create  multilingual  apphcations,  Unix/Macintosh/ 
Wintel  cross-platform  deployment,  performance 
profiler,  asynchronous  communications. 

CONS:  Currently  lacks  support  for  Java,  JavaBeans, 
ActiveX  and  CORBA  (promised  Q1  ’98). 

SHIP  DATE:  Dec.  1. 

PLATFORMS:  Windows  95,  Windows  NT,  HP-UX, 
AIX,  Solaris  and  Mac  OS. 


PowerBuilder  6.o’s  revamped 
trace  function  and  new  application 
profiler  integrate  moderately  well 
with  each  other  to  capture,  then 
analyze,  data,  revealing  bottlenecks 
and  other  resource  problems.  In 
combination  with  the  beefier  debug¬ 
ger,  users  can  repair  snags  and  opti- 


A  multipane  interface  in  PowerBuilder  6.0's  de¬ 
bugger  simultaneously  shows  several  processes 

mize  the  application’s  performance. 

Together,  the  trio  provides  much- 
needed  insight  into  the  application’s 
behavior,  which  will  improve  pro¬ 
ductivity  and  reduce  frustration. 

A  STAND-UP  STAND-IN 

A  new  Java  proxy  generator  gives  a 
Java  client  direct  access  to  an  applica¬ 
tion’s  logic  and  PowerBuilder  6.o’s 
objects.  Proxy  provides  a  method 
to  insert  business  logic  into,  thereby 
assuring  flexibility,  scalability  and 
reusability.  Also,  you  get  the  benefits 
of  Java  applications  (for  example,  ma¬ 
chine  independence  and  the  ability  to 
invoke  methods  directly  on  distrib¬ 
uted  PowerBuilder  servers)  without 
having  to  explicitly  rewrite  Power- 
PowerBuilder,  page  82 
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Builder  objects  in  Java.  For  previously  dis¬ 
tributed  objects,  proxies  save  you  time 
by  eliminating  the  need  to  rewrite  and  re¬ 
deploy  objects. 

When  Sybase  completes  its  implemen¬ 
tation  of  ActiveX,  downloadable  Power¬ 
Builder  6.0  run-time  clients  will  behave 
like  ActiveX  components,  allowing  for 
distribution  across  the  Internet  or  in¬ 
tranets  and  saving  distribution  time  and 
administration  costs.  Window  ActiveX, 
essentially  an  ActiveX  wrapper,  will  pro¬ 
vide  the  transport  capability.  It  will  func¬ 
tion  like  a  plug-in  but  has  methods  asso¬ 
ciated  with  it.  Window  ActiveX  can  be 
embedded  in  any  application  that  sup¬ 
ports  ActiveX  and  runs  PowerBuilder’s 
virtual  machine.  Sybase  says  it  will  pro¬ 
vide  a  secure-mode  version  of  the  wrap¬ 
per  so  it  can  be  used  in  electronic  com¬ 
merce  and  other  private  data  exchanges. 

To  further  enhance  scalability,  the 
Jaguar  CTS  will  host  and  manage  appli¬ 
cation  objects.  Benefits  include  sparing 
the  developer  from  having  to  deal  with 
communication,  security,  thread  manag¬ 
ing  and  performance  issues  when  inte¬ 
grating  components.  The  current  version 
of  Jaguar  runs  only  on  Windows  NT  4.0 
and  SunSoft,  Inc.  Solaris  2.5.1  and  sup¬ 
ports  just  ActiveX  and  C/C++  server-side 
components.  Users  can  write  client-side 
applets  in  Java.  I  didn’t  test  CTS. 

An  enhancement  to  the  Data  Windows 
tool  allows  dynamic  translation  of  an  ap¬ 
plication  into  HTML  (without  writing  any 
code)  that  retains  the  original  format  and 
includes  embedding  controls  via  a  single 
method  call.  For  example,  you  can  add  a 
command,  a  picture-style  button  object  or 
scroll  bar  support  in  print  preview  or  the 
ability  to  save  data  in  Excel  5  format. 

For  multinational  companies,  Power¬ 
Builder  6.0’s  NT  version  provides  a  Uni¬ 
code  universal  character  set,  which  sim¬ 
plifies  coding  in  multiple  languages. 

MORE  OPEN 

PowerBuilder  discards  its  former  propri¬ 
etary  source  code  control  interface,  which 
should  lead  to  more  flexibility  and  faster 
adoption  of  features  offered  by  third- 
party  vendors.  PowerBuilder  6.0  uses  a 
standard  version  control  interface,  the 
PowerBuilder  Source  Code  Control  Ap¬ 
plication  Programming  Interface,  based 
on  the  Microsoft  common  source  code 
control  interface  specification.  In  the  fu¬ 
ture,  PowerBuilder  6.0  promises  to  sup¬ 
port  functions  in  version  control  systems 
that  extend  beyond  those  specified  by 
Microsoft. 

To  help  developers  learn  the  improve¬ 
ments,  online  help  details  the  changes. 
PowerBuilder  6.0  will  come  bundled 
with  a  new  Learning  Edition  of  a  third- 
party  object-modeling  tool,  HOW,  from 
Riverton  Software  in  Cambridge,  Mass.  □ 

Millman  operates  the  Data  System  Services 
Group,  a  vendor-irxdepcndent  consultancy 
in  Croton,  N.Y.  You  can  reach  him  at 
(914J  271-6883  or  hmillman(g)ibm.net. 


Web  tools  bulk  up  Omnis 
Studio  release 


By  David  Strom 


Long  before  Java  was  a 
planet  orbiting  in  Sun’s 
universe,  Omnis  Soft¬ 
ware,  Inc.  had  made  a  name  for 
itself  in  the  area  of  developing 
cross-platform  database  applica¬ 
tions.  Studio  1. 1  is  the  latest  re¬ 
sult,  bulked  up  with  various 
World  Wide  Web  applications 
and  extending  Omnis’  solid  tra¬ 
dition  of  client/server  database 
programming. 

Studio  shows  real  promise  in 
producing  Web  sites  that  serve 
up  dynamic  content  from  data¬ 
bases.  It’s  a  completely  object- 
oriented  application  develop¬ 
ment  environment  that  comes 
with  tons  of  objects,  methods,  property 
inspectors,  debuggers  and  other  tools 
that  are  part  and  parcel  of  the  object 
world.  With  some  minimal  program¬ 
ming,  I  could  assemble  an  application  by 
dragging  and  dropping  objects  in  a  win¬ 
dow  and  tying  together  various  proper¬ 
ties  and  classes. 

Studio  is  useful  if  you  have  fourth- 
generation  language  or  SQL  experience 
and  have  more  than  a  basic  understand¬ 
ing  of  object-oriented  programming 
techniques  and  Web  applications.  If 
more  than  one  of  these  concepts  is  new 


PRODUCT  REVIEW 
>■  Omnis  Studio  1.1 

Omnis  Software,  Inc. 

San  Bruno,  Calif  (650)  829-6000 
www.omnis-sojiware.com 

PROS:  Powerful,  integrated,  object-oriented 
programming  environment  that  integrates  Web  and 
database  applications  and  allows  you  to  deploy  them 
across  various  operating  system  platforms. 

CONS:  Steep  learning  curve,  lacks  tutorials,  poorly 
documented. 

LIST  PRICE:  $1,599.  E)ata  Access  Manager,  $1,299, 
Production  Manager,  $799. 


to  you,  you  should  steer  clear  of  Studio. 

Studio  has  long  been  a  cross-platform 
product.  For  example,  it’s  relatively  easy 
to  move  an  application  developed  under 
Windows  NT  to  Windows  3.x,  OS/2  or 
Macintosh.  Of  course,  to  do  that,  I  had 
to  install  the  Omnis  run-time  software 
and  copy  the  library  file  containing  the 
application  to  the  appropriate  machine. 
But  that’s  much  easier  than  trying  to 
move  Java  applications  across  platforms. 

Omnis  has  added  some  hefty  Internet- 
related  applications  to  those  cross-plat¬ 
form  roots  in  its  latest  version  of  Studio, 
which  shipped  in  September.  Developers 
can  integrate  various  Internet-related  ap¬ 
plications  such  as  Web,  file  transfer  pro¬ 
tocol  and  electronic  mail  into  the  stan¬ 
dard  client/server  databases.  Indeed,  you 
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You  could  build  a  complete  Web  server  out  of  Stu¬ 
dio's  objects  and  wizards 


could  build  a  Web  server  from  scratch 
using  the  tools  and  objects  supplied. 

But  I’m  not  really  sure  that’s  the  point 
of  Studio.  Instead,  I’d  recommend  using 
it  to  integrate  your  Web  and  database 
content  or  to  develop  your  own  client/ 
server  applications  that  have  Web  and 
E-mail  properties  and  objects. 


I 


tricky  part  is  how  to  integrate  those 
objects  and  produce  applications. 

I  tested  Studio  on  Windows  95, 
NT  and  Macintosh.  I  found  NT  to 
be  best  for  developing  applica¬ 
tions.  (To  be  fair,  my  Macintosh  is 
an  underpowered  6ioo/66-MHz 
PowerMac.)  Trying  to  write  code 
on  Studio  can  be  an  exercise  in 
patience.  That’s  partly  because 
Omnis  was  somewhat  flaky  under 
Windows  95:  It  would  freeze  up  at 
odd  times  for  no  apparent  reason. 
I’d  recommend  at  least  64M  bytes 
of  RAM  and  a  200-MHz  proces¬ 
sor  for  any  serious  developer  and 
more  if  you  run  an  SQL  database 
server  on  the  same  machine, 
found  three  drawbacks  to  Studio. 


IN  REVERSE 

While  products  such  as  Allaire  Corp.’s 
Cold  Fusion  and  Bluestone  Software, 
Inc.’s  Sapphire  start  with  a  Web  server 
and  add  database  commands  inside  Hy¬ 
pertext  Markup  Language 
(HTML)  pages.  Studio 
works  in  reverse:  It  starts 
with  a  database  (or  anoth¬ 
er  series  of  objects),  and 
builds  its  own  Web  serv¬ 
er  around  them.  Think 
about  a  series  of  query 
forms  on  your  Web  site 
that  let  customers  track 
deliveries  using  the  Fed¬ 
eral  Express  Corp.  Web 
tracking  system.  Or  think 
of  how  you  could  E-mail 
the  results  of  a  database 
query  to  customers.  Or 
a  way  to  incorporate 
ActiveX  controls,  such  as 
a  payment  system,  into  your  Web  store¬ 
front  or  online  catalog. 

Those  kinds  of  applications  were  pos¬ 
sible  to  develop  prior  to  Studio,  but  they 
required  lots  of  Java  or  Open  Database 
Connectivity  (ODBC)  programming  and 
Common  Gateway  Interface  scripting. 
Although  it’s  exciting  to  imagine  the 
possibilities.  I’m  not  sure  this  will  catch 
on  with  Web  developers  heavily  steeped 
in  writing  static  HTML  pages. 

Studio  has  tremendous  power  and  flex¬ 
ibility.  1  could  grab  all  sorts  of  objects 
from  its  component  store,  a  holding  area 
for  prebuilt  routines  such  as  graphics  and 
data  manipulation  tools.  But  the  nice 
thing  about  Studio  is  that  it  also  looks 
around  your  disk  for  other  objects  such  as 
ActiveX  controls  and  JavaBeans.  The 


First,  if  you  haven’t  used  object-oriented 
development  tools,  it  might  not  be  the 
best  place  to  start.  The  manuals  are 
sparse  with  examples,  and  it’s  hard  to  re¬ 
late  the  code  fragments  with  what  has  to 
be  typed  on  screen.  Also  missing  is  a 
good  tutorial  to  take  you  sequentially 
through  building  an  application.  To  really 
learn  this  program.  I’d  recommend  the 
five-day  Quick  Start  training  class 
($2,499)  offered  by  Omnis. 

Some  of  the  more  important  docu¬ 
mentation  is  available  only  as  Adobe 
Portable  Document  Format  (PDF)  files, 
which  I  found  difficult  to  use.  To  Omnis’ 
credit,  it  has  included  in  Version  i.i  a 
global  index  of  all  these  online  docu¬ 
ments,  to  maker  searching  easier.  And  it 
has  a  CD  fiUed  with  sample  libraries  and 
applications.  Again,  trying  to  match  the 
samples  with  the  code  shown  in  the  PDF 
isn’t  always  obvious. 

The  second  drawback  is  that  you’ll 
probably  need  more  than  just  the  Studio 
software  itself.  Omnis  also  sells  a  Data 
Access  Manager,  which  is  essential  if 
you’re  going  to  develop  any  database  ap¬ 
plications.  It  contains  the  ODBC  and 
SQL  objects  you’ll  need  to  build  connec¬ 
tions  to  your  existing  data  structures. 
There’s  also  a  separate  Production  Man¬ 
ager  module,  which  is  helpful  for  man¬ 
aging  a  programming  project. 

Finally,  Studio  is  more  of  a  backwater 
than  a  mainstream  intersection.  There’s 
a  great  deal  of  attention  on  Java  and  Java 
Database  Connectivity  right  now:  books, 
products  and  an  active  development 
community.  Studio  has  none  of  those. 

Overall,  Studio  has  lots  of  promise.  It 
might  be  a  good  alternative  for  Web  de¬ 
velopers  who  already  have  invested  sig¬ 
nificant  time  with  various  Java  develop¬ 
ment  environments.  But  steer  clear  of 
Studio  if  you’re  comfortable  using  some 
other  Web/database  tool  or  if  you  have 
no  object-oriented  expertise.  □ 

Strom  (david@strom.com)  is  a  reviewer  in 
Port  Washington,  N.Y. 
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Some  IS  departments 
take  users'  PC  games 
away,  but  productivity 
gains  seem  limited  at  best 


aying 


ouLD  JANET  RENo’s  Tcal  pToblems  Stem  from 
Minesweeper?  Is  the  Department  of  Jus¬ 
tice’s  imbroglio  with  Microsoft  revenge  for 
including  Solitaire  in  Windows? 

When  the  Justice  Department  told  em¬ 
ployees  last  year  that  the  information  sys¬ 
tems  department  would  be  removing  games 
from  all  of  its  PCs,  workers  hooted  and 
howled  and  ranted  and  raved  until  they  got 
their  way.  The  IS  department  relin¬ 
quished  centralized  control  over  games 
and  left  it  to  each  Justice  division  to  set 
its  own  policy. 

Justice  was  just  trying  to  comply  with 
concerns  voiced  from  certain  quarters  of 
Capitol  Hill  that  PC  game-playing  by  federal 
workers  wastes  taxpayer  dollars.  But  in  most 
quadrants,  the  games  stayed  put.  And  the 
Justice  Department  learned  a  lesson,  says 
senior  systems  engineer  Elliott  Lomax:  “You 
can’t  discipline  attorneys.  They’re  out  of 
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control.”  Lomax  is  with  Global  Management  Sys¬ 
tems,  Inc.,  a  systems  integrator  that  works  on-site 
at  the  Justice  Department. 

DO  POST  OFFICE  EMPLOYEES  PLAY  DOOM? 

Removing  games  from  office  PCs  appears  to  be  a 
growing  trend  these  days,  especially  in  govern¬ 
ment,  where  politicians  can  ballyhoo  about  pro¬ 
tecting  taxpayers  from  indolent  federal  workers. 
(Any  productivity  gains  are  questionable,  given  that 
most  federal  agencies  have  Internet  access  and 
games  are  easily  available  on  the  World  Wide 
Web.)  But  the  private  sector  is  jumping  into  the 
fray  as  well.  It  turns  out  users  may  be  taking  the 


directories,  some  as  many  as  12  deep. 

“Their  usual  response  is,  ‘Games?  If  I’d  knovm 
they  were  there,  I  would  have  played  them  a  long 
time  ago,’  or,  ‘Really?  Well  they  must  have  come 
on  the  PC  —  I  didn’t  do  it,’  ”  Drummond  says. 
Whatever  the  excuse,  a  first  offense  earns  users  a 
written  warning  from  Drummond’s  department  — 
and  several  warnings  have  been  issued.  “The  policy 
is  quite  strict,  but  management  is  100%  support¬ 
ive,”  Drummond  says.  “We’re  a  manufacturing 
company,  so  we  have  an  environment  where  peo¬ 
ple  have  to  be  told  what  is  and  isn’t  acceptable.” 

Supervisors  have  invoked  the  policy  and  re¬ 
quested  machine  audits  when  they  wanted  to  dis¬ 
cipline  employees  they  consider  difficult,  Drum¬ 
mond  says,  and  at  least  one  employee  has  been 
pink-slipped  as  a  result  of  the  policy.  That  worker, 
who  allegedly  had  caused  several  problems, 
“locked  down”  his  PC  when  his  boss  asked  for  an 
audit,  an  act  that  was  seen  as  the  “final  straw.” 
Drummond  adds  that  when  his  department  audit¬ 
ed  the  employee’s  PC,  it  uncovered  several  games 
and  other  unauthorized  files  and  packages. 

YOUR  TAX  DOLLARS  AT  WORK 

In  the  public  sector,  game  banning  has  an  illustri¬ 


"People  can  look  very  productive  when 
they're  really  not  doing  anything,  and 
it's  very  difficult  for  a  manager  to 
distinguish."  -  Craig  Drummond, 
Progressive  Tool  &  Industries 


“personal”  in  personal  computers, 
too  .  .  .  well,  personally. 

“People  think  they  ought  to  be  able  to  play 
games  at  lunchtime,”  says  Craig  Drummond,  a 
certified  software  manager  at  Progressive  Tool  & 
Industries  Co.,  a  maker  of  automotive  and  aero¬ 
space  manufacturing  systems  in  Southfield,  Mich. 
"But  if  they’re  doing  something  at  lunch,  like  play¬ 
ing  games  or  surfing  the  ’net  or  writing  a  letter, 
when  does  lunch  end  and  work  begin  again?  They 
can  look  very  productive  when  they’re  really  not 
doing  anything,  and  it’s  very  difficult 
for  a  manager  to.  distinguish  produc¬ 
tive  work  from  unproductive  work.” 

Progressive  instituted  a  stringent 
policy  banning  all  games  from  em¬ 
ployees’  PCs  and  has  even  stripped 
PCs  of  games  bundled  with  Windows. 

The  policy,  which  Drummond  crafted 
in  the  middle  of  last  year,  arose  from 
concerns  about  audits  for  unlicensed 
software  by  the  Software  Publishers 
Association  but  in  practice  has  embraced  produc¬ 
tivity  concerns  as  well.  Under  the  rules,  users  get 
three  strikes,  and  they’re  out. 

But  those  determined  to  continue  playing  games 
in  their  spare  time  have  found  creative  ways  to  try 
to  thwart  the  policy,  Drummond  says. 

The  company  audits  PCs  remotely  with  software 
called  NetCensus,  from  Hanover,  N.H.-based  Tally 
Systems  Corp.,  that  takes  a  hardware  and  software 
inventory  on  boot-up  and  a  homegrown  monitor¬ 
ing  system.  When  the  audits  began,  Drummond 
discovered  users  who  had  merely  transferred  the 
games  from  their  hard  disks  to  floppies.  Others 
had  buried  the  games  in  AutoCAD  drawing  sub¬ 


ous  history.  In  the  U.S.  Department  of  Labor,  then- 
Secretary  Robert  Reich  had  games  removed  from 
employees’  PCs  in  December  1994.  Virginia 
banned  all  games  from  state  employees’  PCs  in 
1995- 

More  recently,  this  summer  Sen.  Lauch  Faircloth 
(R-N.C.)  moved  twice  to  ban  games  from  all  feder¬ 
al  agency  PCs.  First,  in  June  he  introduced  the  Re¬ 
sponsive  Government  Act,  which  included  a  ban 
on  games  among  other  measures  intended  to 
make  federal  agencies  more  responsive  to  tele¬ 


tivity.  That  4-year-old  data  from  a  company  with  a 
vested  interest  in  the  issue  may  be  less  than  con¬ 
vincing  to  some.  Calls  to  SBT  for  comments 
weren’t  returned. 

The  Government  Responsiveness  Act  failed.  The 
amendment  passed  the  Senate  unanimously  but 
was  killed  in  the  House,  whose  members  appar¬ 
ently  reckoned  that  whatever  productivity  losses 
the  government  may  be  suffering  thanks  to  Hearts, 
the  costs  of  removing  the  games  from  thousands 
of  computers,  coupled  with  the  costs  of  buying 
customized  versions  of  Windows,  outweighed  any 
productivity  gains. 

Nonetheless,  Faircloth  —  who  a  spokeswoman 
says  uses  a  computer  himself  “now  and  then”  — 
is  having  games  deleted  from  all  PCs  in  his  offices 
in  Washington  and  North  Carolina.  He  also  has 
called  for  hearings  investigating  the  impact  on  tax¬ 
payers’  wallets  of  federal  agency  workers  playing 
computer  games. 

'A  LEVEL  OF  TRUST' 

How  seriously  should  IS  organizations  take  this 
trend?  “It  comes  down  to  a  level  of  trust  in  em¬ 
ployees,”  says  Kurt  Johnson,  an  analyst  at  Meta 
Group,  Inc.  in  Waltham,  Mass.  “It  has  a  cultural 
impact  if  the  company  is  policing  user  activity  on  a 
minute-by-minute  basis.  IS  managers  should  push 
activities  that  will  limit  problems  for  the  IS  orga¬ 
nization,  but  that  isn’t  about  making  sure  people 
aren’t  playing  Solitaire.  ...  If  you  have  users  who 
are  playing  games  all  the  time,  you  have  bigger 
problems  than  just  taking  games  off  their  ma¬ 
chines.” 

Johnson  says  the  biggest  impact  games  have  on 
IS  is  at  the  help  desk,  and  even  then,  anyone  who 
installs  or  downloads  unauthorized  games  and 
then  calls  the  help  desk  when  they  create  problems 
“is  not  the  brightest  person  to  begin  with.”  More 
problematic  for  the  IS  department  than  games,  he 
says,  are  personal  productivity  software  that  over¬ 
writes  Dynamic  Link  Libraries  or  registry  files  and 
“push”  products  such  as  PointCast,  Inc.’s  that  tie 
up  bandwidth  and  frequently  pull  down  viruses. 

A  PC  troubleshooter  for  a  fast-food  restaurant 
chain,  who  asked  not  to  be  identified,  says  screen 
savers,  which  tend  to  cause  glitches  from  conflicts 
with  video  drivers,  are  his  major  nemesis.  He  says 
unauthorized  games  have  caused  few  problems. 

Lomax  agrees.  He  recalls  spending  several  hours 


than 


"If  you  have  users  playing  games 
all  the  time,  you  have  bigger  problems 
just  taking  games  off  their  machines." 
-  Kurt  Johnson,  Meta  Group 


phone  calls  from  taxpayers. 

In  July,  Faircloth  introduced  an  amendment  to  a 
Treasury  appropriations  bill  that  would  both  re¬ 
move  games  from  existing  PCs  and  prohibit  the 
future  purchase  of  computers  with  games  pre¬ 
installed. 

On  the  floor  and  in  press  statements,  Faircloth 
cited  a  study  that  suggested  U.S.  workers  spend  an 
average  of  5.1  hours  per  week  playing  games  and 
performing  other  nonwork-related  tasks  on  their 
computers. 

That  study,  it  turns  out,  was  a  1993  survey  of 
1,000  companies  by  San  Rafael,  Calif -based  SBT 
Corp.,  a  maker  of  software  that  monitors  user  ac¬ 


diagnosing  a  failed 
hard  disk  at  the  Justice 
Department  only  to  fi¬ 
nally  glean  that  the  user  had  downloaded  an  inter¬ 
active  desktop  as  part  of  Internet  Explorer  that  had 
overwritten  critical  registry  files. 

Ken  Lemons,  Global  Management  Systems’  di¬ 
rector  of  business  development,  says  problems  re¬ 
lated  to  games  have  declined  significantly.  “We’re 
actually  seeing  a  decrease  in  the  playing  of  games 
when  they’re  available,”  Lemons  says.  “You  can 
only  play  so  much  Solitaire.”  □ 

Goff  is  a  freelance  writer  in  New  York. 
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For  details,  see  http://careeragent.computerworld.com  or  call  1-800-343-6474,  x6000 
today.  And  make  every  career  on  your  team  what  it  should  be:  a  well-planned  journey  of 
enrichment. 
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IS  NEWBIES:  EAGER, 
MOTIVATED, 


BY  ROCHELLE  GARNER 

They  beckon  to  the 
inexperienced  like 
seductive  lovers. 

But  instead  of  tempting  the  uninitiated 
with  pheromones,  these  paragons  of  allure 
use  prestige,  sky-high  salaries  and  location  to 
increase  their  eager  coterie. 

It’s  good  to  be  at  the  top.  And  when  it 
comes  to  hiring  the  cream  of  IS  college  grad¬ 
uates,  the  likes  of  AT&T  Corp.,  Intel  Corp. 
and  Hewlett-Packard  Co.  can  afford  to  be 
choosy,  selecting  only  those  students  with 
dazzling  grades  and  extracurricular  work  ex¬ 
perience.  In  effect,  these  companies  are  skim¬ 
ming  the  finest  DNA  off  the  IS  graduate  gene 
pool. 

That  leaves  the  other  90%  of  the  graduat¬ 
ing  class  for  the  also-rans  —  you  know,  Joe 
Average  companies  in  Anytown,  U.S.A.,  that 
can’t  offer  the  salaries  or  exciting  locale  to  at¬ 
tract  the  very  best  to  their  information  sys¬ 
tems  organizations.  The  question  for  them: 
Just  how  good  is  the  vast  body  of  recent  IS 
graduates.^  The  answer,  according  to  the  man¬ 
agers  who  oversee  their  work,  seems  to  be: 
“Uh,  prrrrretty  good.” 

Eager,  bright  and  motivated,  most  new 
hires  are  ready  to  tackle  whatever  project 
comes  their  way.  They  also  know  how  to  use 
the  latest  PC  tools  —  such  as  spreadsheets, 
charts  and  word  processors  —  to  give  their 
efforts  a  professional  sheen.  But  that  doesn’t 
mean  they  enter  the  workforce  equipped  to 
hit  their  projects  at  fuU  speed. 

More  times  than  not,  managers  say,  work¬ 
force  neophytes  must  go  back  to  class.  They 
take  courses  in  the  language  needed  by  each 
company,  learn  the  fundamentals  of  written 
communication  and,  most  important,  learn 
how  to  understand  the  how’s  and  why’s  of 
business  strategy. 

“We’ve  found  that  students  are  bright  but 
don’t  understand  the  information  systems  life 
cycle,  from  requirements  analysis  and  design 
through  implementation  and  total  application 
support,”  says  Tim  Persons,  senior  business 
consultant  at  American  Greetings  Corp.  in 
Cleveland.  "They  seem  to  be  missing  analyti¬ 
cal  skills,  like  being  able  to  see  the  big  picture 
and  the  consequences  of  their  decisions.” 


CLUELESS 


Clearly,  Persons  is  talking  about  the  kind  of 
learning  that  goes  beyond  proficiency  in  C+-f 
or  Visual  Basic.  It’s  a  reservation  expressed  by 
managers  around  the  country.  They  cite  the 
inability  of  IS  newbies  to  analyze  user  re¬ 
quirements.  Or  their  difficulty  working  with 
programs  written  by  someone  else.  Or  even  a 
need  to  be  told  what  to  do  step  by  step.  Add 
them  together,  and  these  complaints  come 
down  to  one  telling  issue:  Graduates  leave 
college  without  any  sense  of  business. 

“What  do  people  with  a  computer  science 
degree  know  about  business.^  Nothing.  Yet 
what  sorts  of  problems  are  we  asking  them  to 
solve?  Business,”  says  Lynn  Melvin,  manager 
of  electronic-commerce  application  develop¬ 
ment  at  Michelin  North  America  in 
Greenville,  S.C.  “That  business  foundation  is 
the  biggest  [knowledge]  lack  we  see.” 

IT  GOES  WHERE? 

Think  of  it  as  too  much  concept  and  not 
enough  hands-on  work.  The  result  is  that 
techniques  that  experienced  staff  take  for 
granted  must  be  justified  to  neophytes.  The 
new  workers  challenge,  sometimes  to  the 
point  of  becoming  a  productivity  drain. 

“They  constantly  ask  why  we  do  things  a 
certain  way,”  Persons  says.  “I’m  not  sure  if 
that  means  they  have  a  better  way  or  that 
they’re  truly  inquisitive,  or  perhaps  worse, 
clueless.” 

Persons  says  American  Greetings  wasn’t 
prepared  for  that  behavioral  trait.  A  corporate 
policy  to  find  fresh  blood  prompted  a  college 
recruiting  effort  only  last  year,  after  a  nine- 
year  hiatus  from  hiring  entry-level  staff.  Now, 
the  company  is  learning  what  a  lack  of  hands- 
on  experience  means  to  its  mainframe  opera¬ 
tions.  Basic  tasks  such  as  knowing  where  to 
find  the  source  code,  the  library  system  that 
manages  it,  the  need  to  know  user  require¬ 
ments  up  front  and  the  ability  to  analyze  what 
a  system  ought  to  be  must  all  be  explained. 

“We  had  to  explain  something  as  funda¬ 
mental  as  where  the  program  is  that  they 
have  to  change,  how  to  get  to  it  and  why  it 
matters,”  Persons  says.  “I  don’t  know  if  col¬ 
lege  grads  have  changed  or  [if]  we  have  been 
away  so  long  that  we  forgot  what’s  involved.” 

What’s  involved  is  teaching  IS  newbies  the 

IS  newbies,  page  86 


"They  seem  to  be  missing  analyt¬ 
ical  skills,  like  being  able  to  see 
the  big  picture  and  the  conse¬ 
quences  of  their  decisions  ” 

-  Tim  Persons, 
senior  business  consultant, 
American  Greetings 
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reality  of  the  workplace.  One  manager, 
who  asked  not  to  be  named  for  fear  of 
embarrassing  his  new  hires,  describes 
the  situation  with  obvious  frustration. 
“Our  executive  management  thinks  that 
techies  are  supposed  to  learn  customer 
service  straight  from  college,”  he  says. 
“But  I  have  two  new  grads  right  now 
who  just  can’t  talk  to  nontechnical  peo¬ 
ple.  Those  skills  are  missing.” 

Most  grads  can  pick  up  new 
languages  with  relative  ease. 
But  there's  oue  language  at 
which  college  students  seem 
surprisingly  ill  adept:  English. 

That’s  also  the  case  for  the  city  of  Las 
Cruces,  N.M.,  where  new  graduates  are 
being  placed  as  network  managers. 
Trouble  is,  few  of  them  know  how  to  ac¬ 
tually  manage  the  systems  they’re  sup¬ 
posed  to  oversee. 

“They  lack  the  ability  to  plan  a  stage 
from  point  to  point,”  says  Manuel  Ver- 
duzco,  director  of  communications  and 
information  systems.  As  a  result,  Ver- 
duzco  puts  every  new  hire  through  three 
hours  per  week  of  time-management 
training,  in  which  the  worker  learns  how 
to  analyze  and  solve  problems,  and  qual¬ 
ity  management  and  organizational 
training. 

“Without  those  management  or  orga¬ 
nizational  skills,  they  fall  behind,”  he 
says. 

What’s  clearly  being  defined  is  an  in¬ 
ability  of  new  workers  to  place  them¬ 
selves  and  their  work  in  a  broader  con¬ 


text.  How  are  they  supposed  to  work 
with  large,  complex  programs  if  they’ve 
worked  only  with  their  own?  How  will 
they  know  how  their  actions  cascade 
throughout  a  system  if  they’ve  worked 
only  in  isolation? 

“When  they  come  here  and  hit  a  pro¬ 
gram  they’ve  never  seen  before  that  has 
to  be  debugged  or  modified,  they’re  at  a 
loss  because  they’re  dealing  with  totally 
unfamiliar  territory,”  says  Ken  Jenkins, 
programming  project  manager  at  Total 
Systems,  Inc.  in  Columbus,  Ga.  ‘“There’s 
no  substitute  for  experience.” 

Forget  about  checking  off  what  lan¬ 
guages  students  learned  in  school.  The 
real  skill  is  whether  they  can  apply  what 
they  know  to  the  job  at  hand. 

“The  language  and  database  skills 
they  learn  in  school  almost  don’t  mat¬ 
ter,”  says  Joe  Morgan,  team  leader  of 
client/server  development  at  Hastings 
Books,  Music  &  Video  in  Amarillo, 
Texas.  “I  would  rather  they  have  good 
programming  logic  and  analysis  skills 
than  specific  languages.” 

WORKPLACE  101 

As  the  law  of  averages  would  have  it, 
companies  just  can’t  seem  to  find  the 
skills  they  need  from  workers  straight 
out  of  school.  If  a  company  uses  In¬ 
formix  Software,  Inc.  products,  it  finds 
only  students  who’ve  learned  Cobol.  And 
if  it  needs  Cobol  skills?  You  guessed  it. 

That’s  why  most  companies  have  to 
send  entry-level  hires  back  to  class  to 
study  whatever  languages  they’ll  need 
for  their  workplace. 

Fortunately,  most  graduates  can  pick 
up  new  languages  with  relative  ease.  But 
there’s  one  language  at  which  college 
students  seem  surprisingly  ill  adept.  It’s 
called  English. 

“Their  writing  is  not  so  good,”  says 
Susan  Geller,  the  senior  manager  who 
oversees  the  college-hire  program  at 
MCI  Communications  Corp.  in  Col- 


Win  some,  lose  some 

Although  recent  IS  college  hires 
bring  enthusiasm  and  drive  to 
the  job,  managers  bemoan  a  lack 
of  basic  communication  skills 
and  practical  experience 


GOOD  QUALITIES: 


I  Eagerness 
I  Motivation 
I  Knowledge  of  database 
structures  and  concepts 


SKILLS  NEEDED: 


I  Analysis 
I  Self-direction 
I  Business  knowledge 
I  Writing  skills 
I  Hands-on  experience 
I  Planning  skills 
I  Cobol 

I  Visual  Basic 
I  C++ 


orado  Springs.  “When  they  come  in,  we 
teach  them  grammar,  business  writing 
and  even  business  writing  etiquette.” 

“We  ask  candidates  to  write  a  short 
memo  explaining  why  something  can’t 
be  done  right  away  in  a  hypothetical  sit¬ 
uation,”  Persons  says.  “We  look  for 
whether  they  can  write  a  paragraph  that 
makes  sense  and  conveys  the  message.” 

So,  let’s  review:  Today’s  crop  of  IS 
graduates  are  bright,  eager  and  motivat¬ 
ed.  That’s  good.  But  they  lack  the  ability 
to  apply  what  they  know  to  the  real 
world  of  business.  That’s  bad. 

And  they  graduate  from  college  not 
knowing  how  to  string  two  sentences 
together.  That’s  appalling. 

With  today’s  staffing  shortages,  most 
companies  are  forced  to  take  on  the  role 
of  educator.  And  frankly,  that’s  sad.  □ 


Gamer  is  a  freelance  writer  in  San  Carlos, 
Calif. 
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I  CONTRACTOR  GROWTH 

IS  managers  project  even  larger  in¬ 
creases  in  their  staffs  for  next  year, 
compared  with  last  month's  hiring 
forecast,  according  to  Computer- 
world's  survey  of  768  IS  managers. 
Much  of  the  growth  may  come  from 
contractors  (temporary  staffers).  Man¬ 
agers  who  will  hire  next  year  say  they 
expect  to  increase  their  department 
staffs  by  nearly  4%  (up  from  a  previ¬ 
ous  projection  of  2.6%).  Meanwhile, 
the  staff  mix  in  corporate  IS  depart¬ 
ments  has  shown  steady  growth  on 
the  contractor  side  in  the  past  six 
months  -  at  the  expense  of  perma¬ 
nent  staffers. 


Hiring  plans 

Within  3  months 

1  Within  12  months 

Permanent 

Temporary 

Permanent 

Temporary 

Change  in  IS  staff 

4.8% 

10.7% 

3.8% 

NA 

Managers  increasing  staff 

25.5% 

12% 

23.4% 

8.3% 

Managers  decreasing  staff 

NA 

NA 

1.5% 

5.5% 

Managers  maintaining  staff  levels 

NA 

NA 

75.1% 

86.2% 

Current  staff  mix 

Permanent  86.1% 

Temporary  13.9% 

Base:  768  IS  managers 


NA=Not  available 


THE  WEALTH 


The  industry's  killer  skill  still  draws 
a  mighty  dollar.  Now  IS  staffers  are 

getting  in  on  the  game 


WHAT  1998  HOLDS  FOR  SAP 

Salary  premium  paid  for  SAP  skills  above 
regular  salary 


IS  consultants  &  contractors  39% 

IS  permanent  staff  19% 

Regions  reporting  the  greatest  percentage 
of  SAP  hiring: 

i  1.  South  Atlantic  9% 

I  - ^ - 

2.  West  South  Central  8% 

3.  Pacific  7% 

I  4.  New  England  7% 

:  5.  West  North  Central  6% 


Source:  Computerworlifs  1997  Annual  Skills  Survey 


By  William  Spain 


he  rush  to  SAP  riches 
is  becoming  a  more 
crowded  field,  as  cor¬ 
porate  information 
technology  profession¬ 
als  get  in  on  the  de¬ 
mand  for  the  indus¬ 
try’s  most  lucrative 
sldll. 

For  the  past  two 
years,  SAP  has  been 
the  skill  of  choice  for 
a  relatively  small  fraternity  of  SAP  AG  consul¬ 
tants.  While  demand  for  their  services  is  still 
strong,  those  who  want  to  make  the  big  bucks 
don’t  have  to  opt  for  the  consultants’  hectic 
lifestyle  anymore.  There’s  plenty  of  work  for  the 
next  generation  as  permanent  SAP  staffers. 

“In  the  SAP  domain,  the  basic  way  has  been 
to  get  a  hired  gun,  and  almost  all  of  them 
work  for  one  of  the  big  consulting  companies 
or  installers,”  says  Patricia  McGinnis,  senior 
technology  analyst  at  The  Tower  Group  in  New¬ 
ton,  Mass. 

Those  people,  she  says,  have  traditionally  been 
very  well  paid  and  could  take  their  pick  of  loca¬ 
tions  and  projects.  Of  course,  when  on  the  job, 
their  hours  are  long  and  deadline  pressure  is 
often  intense. 

“However,  there  is  now  an  increasing  shift  into 
what  might  be  called  ‘saner  jobs,’  working  for 
regular  companies,”  McGinnis  says. 

Those  opportunities  arise  in  the  wake  of  a  suc¬ 
cessful  SAP  installation.  Companies  that  turn  to 
SAP  have  made  a  large  investment  in  the  prod¬ 
uct  and  may  be  unwilling  to  continue  to  fork 
over  funds  to  outsiders. 

Instead,  they  will  train  in-house  talent  or 
hire  permanent  full-time  employees  for  the  rela¬ 
tively  less  difficult  tasks  of  maintaining  and 
upgrading. 

“We  are  seeing  a  significant  number  of  instal¬ 
lations,”  McGinnis  says.  “But  the  skills  set  is  dif¬ 
ferent  running  an  installed  system,  and  I  think 
[demand  for  the  latter]  is  also  going  to  increase.” 

Here  is  another  possible  reason,  from  an  in¬ 
formation  systems  manager  who  asked  to  remain 


anonymous:  “Companies  are  also  worried  about 
the  kind  of  support  they  can  expect  a  few  years 
down  the  line.” 

Apart  from  the  issues  of  cost,  which  are  exac¬ 
erbated  by  the  shortage  of  qualified  consultants, 
and  the  large  market  share  held  by  just  a  few 
concerns,  “Germany  is  a  long  way  off,”  the 
anonymous  IS  manager  says. 

SUPPLY  CATCHING  UP  WITH  DEMAND 

Luckily  for  the  demand  side,  things  may  be  look¬ 
ing  up,  says  one  SAP  recruiter.  “What  I  have  no¬ 
ticed  is  that  while  there  is  still  a  great  demand 
for  SAP  skills,  it  is  not  as  rare  a  skills  set  as  it 
used  to  be,”  says  Sandra  Lamar,  a  technical  re¬ 
cruiter  at  Analysts  International  Corp  in  Chica¬ 
go.  “In  the  next  few  years,  more  individuals  will 
be  gaining  these  skills  sets,  and  SAP’s  competi¬ 
tion  will  inevitably  come  more  up  to  speed.” 

Although  talented  SAP  consultants  can  easily 
command  “anywhere  from  $6o  to  $150  an  hour,” 
that’s  a  far  cry  from  “a  few  years  ago  when  I  saw 
kids  just  out  of  college  making  $200,000  a  year,” 
Lamar  says. 

And  not  only  can  IS  professionals  with  SAP 
skills  take  their  pick  of  projects,  locations  and 
whether  or  not  to  work  full  time,  but  they  are  al¬ 
so  increasingly  being  given  a  wider  array  of  in¬ 
dustries  from  which  to  choose. 

Long  popular  in  manufacturing,  engineering 
and  transportation,  SAP,  particularly  the  R/3 
product,  is  starting  to  thrive  in  the  financial  ser¬ 
vices  industry  as  well.  It’s  already  common  in  the 
European  banking  and  insurance  industries,  and 
there  have  been  several  high-profile  installations 
in  the  U.S.  this  year.  R/3  has  gone  live  at  First 
Chicago  NBD  Corp.  and  Janus  Funds.  And  All¬ 
state  Insurance  Co.  is  in  the  process  of  a  major 
SAP  implementation. 

“While  it  is  moving  more  slowly  [than  other 
fields],  I  believe  that  SAP  has  a  bright  future 
in  financial  services,”  McGinnis  says.  “By  contin¬ 
uing  to  deliver  enhancements  to  the  product, 
SAP  has  crossed  an  important  threshold  of 
credibility.” 

And  that  credibility  should  keep  SAP  skills 
red-hot  for  some  time  to  come.  □ 


Spain  is  a  freelance  writer  in  Chicago. 
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Producing  a  very  Flattering 
mirror  image. 

CSC’s  SAP  practice  is  a  microcosm  of  the  larger  company,  combining 
worldwide  resources  with  the  flexibility  of  a  small  business. 

In  the  world  of  integrated  software  consulting  solutions,  one  size  may  not  fit  all, 
but  one  company  just  might:  CSC.  Our  SAP  practice  is  small  enough  to  offer 
speed  and  scalability,  yet  large  enough  to  specialize  in  global  IT  applications  for 
industries  of  all  types,  from  healthcare  to  manufacturing  to  financial  services. 

Our  solutions  enable  clients  around  the  globe  to  access  and  share  countless 
volumes  of  database  information.  And  our  seasoned  global  network  of  SAP 
experts  is  renowned  for  its  project  experience,  quality  assurance  methods  and  ability 
to  form  comprehensive  implementation  teams  ideally  suited  to  every  assignment. 

Make  your  next  career  move  a  reflection  of  your  IT  professionalism;  contact  CSC 
today.  The  extraordinary  is  commonplace  here. 


SAP  Functional  Consultants  (Job  Code:  SF)  ConSUltSfltS 

Here,  you’ll  put  your  skills  to  the  test,  becoming  closely  involved  with  every  detail 
of  SAP  implementations  from  project  development  through  testing  and  training. 
Applicants  must  possess  at  least  a  Bacheloi^s  degree,  a  minimum  of  one  year  of 
SAP  project  experience,  hands-on  configuration  experience  in  one  or  more  modules, 
the  ability  to  perform  as  a  team  leader  on  a  project,  and  strong  analytical  skills. 
Experience  in  one  or  more  of  the  following  is  a  plus:  supply  chain  management, 
consumer  products,  financial  services.  100%  travel  is  required. 


fti 


SAP  Project  Managers  (Job  Code:  pm) 

These  high-energy  positions  will  require  candidates  to  manage  and  direct 
medium  to  large-scale  SAP  systems  development  and  integration  projects 
from  inception  through  delivery.  Your  primary  responsibilities  will  include 
developing  the  implementation  work  plan,  resource  assignment,  progress 
tracking,  and  leading  client  discussions  on  implementation  issues.  To  qualify, 
you  must  possess  a  Bachelor’s  degree  and  experience  as  a  project  lead  in 
all  phases  of  a  SAP  implementation,  and  a  proven  ability  to  deliver  high- 
quality  projects  on  time  and  on  budget.  Experience  in  one  or  more  of  the 
following  a  plus:  supply  chain  management,  consumer  products,  financial 
services.  100%  travel  is  required. 


SAP  BASIS  Consultants  (Job  Code:  SP)  BdSfS 


We  are  seeking  qualified  individuals  with  a  minimum  of  two  years'  experience  in 
a  BASIS  role.  Your  background  must  include  experience  in  one  or  more  of 
the  following  areas:  System  Architecture,  Upgrades,  Installation,  Database 
Administration,  Troubleshooting,  Backup  and  Recovery,  Maintenance,  and 
Security  Authorizations.  You  should  also  possess  strong  skills  in  the  areas 
of  Correction  &  Transports,  Performance  Tuning  and  Monitoring  (CCMS),  and 
some  exposure  to  ALE.  To  qualify,  you  must  possess  at  least  a  Bachelor's 
degree.  100%  travel  is  required. 


Just  another  day  at  CSC. 


Programmers  (Job  Code:  PG)  Programmers  | 

Talented  programmers  will  always  be  in  high  demand  in  CSC’s  SAP  practice.  j 
The  individuals  we  seek  for  nationwide  opportunities  require  100%  travel  | 
and  must  possess  a  Bachelor’s  degree  plus  a  minimum  of  one  year  of  hands-on  j 
experience  in  one  or  more  of  the  following  areas:  ABAP/4  programming,  | 

Sapscript,  Screenpainter,  Data  Dictionary,  RFC’s,  IDOC’s,  and  BAPI's. 
Responsibilities  will  also  include  the  development  of  Data  Interfaces,  j 

Conversions,  or  SAP  Extensions.  j 

For  programming  opportunities  in  Wilmington,  DE,  individuals  must  have  a  ! 
thorough  grounding  in  ALE  interfaces  and  ABAP  programming  for  R/2  or  R/3. 

(Job  Code:  PGW)  „ 

^  ^  ,  Specialists 

Functional  Specialists  (Job  Code:  FSW) 

These  positions  are  located  in  Wilmington,  DE.  Variety  and  an  excellent 
working  atmosphere  come  with  the  territory  for  these  professionals.  You’ll 
engage  in  life-cycle  implementation  of  numerous  SAP  modules  and  be  directly 
involved  in  business  process  reengineering  for  businesses  in  several  industries. 

To  gain  entry  into  CSC,  experience  in  the  following  is  required:  R/3  configuration 
in  one  or  more  functional  areas,  including  SD,  MM,  FI  or  PP;  R/2  configuration 
in  RV,  RM,  RF  or  RK;  and  R/2  data  warehousing  using  LVS. 

Just  get  in  touch... 

Make  this  a  day  to  remember.  Electronic  resumes  are  preferred  and  may  be  sent 

to:  sap@csc.com,  referencing  Job  Code: _ in  the  subject  line.  Or  you  may 

mail  your  resume  to  our  scanning  facility:  CSC,  Resume  Scanning  Services, 

Job  Code: _ ,  P.O.  Box  3460,  Burlington,  MA  01803.  I 


For  more  information  about  CSC,  visit  our  website  at  http://www.csc.com.  An  Equal  Opportunity  Employer  M/F/D/V. 
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Clarkston*  Potomac  is  a  fast-growing,  entrepreneurial  infonnation  technology 
consulting  finn.  We  help  clients  with  IT  strategies,  project  management,  business 
ptoa’ss  reengineering,  systems  design,  development  and  integration,  and 
organizational  chatuie  management.  We  sfK'cialize  in  Strategic  IT  Planning,  imple¬ 
menting  enterprise-wide  packages  like  SAP',  and  Sales  Automation  consulting. 

At  Clarkston*Potomac  you  can  express  yourself,  lie  creative,  practice  consulting 
with  integrity,  quality  and  professionalism.  And  live  where  you  like.  We’re 
looking  for  top-notch  professionals  with  a  Bachelor’s  degree,  a  willingness  to 
travel  and  prior  corrsulting  experiettce.  Positions  an-  available  for  project  managers, 
functional  or  technical  consultants  with  ex|K‘riena'  in: 


Potomac 


Mid  Market  Strategies  &•  Solutions 


If  you’re  interested,  please  fax,  mail  or  e-mail 
your  resume  to: 

Clarkston*Potomac,  Attn:  Recruiting  Director 
2605  Meridian  Parkway,  Suite  100 
Durham,  NC  27713 
FAX;  919.484.4450 

E-mail:  recruiting@clarkstonpotomac.com 
www.clarkstonpotomac.com 


♦  BaaN  ♦  Big  6  Consultants 


Beyond  the  Suit 


Software  Engineer  to  use 
Structured  Methods  to  perform 
software  engineering  design, 
coding,  testing  (unit,  integration 
and  tx>x  testing),  documentation 
for  the  input/ou^ut  router  portion 
of  the  Dispatch  Application  Proc¬ 
essor  (DAP)  part  of  the  IDEM 
communication  system.  Perform 
DAP  SBE  regression  testing  and 
IMP  hardware  regression  testing 
using  C/C-t-i-  on  SUN  worksta¬ 
tions  (Solaris  arrd  SUN  OS)  envi¬ 
ronment  including  UNIX  kernel 
and  its  internals:  real-time  operat¬ 
ing  systems  including  internal 
working  of  practical  real-time 
operating  systems.  Contribute  to 
develop  of  Code  Maintenance 
procedures  for  improvement  of 
overall  code  quality.  Partietpate  in 
meetings  to  evaluate  existing  soft¬ 
ware  procedures  and  suggest 
methods  lor  their  improvement. 
Evaluate  exisbng  software  review 
methodology  and  issue  documen¬ 
tation  and  resolution  for  the  DAP 
grrxip  and  suggest  improvements. 
40  hours.  8:60am  to  5:00pm, 
$45.700year.  Master's  in  Comp¬ 
uter  Scierx»  or  Electrical  Engin¬ 
eering  required.  Course  work 
must  have  included:  optimal  con¬ 
trol  theory;  advanc^  micro¬ 
processors  aixJ  systems;  commu¬ 
nication  engineering:  computer 
organization.  Academic  research 
or  experience  must  have  included 
research  in  conventional  arxl  real¬ 
time  control  systems  using  C/C-i-f 
and  code  development  on  SUN 
workstations  using  the  UNIX  oper¬ 
ating  system  and  the  UNIX  kernel. 
Must  have  proof  of  legal  authority 
to  work  permemently  in  the  U  S 
Send  2  copies  of  both  resume  and 
cover  letter  to  Illinois  Department 
of  Employment  Security.  401  S. 
State-7  North.  Chicago.  IL  60605. 
Attn:  Len  Eioksa.  Ref.  #V-IL- 
18295-6.  No  Cans.  Employer  paid 
ad. 
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System  Software  Architect  to 
develop  system  software 
requirement  documents  that 
specifies  the  software  function¬ 
ality  of  our  SuperCell  product  to 
si^port  CDMA  Cellular.  PDC. 
PCS  and  WILL  technologies  on 
a  per  feature  basis.  Duties 
include:  evaluate  feature  opera¬ 
tions;  design  and  negotiate  a 
system  architecture  that  satis¬ 
fies  long  term  and  short  term 
goals:  apply  disttibuled  random 
multiple  access  (MAC)  laver 
protocols  to  transmit  mixed 
streams  of  voice  and  data  pack¬ 
ets  in  a  wireless/wired  environ¬ 
ment;  conduct  analytical  model¬ 
ing  for  protocol  performance  val¬ 
idation;  identify  and  allocate 
functionality  to  each  subsystem; 
analyze  subsystem  level 
impacts  including  internal  and 
external  messaging  Interface 
change  and  coding  change; 
develop  the  system  software 
requirement  documents  to 
address  the  feature  needs  to  the 
details  of  the  subsystem  level: 
based  on  approach  selected, 
specify  system  software, 
requirements;  support  customer 
liaison  activities  for  project/prod¬ 
uct  management;  assist  prod¬ 
uct/project  management  in  tech¬ 
nical  troubleshooting;  provide 
comments/suggestions  as  to 
standards  (Air  Interface  and 
mobile  switch  interface)  to  pro¬ 
ject  product  development  invest¬ 
ments  and  to  move  the  develop¬ 
ment  of  the  technology  forarard 
tor  the  industry.  40  hours. 
8:30am  to  5:00pm,  $64,100/ 
year.  Ph.D.  in  Computer  Science 
required.  Course  work  must 
have  included;  formal  language; 
parallel  processing;  computer 
network;  operation  system 
design  and  impiementation. 
Experience  must  nave  included 
research  on  distributed  random 
multiple  access  (MAC)  layer 
protocols  to  transmit  mixed 
streams  of  voice  and  data  pack¬ 
ets  in  a  wireless/wired  environ¬ 
ment  employing  a  priority 
scheme;  and  conducting  analyt¬ 
ical  modeling  for  protocoi  perfor¬ 
mance  validation.  Must  have 
proof  of  legal  authority  to  work 
permanently  in  the  U.S.  Send  2 
copies  of  both  resume  and 
cover  letter  to  Illinois  Depart¬ 
ment  of  Employment  Security, 
401  S.  State-7  North,  Chicago, 
IL  60605.  Attn:  Len  Boksa,  Ref. 
#V-IL-18312-B.  No  Calls. 
Employer  paid  ad. 


DATABASE 

EXPERTS 


RdncKias  or  4esn  atra  dulcaje? 
Our  focus  is  D  J.  Technology 
We  list  oiitsuo4uig  ycnnincM  yosHMos 
across  Ike  U.SJI.  IWohFeesPaM 


Sr.  OB  Expert  to  $90k-i-tx)nu! 

r^Tumic.  mulli-natl  corp 
Will  lead  corp  datibasc  plaiuim^ 
Require^  exp  in  multipie  RnRMS 

DB/VTech  Support  to  $80k 

Strong  performance  tuning 
Will  support  Urge  databases 

S/W  Development  to  SSO+stock 

C/C-'-'-ZdatahaK  deveinpmerti 
skills  f«H  hi  tech  software  vendors 

06  Specialists  $60-  120  + 

liust  uf  uppurtunitics  for  iialaba$e 
&  C/S  project  mgr's/developcr* 
Large  &  $mall  companies, 
many  tnduxiries 


n.Utm  WeslHNrlcv,NY124!1 
n4-679-4050  Fix:  914-679-5704 
ewad^' bamiltontech.com 
http/;  www.hamiltoRUch. com 


Systems  Analyst,  Cedar  Rapids. 
lA  and  other  client  locations: 
Analyze,  design,  develop,  modify, 
enhance,  test,  debug  and  imple¬ 
ment  applications  using  C  and 
C+f  in  a  client  server  environ¬ 
ment  on  multiple  platforms  such 
as  DOS.  Windows.  OS/2.  Design 
and  implement  applications  being 
prepared  for  intemationai  markets 
and  provide  support  for  multi-lin- 
gual  products.  Req’d 
Bachelor’s  degree  in  Comp.  Sc. 
or  Comp.  Engg.  and  2  yrs.  of  exp. 
in  the  job  duties  or  in 
Computer  software  development 
(e.g.  programmer  analyst,  sys¬ 
tems  analyst,  software  engg.. 
Systems  engg.)  2  yrs.  of  the  exp. 
must  be  in  developing  applica¬ 
tions  using  C.  C++ and  OS)?.  All 
the  experience  may  be  concur¬ 
rent.  M-F  8:00am  to  5:00pm. 
40hrs/wk.  $50,00Wyr.  Musi  have 
proof  of  legal  authority  to  work  in 
the  United  States.  Send  resume: 
to  the  Iowa  Workforce  Center. 
800  Seventh  Street  SE,  Cedar 
Rapids,  lA  52406.  Please  refer  to 
Job  Order  lA  1100654. 
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POSITIONS  THROUGHOUT 


Breakthrough  Systems 


1975  North  Park  Place 
Atlanta,  GA  30339 
800-599-9550 
770-955-1714 
FAX:  770-937-0423 
e-mail:  sicl  l@aol.com 
EOE,  MEMBER  NACCB 


Technology  Corporation  specializes  in  the 
design,  development  and  deployment  of 
inni  nwwive  and  highly  complex  business  systems.  We’re 
ir^br  “been  there,  done  that”  professionals  who  can: 

Provide  strong  leadership  in  articulating 
business  needs  and  information  requirements  :  < 

Design  and  build  high'performance. 
parallel  databases 

Deploy  information  tools  to  deliver 
business'critical  information 


STATI 


„  ,.v.  seins  esoping  w  t”" 

Vtth  the  commuter  hf  .  gioomington.  Winots. 

information  organization  and  one  of  the 

State  Farm  >s  a  worl  ^  community 

nation’s  largest  IT  ia^Uies  thrive. 

C  p^s  "rofr.ces:B.oom.^^^ 

-  state  farm  insurance  Compame 


iMjuv- 


*"^*"****^iT  #-art>er  at  State  farm! 

fcMiulO, 


309-763-2831 


:V- 


,1 

j: 


•  Transform  dau  from  legacy  systems  into 
data  warehousing  systems 


•  Manage  and  configure  high-end  UNIX, 

SMP  and  MPP  servers 

•  Effectively  manage  large  Oracle  systems 

We  offer  an  aggressive  compensation  model,  generous 
benefits  package,  profit-sharing  bonuses,  401  (k)  and 
stock  options. 

Please  mail,  fax  or  e-mail  your  resume  to: 

TANNING  TECHNOLOGY  CORPORATION 
4«KXI  SO.  ULSTER  ST.,  SUITE  380,  DENVER,  CO  80237 
FAX  303-220-9958;  E-MAIL  iobs@tanning.com. 

VISIT  OUR  WEB  SITE  AT  http://uiww.tanning.com. 


ORLANDO 

FLORIDA 

May  17-20.  1998 
Marriott’s  Orlando 
World  Center  Resort 

1-800-488-9204 


We  are  seeking 
Professionals  to  join  our 
SAP  Consulting  Staff. 
All  modules,  ABAP  & 
BASIS.  Contract  & 
Permanent  positions 
available  nationwide. 


Attn:  Lewis  Cramer 
Tel:  800-707-7224 
Fax:  408-369-599S 
Icramer^pac  ificnetsoft.com 


Integralecf  Systems  Professionals 

A  Fast-Growing  National  Consultancy  Offers  Exciting 
Opportunities  For  Top  Quality  Professionals 

Prefect  Managers 
Team  Leaders/Conswitants 

•Long-Term  Career  Opportunrties 
♦  Shorl  Term  And  Long  Term  Cootroct  Oppotturuties 

Expenence  m  all  SAP  R/3  Modules  Basis  and  ABAP 
Oracle  ^PeopleSoffBaan 

Performance-Based  Compensation  provides  exciting  oppoituniiios 
for  experienced  professionais.  'To  $250K  OB  $150  per  hour  for 
expenenced  SAP  experts) 

Please  (ax  resumes  to  516-625-0740  jl j  TIT^f^ 

or  visit  us  at  http://www.  iprr.com  Jif  LfU  uLAL/ki^O 
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There  Are 
A  Lot  Of 
Great 
Teams  Out 
There, 


But  None  That  Match  Up 
To  Our  Winning  Record. 


Price  Waterhouse  Management  Consulting  is  honored  to  be  named  #1  in 
Computerworld’s  1997  “100  Best  Places  to  Work."  We  are  just  as  proud 
to  be  named  one  of  the  “100  Best  Companies  for  Working  Mothers”  by 
Working  Mother  magazine.  These  distinctions  reflect  our  commitment  to 
creating  a  world-class  environment  featuring  all  the  resources  —  award¬ 
winning  training,  innovative  career  advancement  options  and  highly 
attractive  compensation  —  to  support  your  success.  Opportunites  exist 
in  the  U.S.,  Europe,  Southeast  Asia,  Singapore  and  South  America. 

Why  join  the  PW  SAP  Team? 

•  Largest-giobally  focused  SAP  practice 
•  Leader  in  Fortune  100  and  200  market  penetration 
•  Globai  SAP  Training  Centre  (GTC)  in  Phiiadeiphia  heraided 
as  the  most  comprehensive  training  faciiity  in  the  worid 
•  A  giobai  support  network  -  SAP  Centers  of  Expertise  (COEs) 

CONTACT  OUR  GLOBAL  RECRUITING  CENTER  TODAY! 

PH:  1-888-228-6890 
FAX:  513-361-8175 

Or,  send  your  resume  to:  U.S.  Recruiting  Office,  Price  Waterhouse, 
Management  Consulting,  Dept.  FS-CW,  2200  Chemed  Center,  255 
East  Fifth  St.,  Cincinnati,  OH  45202-4798. 

For  more  information  on  firm,  check  out  our  Web  site: 

http:/ /WWW.  pw.com /mcs 

We  are  proud  to  be  an  equal  opportunity  employer. 


aWBnwni 
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staff  Specialist  -  Operations 
Analysis  responsible  kv  analyz¬ 
ing  and  synthesizing  productiyity 
and  operational  reports  including 
determining  variatKes  and  pro¬ 
jection  of  their  long  arxl  short 
term  ran^  impact;  designing  and 
developing  menu-driven  data¬ 
base  progreuns  in  MSAccess  to 
track  productivi^  atxf  manpower 
forecasting  using  Box-Jenkins 
technolooes:  producing  various 
reports  from  the  call  manage¬ 
ment  system  to  identify  charrges 
in  productivity  of  the  system  and 
identify  the  potential  areas  for 
improvements  to  enhance  ser¬ 
vice  levels,  reduce  costs  and 
increase  efficiency  for  a  particu¬ 
lar  function  area;  performing  the 
paperflow  artd  workflow  analysis; 
developing  the  standard  operat¬ 
ing  procedures  (SOPs),  forecast¬ 
ing  weekly  manpower  volume 
needs  and  manpower  volume 
needs  for  yearly  operating  bud¬ 
get;  developing  the  half  yc^uly 
shift  bid  proposals.  Requires 
Master  of  Science  degree  in 
Industrial  Engineering  or 
Operations  Research.  Academic 
experience  must  have  included 
researching  productivity  mea¬ 
surement  techniques  for  the 
commercial  airline  industry. 
Applicant  must  have  completed 
one  course  in  each  of  the  follow¬ 
ing:  engineering  probability/sta¬ 
tistics;  neur8il  networks;  sequenc¬ 
ing  &  scheduling;  and  applied 
forecasting  technology.  40  hrs/ 
wk,  8:30am-4:30pm  $4, 175/mo. 
Must  have  proof  of  legal  authori¬ 
ty  to  work  permanently  in  the 
U.S.  Contact  the  Rapid  City  Job 
Senrice  for  applications  at  the 
South  Dakota  Job  Service.  Ill 
New  York  Street,  P.O.  Box  2480, 
Rapid  City,  SD  57709-2480,  tele¬ 
phone  (605)  394-2325.  An 
employee  paid  ad. 


DATA  PROCESSING 


Ckxitrad  &  Pemtanent  Jobs: 
SAP 

IMS  DB/DC 

UNIX  SysAi9nin/Novell/NT 
UNIXCC** 

Visual  Basic/Access/Java 
SybaseOrada/Informix 
Lotus  Nolesff’rogress 
COBOLACICSA)B2 
Visual  C«+/SQL  Server 
HogarVBanking/BANCStar 


y/ikPaoncH 

tf0rtM0  Ommm^  lm€. 

SS4S  Mumy  Road,  Ste.  300 
Maiiphia.TN38I19 
800-459-5100  ♦  901-767-7550 
net 
.net 


Immediate.  Around-the-Clock.  Timely.  The  unpar¬ 
alleled  range  of  information  products  and  services 
we  provide  our  global  clientele  has  made 
us  the  world's  foremost  information  leader. 
Considering  we're  the  offspring  of  a  merger 
between  TRW  Information  Systems  &  Services, 
based  in  Orange,  CA  and  CCN,  based  in  the  UK,  our 
new  generation  of  leadership  is  no  surprise. 

It's  time  to  experience  Experian. 

BiiiMing  on  a  lifetime  of  expertise. 


Programmers 

•  IBM/MVS,  CICS,  TSO, 

ISPF  and  JCL 

•  C,  RDBMS  (DB2  or  Oracle) 

Integration  and  Test 

•  IBM/MVS,  CICS,  TSO,  ISPF,  DB2 

Data  Administrators 


Technical  Support 

•  PC:  LAN,  WAN,  Inter/Intranet, 

MS  Windows,  NT,  Lotus  Notes 

•  IBM:  JCL,  TSO,  ISPF,  VSAM 

Technical  Project  Managers 

•  Credit  or  financial  service  industries 


All  positions  are  currently  available  at  our  Allen,  TX  and  Orange,  CA  locations.  For  more 
information  on  these  and  other  opportunities,  please  visit  our  employment  page  on  the  web 

at:  www.experian. com/corporate/employment. html 

We  offer  competitive  salaries  and  outstanding  benefits  in  a  challenging, 
varied  and  fast-paced  work  environment.  For  consideration,  please 
mail  your  resume  with  salary  history  and  requirements  to: 

Experian,  Attn:  EF/CW,  505  City  Parkway  West, 

Orange,  CA  92868;  fax:  (714)  385-5444;  ^ 

p-mail:  experian.hr@experian.com.  EOF  experian 


CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 

COMPUTERWORLD 


To  develop  and  grow, 
you  need  exposure  to 
all  the  right  elements 


ORLANDO 
FLORI 


■  '‘ir 


17-20, 
Marriot^s  Orlando  ^ 
World  Center  Resort  ^ 


i 


1-800-488-9204 


t  ■-! 

f  I  < 
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SAP  R/3  CONSULTANTS 


Career  at 

Origin 


your  wings  and  fly  with  an  IT  leader  who 
’t  hold  you  down.  Origin  will  give  you  the 
to  take  your  talent  to  new  heights. 

in  Business,  Inc.,  is  a  world  leader  in  IT  solutions. 
Integral  to  our  success  is  our  progressive  team  of  innovative  SAP 
professionals.  At  Origin,  you’ll  find  that  free-thinking  is  more  than 
encouraged... it’s  essential. 


C  rrge 


As  one  of  the  few  SAP  Global  Logo  Partners,  Origin  offers  a  full  spectrum 
of  high  quality  services  from  offices  in  more  than  100  cities  throughout 
Europe,  the  Americas,  and  Asia  Pacific.  Our  proven  success  in  providing 
rapid  response  to  the  SAP  requirements  of  Fortune  500  multinationals  has 
earned  us  the  prestigious  SAP  “Partner  of  Excellence”  Award. 


What  does  that  mean  to  you? 


Due  to  incredible  growth  in  our  fixed-price,  fixed-schedule  environment, 
it  means  SAP  opportunities  ranging  from  technical,  to  functional,  to 
change  management,  to  project  management,  to.. .well,  you  get  the  idea. 


Origin  offers  a  highly  competitive  compensation  package  featuring 
flexible  insurance  and  savings  programs,  along  with  exceptional  opportu¬ 
nities  to  train  on  new  technologies  in  our  team-oriented  project  approach. 


If  you  have  a  minimum  of  two  years  of  experience  in  SAP  and  are  ready 
to  take  charge  of  your  career  at  a  fast-growing  international  company, 
please  send  your  resume  in  confidence  to:  Ann  Rosenblum,  Staffing 
Manager,  Origin  Technology  in  Business,  430  Mountain  Avenue,  Murray 
Hill,  NJ  07974.  Fax:  (908)  508-0882,  Attn:  Dept.  ER.  Or  e-mail  your 
resume  to:  arosenblum@otb.com.  We  are  an  equal  opportunity  employer. 


oriGin 

xecHnoLOGY  in  Business 


R/3 


Systems  Consultant:  Provide 
services  to  clients  in  design, 
development  &  support  of  busi¬ 
ness  systems  &  applications 
for  use  by  distribution  centers 
to  support  tracking  &  mainte¬ 
nance  or  inventories,  shipping 
&  receiving,  customer  informa¬ 
tion  &  Radio  Frequency  Order 
Filing  processes.  Design  menu 
screens  &  Graphical  User 
Interfaces  with  Visual  Basic, 
PowerBuilder,  S-Designer, 
Informix  E/SQL,  Unix,  Sybase, 
Object  Windows  Library 
(OWL),  &  SQLBase.  Enhance 
voice-activated  order  filing  sys¬ 
tems,  communication  through 
TOP-END  communication  pro¬ 
tocol.  Create  Dynamic  Link 
Libraries  (DLLs)  &  design  data 
models  with  ERWin  ERX. 
Provide  technical  support,  test, 
debut  &  make  modifications 
when  required.  $56,OC)0/yr.  40 
hrs/wk.  B.S.  in  Computer  Sc.  or 
Computer  Eng.  &  2  yrs.  exp.  in 
job  offered  or  2  yrs.  related  exp. 
as  Systems  Analyst  or 
Programmer  Analyst  to  include 
use  of  noted  skills  in  job  duties. 
M.S.  &  1  yr.  exp.  accepted  in 
lieu  or  B.  S.  &  2  yrs.  exp.  B.S.  or 
M.S.  may  be  foreign  equivalent 
degree.  Will  work  at  unantici¬ 
pated  locations  in  the  U.S. 
Submit  resume  or  apply  to  the 
GA  Dept,  of  Labor,  2943  N. 
Druid  Hills  Rd.,  Atlanta,  GA 
30329-3909  or  to  the  nearest 
Dept,  of  Labor  Field  Service 
Office.  Job  Order  #GA 
6169485. 


SYSTEMS  ANALYST.  40  HRS. 
PER  WEEK.  O.T.  VARIES,  8- 
5PM,  $46,000  PER  YR.,  LOCAT¬ 
ED  IN  TALLAHASSEE,  FL., 
REQUIRES  A  BACHELORS 
DEGREE  IN  ANY  FIELD,  AND 
TWO  YRS.  EXP.  IN  THE  JOB 
OFFERED.  PROVIDE  TECHNI¬ 
CAL  EXPERTISE  IN  THE 
ANALYSIS,  DESIGN,  CODING, 
TESTING,  IMPLEMENTATION, 
SUPPORT,  AND  MAINTE¬ 
NANCE  OF  APPLICATIONS 
SOFTWARE  UTILIZING  COBOL, 
COBOL  II,  AND  EASYTRIEVE 
PLUS  LANGUAGES,  IMS 
DB/DC,  TELON,  EXPEDITER, 
FILE-AID,  OS/JCL,  AND  TSO/ 
ISPF  SOFTWARE  IN  AN  MVS/ 
ESA  ENVIRONMENT.  SEND 
RESUME  TO  THE  DEPT.  OF 
LABOR/OPERATIONS,  1320 
EXECUTIVE  CENTER  DRIVE, 
RM  127,  TALLAHASSEE,  FL., 
32399,  ATTN:  S.  CLARK,  RE; 
JOFL#1 703052. 


High  growth  division  of  an  estabiished  top  software  vendor 
has  outstanding  career  path  opportunities  for  innovative, 
aggressive  ieaders  in  new  product  deveiopment  areas. 

SAP-PeopleSoft-Baan- 
Oracle  Applications 

Your  skills  can  be  utilized  as  the  building  blocks  to  product 
development.  In  these  exciting  challenges,  you  will  have  management 
responsibility  for  product  strategy,  development  and  implementation. 

Director  Application 
Data  Warehousing 

Flexible  location,  but  NY/NJ/N.  CAL  preferred. 

Using  your  strong  software  development  management  or  consulting 
background,  you  will  build  product/services  offerings  and  vendor 
alliances  for  worldwide  Fortune  1 000  clients. 

Position  requires  world-class  experience  in  marketing,  building 
Data  Warehouses  and  selecting/building  tools  and  consulting. 

Data  Warehousing  background  should  entail  extraction, 
cleansing,  metadata,  modeling,  web,  business  intelligence 
including  OLAP,  at  management  level.  Software  vendor,  P&L 
responsibility  and  packaged  application  experience  are  strong 
pluses. 

We  offer  a  very  competitive  compensation  package  competitive 
benefits  and  a  professional  atmosphere  with  state-of-the-art 
technologies  that  will  expand  your  skills  and  stimulate 
your  intellect.  For  consideration,  FAX  your  resume  to: 

(212)  947-5173  ATTENTION  CW-12 
FAX  Problems  Only:  call  (212)  695-0422 

EQUAL  OPPORTUNITY  EMPLOYER  M/F/D/V 


JOIN  ONE  OF  THE  TOP  0-0 
CONSULTING  TEAMS  IN  THE 
INDUSTRY!  ^ 


ALBION  INTERNATIONAL,  an  advanced  technology  software  consulting  ^ 
firm,  has  openings  in  its  Boston,  Atlanta  and  D.C.  offices.  ^ 

As  an  Albion  consultant,  you’ll  be  an  integral  part  of  our  growing  team  of  top 
0-0  professionals,  helping  clients  take  advantage  of  emerging  software  y 
development  methods  and  techniques  to  build  and  deliver  high  end 
distributed  information  systems.  The  ideal  candidate  will  have:  ^ 

•  A  solid  background  in  building  N-TIERED  SYSTEMS  y 

•  0-0  DEVELOPMENT  (Forte,  Actuate,  Java,  C++,  etc) 

•  0-0  METHODS  (Rumbaugh.Booch,  Jacobson)  ▼ 

•  Knowledge  of  0-0  CASE  (Select,  Paradigm  Plus,  Rational)  a  plus 

•  RDBMS  (Oracle,  Sybase,  Ingres) 

FOR  THE  RIGHT  INDIVIDUAL  WE  OFFER:  ^ 


*  Ownership  opportunities 

*  Challenging  team  environment 

*  Generous  compensation  and  benefits 

*  Continued  training  and  development  in  emerging 
technologies,  e.g.,  FortL  Actuate 

FORWAIO)  YOUR  RESUME  IN  CONHOENCE  TO; 

Fax:  (770)  980-6734  •  e-mail:  ia$on@albion-uiti.com 
(800)492-4048  *  wwwaibion-indxom 


ALBION 


global 


communication 


clicks  at  AMP 


SAPsANP 


Every  high-tech  giant  in  the  world  knows  AMP  as  the  leading  producer  of  custom 
electronic/electrical  interconnection  solutions.  With  185  global  sites,  we  have  45,000 
employees  rolling  out  products  for  computer,  communication,  electronic,  automotive  and 
consumer  products  competitors  who  demand  superior  quality  and  service. 

AMP  has  made  a  worldwide  commitment  to  SAP  as  our  Enterprise  solution.  We  are  in 
the  process  of  expanding  our  SAP  team  with  highly  motivated,  experienced  professionals 
-  those  with  the  initiative  and  desire  to  become  part  of  o  world<lass  project.  AMP  offers 
a  highly  competitive  salary  package  along  with  opportunities  to  impact  a  leading-edge, 
full-function  SAP  project  utilizing  a  true  globally-distribuled  architecture. 


BASIS  ADMIN./SECURITY  ANALYSTS: 

Must  have  1  year  SAP  experience  (Rel 
3.0F/3.1H).  Digital  Unix,  Oracle  a  plus. 

ALE/EDI/WORKFLOW:  1-2  years'  SAP 

exp.  (Rel  3.0F/3.1H)  plus  knowledge  of 
ALE,  Workflow  or  EDI  in  an  SAP  setting. 

SAP  FUNQIONAL  EXPERTS:  1  -2  years' 

SAP  exp.  (Rel  3.0F/3.1H)  and  knowl.  of 
bus.  processes  using  SD/MM/PP/FI/CO/QM. 

One  of  Computerworld's  Best  Places  to  Work 
of'd  Tops  in  Training.  Reply  to;  Staffing/ 
CW1201,  AMP  Incorporated,  P.O.  Box 
3608  (4-12),  Harrisburg,  PA  17105-3608. 
FAX:  717-592-2090.  mlynam@amp.com. 
Drug  testing.  Equal  Opportunity  Employer 


ABAP  PROGRAMMERS:  9  months- 1 

year  experience  in  ABAP  programming. 
Knowledge  of  SAP  in  1  +  modules  a  plus. 

PROGRAM  OFFICE  MANAGER:  Key 

role  in  controlling  AMP's  large-scale, 
global  SAP  implementation. 
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At  Osprey,  we  want  to  help  you 
reach  the  top!  We  are  a  Certified 
Business  Partner  of  SAP  focusing  on 
mid-size  companies  in  the  Southeast. 
We  offer  limited  regional  travel  and 
are  looking  for  SAP  professionals 
whose  dedication  and  commitment 
matches  our  own,  and  who  will  thrive 
in  an  entrepreneurial,  dynamic  envi¬ 
ronment.  Continued  success  has  cre¬ 
ated  needs  in  the  following  areas: 

SAP 

Consultants 

•  Project  Managers 
•  Functional  &  Technical 
Implementation  Consultants 
•  Training  &  Documentation 
Consultants 

Take  your  career  to  the  top.  Please  fax 
resume  to  704-672-1460,  or  email  us  at 
llimentani@ospreysystems.com.  Or,  to 
learn  more  about  us,  see  our  website: 


System  Programmers 


Rite  Aid  Corporation  is  offering  unprecedented  opportunities  for  lucrative 
compensation  and  creative  "extras"  to  talented  Systems  Programmers. 
We  will  relocate  you  and  your  family  to  beautiful  Central  Pennsylvania  where 
you  will  join  our  world  class  technical  support  environment,  and  enjoy  the 
benefit  of  working  for  a  company  which  is  not  only  stable,  but  continues  to 
experience  remarkable  growth.  We  need  systems  programmers  in  these  areas: 

•  CICS  •  MVS  •  DB2 
•VTAM/NCP  •  AS/400  •  VSE 
•  STRATUS  VOS  Systems  Administrator 
•  General  Software  Support  Systems  Programmer 
•  Storage  Management  Systems  Programmer 
Our  primary  platform  Is  MVS  with  a  current  installed  base  of  over 
80  CICS  regions  across  6-8  MVS  images  supporting  a  major 
DB2  SysPiex/DataSharing  environment. 

Find  out  more  about  us  and  see  all  of  our  IS  job  openings  by 
visiting  our  website  at  http://www.RiteAid.com. 

Send  your  resume  to: 


DIRECTOR  OF  TECHNOLOGY 
FOR  LATIN  AMERICAN  FINAN¬ 
CIAL  INSTITUTION:  Evaluates, 
acquires,  designs,  implements 
strategic  hardware  &  software 
solutions  for  financial  organiza¬ 
tions.  Liaison  with  board  or  direc¬ 
tors,  senior  management  &  upper 
level  technical  staff  regarding 
introduction  of  all  new  computer 
technologies.  Manages  large  pro¬ 
jects,  hardware  &  software  bud¬ 
gets  in  excess  of  $1.5  million. 
Reviews  PTT  service  offering, 
designs  &  implements  effective 
telecommunication  networks. 
Supervises  project  managers, 
engineers  &  software  specialist. 
Directs  customization  &  commer¬ 
cialization  efforts  of  banking  & 
credit  card  processing  software  to 
financial  institutions  throughout 
Latin  America.  Creates  value 
added  reseller  (VAR)  organiza¬ 
tions  &  negotiates  terms  &  condi¬ 
tions  with  original  equipment 
manufacturers  (OEM)  for  repre¬ 
sentation  &  distribution  of  their 
network  &  software  products. 
Initiates  sales  &  marketing  strate¬ 
gies  &  creates  technical  support  & 
customer  service  operations  for 
VAR.  Initiates  sales  presentations, 
project  plans  &  negotiates  con¬ 
tracts  with  customers  on  behalf  of 
the  VAR.  Establishes  directions 
for  ATM,  POS  &  electronic  bank¬ 
ing.  Develops  new  distribution 
channels  for  financial  products  & 
services  taking  advantage  of 
ATM,  Internet,  PC  Dial  tip  & 
Private  Frame  relay  networks. 
Directs  development  of  gateways 
into  the  Ovation  banking  software 
for  Visa  electron  debit  card.  Visa 
credit  card  &  private  banking 
cards.  Develops  &  implements 
interactive  voice  response  (IVR) 
system  via  Gateway  into  Ovation 
for  customer  services  &  electronic 
bill  payment  systems.  Develops  & 
implements  customer  access  to 
banking  information  &  transac¬ 
tions  via  Microsoft  Money, 
Proprietary  in-house  Microsoft 
Visual  Basic  software,  and 
Microsoft  Explorer  Browser.  De¬ 
signs  &  programs  in-house  soft¬ 
ware  using  SAS  software  pack¬ 
age  and  HP  open  view  tools  to 
report  on  network  and  server  uti¬ 
lization  &  network  usage  by  sub¬ 
sidiaries  for  charge  back  purpos¬ 
es.  billing,  capacity  planning  & 
performance  measurement.  Per¬ 
forms  short  &  long  term  network 
and  hardware  requirements  using 
modeling,  simuiation  &  standard 
statistical  procedures  for  forecast¬ 
ing  workloads.  Directs  setting  up 
Microsoft  SMS  and  HP  Open 
View  for  network  administration, 
PC  software  distribution,  remote 
software  version  upgrades  & 
asset  management.  Experience 
using  SAS,  simulation  languages 
or  techniques  C-r-r,  TCP/IP, 
Windows  NT  servers,  wide  area 
network  (WAN)  &  local  area  net¬ 
works  (LAN).  MS  in  Business 
Administration  Management  or 
Management  Information  System. 
4  yrs.  exp.  40  hrs/M-F,  9AM-5PM. 
$90,000  p/yr.  Send  resume  to 
Dept.  Labor,  Bureau  Operations. 
1320  Executive  Center  Dr.  #110, 
Tallahassee,  FL  32399-0667.  Job 
FL1 696970. 


Irma 
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Rite  Aid  Corporation 

Michele  Krebs 

Information  Services  Recruiter 
PO  Box  3165,  Department  CW 
Harrisburg,  PA  17105 
FAX:  (717)975-5954 

EEO/AA 


iMMtDIATt  INTERVIEWS:  FLORIDA  &  NY/NJ/CT 

I  I  .  ■!  I  mainframe  "IWI.WWIIL  I  !!■ 


•  Prai  M|;|n  Yr  2000  •  VAX  •  tnternatt  •  Focus 

•  08AS  •  Yssr  2000  •  SAP  •  PL1 

•  NslursI  2  •  AS  400  •  CSP  •  IMS 

•  Cobol  •  Modolsrs  •  Stratus  •  CICS  6000 

•  082  or  CiCS 

CLIENT  SERVER  * 


•  Bus/Analysts 

•  BAL 

•  IDMS/ADSO 

•  Qua)  Assur 

•  Tandam 


•  Lotus  hkitos  •  SyOast  •  Encina  •  C  or  C4  ♦  •  Manugistics 

•  Sys/AdmlAS  •  PowarBuiklar  •  Halp  Oask  •  Qual  Assur  •  Unix 

•  SmainaMi  •  Win  NT  or  95  •  Visual  C**  •  DBAs  •  Paoplasoft 

•  Oracia  •  NT  Lfporada  •  TCPrtP  •  Vis  Bask  •  HP  Sys/Admln 

•  LAN/WAN  •  FltaNm  •  Informix  •  Tastars  •  Ingras 

•  Tach  Support  •  Novall  •  C0R8A  •  OOA/000  •  HtMUJAVA 


Rohn  Ro||«rs  Consultinn 

Ann;  Rogxt  SkJvl  Strvr  Wyilc 

1  Mxdis^jn  A\t.,  5th  Fi  1451  W.  Cypras  Crrek  Rd. 
N<«  Yodk,  NY  I(I02'>  Ft.  I.Md«tUI<,  FL  33309 
*0-121  51.'4?  ■  212-921-1319  954-M9-2700 

I  jB  fKil>-770-6,«<0  Knx  954-469-6474 

hiin' /  /w.-ww.tttlut-tiMers.coin 


SOFTWARE  ENGINEER.  Re¬ 
search,  design  &  deveiop  com¬ 
puter  software  sys.  in  conjunction 
with  related  hardware  product  de¬ 
velopment  for  business  applic’s. 
Analyze  bus.  requirements,  pro¬ 
cedures  &  problems.  Analyze 
software  require's.  &  feasibility. 
Prepare  sys.  spec's  &  design 
requirements.  Develop  &  direct 
sys.  test  procedures,  inciuding 
programming  &  documentation. 
Evaluate  user  interface  &  sys. 
performance.  Provide  tech, 
assist.  &  training  to  users.  Must 
be  willing  to  relocate  within  the 
U.S.  on  a  project-by-project  basis. 
Required  computer  applications; 
Oracle  6.077.0,  DBASE  IV.  SQL, 
Oracle' Designer,  Oracle'Case, 
Oracle'Forms,  Oracle'Report, 
Oracle'Menu,  Oracle  Database 
Util's.,  SQL'Plus,  PL/SQL.  Lan¬ 
guage  C.  COBOL,  Fortran, 
Pascal.  Windows  Group,  UNIX. 
Must  have  Master's  D^ree  or 
foreign  degree  equivalent  in  Infor. 
Engineering  or  related  and  4 
years'  work  experience  in  job 
offered  or  4  years  as  Sys.  Ana¬ 
lyst,  Sys.  Programmer  or  related. 
Hrs;  9a-5p.  M-F.  $55,000  per  yr. 
Apply  to  Georgia  Dept,  of  Labor, 
Job  Order  »GA61 70291,  2943  N 
Druid  Hills  Rd..  Atlanta.  GA 
30329-3909  or  the  nearest  Dept, 
of  Labor  Field  Service  Office. 


Computer  Information  Consultant 
(Beverly,  MA)  Work  on  installation 
of  state-of-the-art  SAP  technolo¬ 
gy  to  reengineer  operational  & 
materials  mgmt  systs.  As  SAP 
consultant,  perform  analysis  of 
current  systs  &  direct  their  modifi¬ 
cation,  enhancement  &  customi¬ 
zation  via  installation  of  SAP  systs 
for  Sales  &  Distrib'n,  Materials 
Mgmt  &  Finan'l  Acctg.  among  oth¬ 
ers.  Impimt  SAP  R/2  &  R/3  s/ware 
pckge  &  ABAP/4.  40-I-  hrs/wk, 
9am-5pm.  $200K/yr.  No  OT.  Must 
have  Bach-Mathematics.  Must 
have  7yr  exp  in  job  offd  or  7yrs  in 
related  occup  as  SAP  Consultant. 
Must  have  7yrs  exp.  5yrs  of  which 
is  SAP  consulting  exp  to  inci  SAP 
R/2  &  R/3  &  ABAP/4.  Respond  to 
Case  No.  71525,  PO  Box  8968, 
Boston,  M A  02114. 


BAY  SEARCH 
GROUP 

National  I/S 
Placement  Specialists 

VISIT  OUR  WEB  PAGE 

www.baysearch.com 

Looking  for: 

Oracle,  SYBASE.  UNIX 
Visual  Basic,  Power  Builder. 
Web  Develoi>ers 

f-S00-SJ7-5499 
Fsm:  f-959-7J7-9999 


THRIVING 
ON  TRADE 

As  a  new 
acquisition  of 
Canadian  Pacific 
Limited  and  part 
of  the  successful 
CP  Ships  group, 

^  Lykes  Lines 
Limited,  LLC,  is  experiencing 
tremendous  growth.  Join  us  now 
in  one  of  the  following  positions: 

EXECUTIVE 

INFORMATION  SYSTEMS 
PROGRAMMERS 

Qualified  candidates  will  possess 
2-3  years  programming  experience 
(specific  to  executive  info  systems) 
and  strong  teamwork,  commimication 
and  interpersonal  skills.  Previous 
experience  with  Gentia  software 
preferred. 

SR.  PROGRAMMERS 


The  selected  candidates  will  program, 
test,  implement  and  maintain  new 
business  processes  and  continuously 
improve  eidsting  processes; 
provide  user  interface  and  ensure 
business  requirements  are  met/ 
maintained;  train  new  employees; 
assist  in  the  implementation  of  new 
procedures;  and  provide  guidance 
to  the  department  with  regard  to 
solving  customer/programming 
problems.  Qualifications  include  a 
minimum  4  years  experience  in 
EDI  and/or  RPG  programming, 
report  and  information  systems 


design.  Eirtensive  knowledge  of  the 
AS/400  mid-range  systems 
integration  also  necessary.  Bachelor’s 
degree  preferred. 

PROGRAMMERS 


The  selected  candidates  will  program, 
test,  implement  and  maintain  new 
business  processes  and  continuously 
improve  existing  processes,  pro'vide 
user  interface  and  ensure  that 
business  requirements  are  met/ 
maintained.  Qualifications  include 
a  minimum  2  years  experience  in 
EDI,  RPG  and  GUI  application 
programming;  one  year  experience 
in  report  and  information  system 
design;  and  general  knowledge  of 
the  AS/400  mid-range  systems  and 
systems  integration.  Associate’s 
degree  preferred. 

For  immediate,  confidential 
consideration,  please  submit  a 
resume  to:  Lykes  Lines  Limited, 
LLC,  Human  Resources,  Dept. 
Programmers,  P.O.  Box  31244, 
Tampa,  FL  33631-3244-  Fax 
813-209-4914.  EOE. 


Doiv’t  just 

KEEP  PACE. 

Get  ahead. 

Computing  and  communication  technologies  continue  to  merge.  Both  the  wl- 
ume  and  \elocity  of  data  exhibit  rampant  gcwth  In  this  challenging  data  envi¬ 
ronment  companies  with  large,  complex  informatjon  man^ement  requtements 
struggle  to  keep  pace  and  remain  ccmpebtive.  QB£R  provides  such  companies 
with  custom  computer  applicaton  software  consulting  developmenL  mtegrton 
and  implementation  services  Named  one  of  the  "lAAorlds  Best  Small  Companies" 
by  Forbes  Magazine  for  four  years  n  a  row,  we  are  constantly  looking  for  profes¬ 
sionals  with  sfells  to  fit  our  market  Explore  opportunities  with  QBER  irt 


♦  Atlanta 

•  lAjstin 

•  Boston 

•  Buffalo 

•  Calverton 

•  Charlotte 

•  Gncinnati 

•  Chicago 

•  ClevSand 

•  Colorado  Springs 

•  Columbus 

•  Dallas 

•  Denver 

•  Detroit 

•  Houston 

•  Indanapols 

•  Kansas  Qty 

At  QBER  youll  enpy  an  excellent  compensatxxi  and  benefits  package 
as  well  as  a  challenging  stimulating  work  erMronment  For  conskJera- 
txxL  contact  us  at  CIBER  National  Recruiting,  Dept:  CW 
I2A)I,  5251  DTC  Parkway,  #  1210,  Englewood,  CO 
80 1 1 1 .  E-mail:  jobs(gciber.com  FAX  (888)  8044)927. 
Visit  our  homepage  at  http://www.ciber.com  Equal 
Opportunity  Employer 


’  Melboume 

•  Minneapolis 

•  New  Jersey 

•  New  York  Qty 

•  Orlando 

•  Philadelphia 

•  Phoenix 

•  Pittsburgh 

•  Provid^e 

•  Rochester  MN 

•  Rochester  NY 

•  San  Francisco 

•  San  Jose 

•  Seattle 

•  Sl  Louis 

•  Tampa 


llBlil 
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IT  CAREERS  EAST 


SAP  Opportunities 


DO  YOU  LIKE  ENTERTAINMENT? 

We  value  who  you  are  and  what  you  do! 

Imagine  putting  your  top-flight  skills  to  use  in  a  world-class 
publishing  house.  We  offer  a  dynamic,  leading-edge  environment 
which  encourages  individuality  and  creativity.  Bantam  Doubleday 
Dell  Publishing  Group,  Inc.,  a  subsidiary  of  a  $17  billion  dollar, 
privately  held  media/entertainment  company. 

We  are  looking  to  hire  talented  technical  professionals  for  the 
following  challenges  for  our  NYC  office: 

•  SAP  Systems  Anaiysts/ABAP  Programmers 

Will  develop  applications  for  the  following  areas;  Sales  and 
Distribution,  Finance,  Sales  Reporting,  Material  Management/ 
Production  Planning  and  Floater  (general  usage  in  the  above 
areas),  Will  need  experience  with  SAP  R/2  (Mainframe)  or  SAP 
R/3  Client  Server.  Several  positions  available. 

•  SAP  SR.  Systems  Analysts/ 

ABAP  EDI  and  MM/PP 

Two  positions  available.  1-Designs,  develops  and  implements 
applications  for  Material  Management/Production  Planning. 
2-The  other  for  EDI  Systems.  Both  require  excellent  communications 
skills,  project  management,  project  planning,  problem  resolution, 
SAP  configuration  and  ABAP  coding  experience. 

•  SAP  Systems  Admlnlstpater 

Candidates  should  have  1-2  years  experience  with  SAP 
Administration  in  an  HP  UX/SAP  Basis  environment. 

•  Data  Wareheuse  Analyst 

Redbrick  software  and/or  Oracle  experience  preferred,  but 
will  consider  candidates  with  strong  Business  Objects, 
MNicroStrategy  or  BRIO. 

Will  also  consider  recent  college  graduates  who  have  strong 
computer  and  COBOL/COBOL  II  programming  knowledge. 
BS  degree  required.  Will  train  in  SAP/ABAP  technology. 

As  an  industry  leader  who  fosters  a  team-oriented  approach 
and  a  strong  learning  environment,  Bantam  Doubleday 
Dell  provides  attractive  salaries,  comprehensive  benefits, 
tuition  reimbursement,  401  (k)  and  strong  growth  potential. 
For  consideration,  FAX  or  E-MAIL  your  resume,  indicating 

position  of  preference  to: 
Bantam  Doubleday  Dell 
Attn:  HR  Dept.-JT 
E-mail:  turkj@bdd.com 
FAX:  (212)  782-8450 
Bantam  Dotibleday  Dell  EOF  M/f/d/v 


- HIGH  TECH - 

CAREER  OPPORTUNITIES 

Systems  Developers  --  COBOL,  COBOL  II,  DB2,  PC 
Desktop  Development  with  Microfocus  COBOL. 

Composer  CASE  Tool  or  CSP  a  plus.  IBM 
Mainframe,  MVS/ESA,  CICS.  Work  with  existing 
Financial,  HR,  Merchandising  systems  or  new 
development.  Competitive  salaries,  excellent 
benefits,  an  outstanding  work  environment  all 
located  in  Charlotte,  NC,  a  growing  and  beautiful 
place  to  live.  Please  mail  or  fax  resume  to: 

Belk  Stores  Services,  Inc. 

Attn:  Personnel  Dept. 

2801  W.Tyvola  Rd. 

Charlotte,  NC  28217 
Fax:  704.357,1788 
E-Mail:  Don_Harris@Belk.com 


VISIT  OUR  WEB  PAGE  WWW. BELK  COM 


ERP  Expertise  \ 

The  INC'  Group,  Inc.  is  an  SAP  Natknal 
:  Implemenlatiaa  Paitner  consulting  finn.  We  are 
I  seeking  experienced  SAP  and  JJ>.  Edwards 
;  fimctiaaal  and  technical  coosuhains  to  take  part 
I  in  our  aggressive  growth  strategy.  Nationwide 


and  intcmatiooal  oppoftmiities  ate  available 
I  immediately.  Extremely  competitive 
compensatian  and  benefits  packages  arc 
available  to  match  the  talents  and  needs  of  the 
irulividuaL  Why  settle  for  a  job  when  yon  can 
build  a  fiitiac  and  career  srith  us! 


For  more  information  and  immediate  consideration 
\  please  contact  us  or  send  your  resume  to: 

<888)608-0611 
;  (301)608-0611 

I  FAX  (301)608-0853 
;  mfo@mcgroup.com 


£^i4atO/>ponunii}'  Fnydojivr 


M818Roeder  Road 
Suite  600 
Silver  Spring.  MD 
20910 


IT  Mainfrante  and  Open  Systems  Professionals 


A  world  of  technology 

...it  all  comes  together  at  our  Open  House 

_ •  2  Days  •  2  Locations 


Monday,  Dec.  8th 


MaRMi  MaquliHoid 
IMS  Bitsadwar,  rrsth  Si  &  NYC 

From  lOtOOant  -  &.00pm 

New  York  rmes.  Systemi  &  Information  Tedmology  Job  Fair 


Open  House  -  Tue.sday,  Dec.  9th 


Marriott  •  World  Trade  Center 
5WoddTnt()eCei)»a;NYC 
Third  Floor 
From  IQKHlam  -  $:00pin 


Mainframe/Open  Systems 

Positions  Available  in  Northern  New  Jersey 


CAM  Systems  Administrator 
Change  Control/QA  Analysis 
Change  Man  Migration  Analyst 
CICS  Performance  Analyst/ 
Capacity  Planner 
CICS  Systems  Programmer 
Communications  Systems 
Programmers 

ConTiguration  Library  Management 
Manager 

Customer  Service  Manager 
Dala  Center  Y2K 


Mainframe  Batch  and  Tape  Analyst 
Mainframe  Perftxmance  Analyst 
MVS  Systems  Programmer 
On-line  Performance  Manager 
Senior  NT  Systems  Administrator 
Senior  Technical  Architect 
Senior  UNIX  Systems  Administrator 
Technical  Change  Analyst 
Technical  Planner 
TPFTech  Support 
UNIX  Support 

VAX  Alpha/VMS  Systems  Manager 


Project  Office  Manager 
Database  Sr.  Systems  Programmer 
•  JCL  Developmenl/Standardization  Analyst 


Skills  Needed: 


AD ABAS 

SP2 

Omegamon 

ADC 

Endevor 

ORACI-E 

Assembler 

Firewall 

pves 

C/C-H- 

FTP 

RACF 

CHANGE  MAN 

HURON 

REXX 

acs 

IBM  Info  Mgmt 

SAS 

Clear  Case 

IDMS 

TCP/IP 

COBOL 

JCL 

Top  Secret 

DASD 

MVS 

TPF 

DB2 

MXG 

UNDC 

DCE 

Netview 

VAX  Alpha/VMS 

Digital  ALPHA-IBM 

NT 

VTAM 

Beyond  all  the  professional  advantages,  prestige,  and  career  possibilities 
that  come  with  being  a  part  of  the  nation’s  largest  financial  institution, 
you  will  enjoy  a  ftiUy  competitive  salary,  benefits  ranked  among  the  top 
ten  in  the  nation  by  Money  Magazine,  and  extraordinary  room  for 
personal  and  professional  growth.  If  you  are  unable  to  attend  either 
event,  please  fax  (201)  601-5767,  or  forward  your  resume  with  salary 
history  indicating  position(s)  of  interest  to:  Citibank,  BHA  Box  6213, 
437  Madison  Avenue,  Third  Floor,  New  York,  NY  10022.  Visit  our 
web  site  at  http//www.careermosaic.com  and  apply  on-line.  An  Equal 
Opportunity  Employer  M/F/D/V. 


^  Work  with  the  Industry’s  Leading  i 

Developer  of  Output  Customtzatton  Software' 

Atlonta  based  Optic  Software  is  the  leading  provider  of  softwore  fhof  optimizes 
information  for  monufocturing  ond  heolthcore  enterprises.  The  company  offers  iotegroted 
information  output  orchitecture  for  the  intelligent  and  outomoted  creotion  and  delivery 
of  ioformotion  octoss  the  enterprise.  Over  10,000  customers  like  Home  Depot,  Mney's 
ond  Nike  use  Optio's  softwore,  in  addition  to  its  coosultiog,  educofion  ond  support 
services.  Due  to  corporate  expansion  the  following  posiHons  ore  ovoiloble: 

Consulting  Services 

Implemenlation  SpetialisI- Requires  of  leost  2  yeois  UNIX,  AS/400  or  Windows 
NT  instollofion  ond  end  user  softwore  training.  This  is  on  excellent  opportunity  for 
someone  who  wonts  to  moke  the  fronsitioo  from  o  technical  position  into  consulting. 
Requires  on  outgoinq  personality  and  excellent  proieU  management  skills.  Must  be 
oble  to  leorn  quickly  ond  present  technical  ioformotion  to  customers  on-site 
professionally.  Experience  with  large  enterprise  opplicotion  such  os  SAP,  Boon,  JD 
Edwords,  QAD  and  Peoplesoft  o  plus.  Excellent  customer  service  skills  ore  criticol! 
Squires  50-60%  travel.  Medico!  ond/or  insurance  bockground  helpful. 

Technical  Suppert  Services 

UNIX  Tedmkal  Support/Help  Desk  ■  Requires  ot  leost  3  years  UNIX  experience 
including  telephone  suppoU  of  shell  scripting,  print  spooling  and  IAN  peripherob. 
Experience  in  UNIX  odminisfration  on  multiple  plotforms  o  plus.  Excellent  customer 
service  skills  ore  o  must.  Must  be  oble  to  recreote  problems  with  customer  over  the 
telephone  and  troubleshoot  solutions  quickly! 

We  offer  on  excellent  benefits  pockoge  including  on  ottrortive  401  (k)  motch.  Fox  ot 
moil  resume  with  solory  history  to: 


ATTN:  CS-OWSAP  Recuifer  •  4800  River  Green  Parkway 
Duluth,  GA  30096  •  fox:  770-283-8649 

email:  anneo@ootiosoflware.com  IMS  Word  format  -  otlachmenls  only!) 


Exciting  SAP  R/3  Career 
Opportunities  with  Softiine 
in  North  America: 


In  a  US  Entrepreneur  Magazine  surv'ey,  Softiine,  Inc. 
was  rated  as  1 996  s  second  fastest  growing  company.  Our 
extraordinary  success  is  continuously  creating  exciting 
and  challenging  career  opportunities  for  experienced 
SAP  professionals  in  many  areas  of  the  US. 


Currently  we  are  looking  for  more  than  50  SAP  con¬ 
sultants  in  Project  Management,  Functional,  Technical 
and  BASIS  areas.  With  Softiine,  you  will  be  joining  a  win¬ 
ning,  international  team: 

■  Over  200  high-profile  consultants  and  project 
managers,  in  the  Functional,  Technical  and 
BASIS  areas. 


■  SAP  National  Implementation  Partner 
and  Certified  AcceleratedSAP  Partner. 


■  In-house  Product  Development  and  SAP 
Custom  Component  Group. 


■  Security  Wizard,  our  proprietary  end-to-end  SAP 
Security  Implementation  tool,  developed  in-house. 


■  Internet  Group  with  focus  on  innovative  solutions 
to  web-extend  the  Enterprise. 


Along  with  this,  we  are  constantly  expanding  the 
range  and  scope  of  our  services  and  products,  creating  a 
dynamic  working  environment,  with  a  comprehensive 
and  competitive  compensation  and  benefits  package. 

Come  see  your  career  and  challenges  soar  with 
Softiine. 


,  SOFT  LINE 

CONSULTING  AND  INTEGRATION 

www.softline-us.com 


Please  apply  on-line  at  our  web 
site  or  e-mail  your  resume  to 
sap.talent@softline-us.com 


Headquarters:  181  Metro  Drive  Suite  500,  San  Jose.  CA  95110,  408.467.8900 
Field  Offices:  Houston,  TX  -  Bombay,  India. 

SAP,  R/3  and  AcceleratedSAP  are  trademarks  and  registered  trademarks  of  SAP  AG. 


INFORMATION  TECHNOLOGY  PROFESSIONALS 


How  Far 


/ 


y  WANT 
to  go 

today? 


AREAS  OF 
OPPORTUNITY 

•  Orode/lnformix 
DBA/Developers 

•  RPG  Progrommers/ Analysts 

•  Pension  Business  Anolysts 

•  PowerBuilder, VB  Developers 

•  EDI  Specialists 

•  WEB  PubPishing 
Consultant  -  'C* 

•  Client  Server  Team  Leoder 
w/Informix/UNIX/GUI 

•  C0B01/CICS/DB2/IDMS 


At  Cross  Country  Staffing  we’re 
helping  thousands  of  professionals 
advance  their  careers.  Across  town  or 
across  the  country  we  can  provide  you 
with  the  challenging  and  rewarding 
opportunity  you’re  looking  for.  W’ith  a 

800-530-6150 

Fox  Hotline;  561-394-6859 
emoil:  ccsit@if.crossLountry.com 
Refer  to  Job  Code:  CW 


competitive  salary  and  Evenefits  program 
we  will  help  you  achieve  your  hnancial 
goals  as  well.  Don’t  let  these  opportuni¬ 
ties  pass  you  by.  Call  Cross  COountry 
today.  Ecjual  Opportunity  Employer. 


-Cross 

lOUNTRY 


www.crosscounfrry,€om/it 
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IT  CAREERS 


If  you  are  a  professional  with 
enterprise  applications  experience, 
reach  higher  and  work  for  the  leader. 

Andersen  Consulting  is  looking  for  professionals  with  all  levels  of 
experience  with  enterprise  applications,  such  as  SAP,  PeopleSoft,  Oracle 
and  Baan,  to  work  on  some  of  the  most  sophisticated  enterprise 
application  projects  in  the  world.  You'll  help  our  world-class  clients 
change  to  be  more  successful  as  we  team  to  align  people,  processes  and 
technology  with  strategy — and  you'll  grow  as  well.  Come  explore 
opportunities  at  Andersen  Consulting,  the  leader  in  global  management 
and  technology  consulting. 

We  are  seeking  Developers,  Analysts,  Consultants  and  Project  Managers  for  a 
variety  of  positions.  Opportunities  are  currently  available  in  the  United  States, 
Latin  America,  Western  Europe  and  Asia  for  qualified  candidates  skilled  in  the 
following  areas: 

•  SAP  Functional  Skills  (FI/CO,  MM/PP,  SD,  HR,  PM) 

•  SAP  Technical  Skills  (BASIS,  ABAP) 

•  Oracle  and  PeopleSoft  Applications 

•  Baan  Applications 

Minimal  to  moderate  travel  is  available  in  our  Solution  Center  and  Business 
Process  Management  organizations.  Other  positions  require  extensive  travel. 

Qualified  candidates  must  be  self-motivated,  possess  strong  communication 
skills,  have  an  undergraduate  degree  and  at  least  2  years  work  experience. 

For  immediate  consideration,  please  send  resume  and  salary  history,  referencing  code: 
98P-CWD002.  Via  the  Internet  at  http://www.ac.com/careers/iob.  Via  regular  mail:  Andersen 
Consulting,  Americas  Recruiting  Center,  Attn:  98P-CWD002,  RO.  Box  7305,  Chicago,  IL  60680- 
7305.  Via  fax:  (312)  507-8200.  No  phone  calls,  please.  Visit  our  web  site  at  www.ac.com. 

Andersen  Consulting  is  an  Equal  Opportunity  Employer.  ©1997  Andersen  Consulting. 


Andersen 

Consulting 


ORLANDO 

FLORIDA 

COMPUTERNORUI 

May  17-20,  1998 
Marriott's  Orlando 

career@gent 

eSIIw 

World  Center  Resort 

1 

1-800-488-9204 

careeragent.computerworld.com 

COOPERS  &  LYBRAND 
CONSULTING 

At  Coopers  &  Lybrand  Consulting,  the 
challenge  awaits  you  to  create  business  systems 
solutions  for  our  Fortune  500  clients.  Our 
Solutions  Thru  Technology  SAP  Practice  is  looking 
for  world-class  leaders  who  know  what  it  takes 
to  combine  business  and  systems  expertise  to 
address  our  clients’  needs. 


REALIZE  YOUR  FULL 

POTENTIAL 


The  key  to  all  of  our  successful  implementations  are  quality  consultants 
who  possess  a  broad  business  and  technical  background.  Our  consultants 
bring  a  practical,  real-world  approach  to  all  of  our  SAP  implementations:  they’re 
instrumental  in  effectively  analyzing  business  processes  and  designing 
systems  to  meet  our  clients  requirements. 

SAP  R/3  CONSULTANTS, 
DIRECTORS  AND  PROJECT  MANAGERS 

We  currently  have  regional,  national  and  international  positions  for  SAP 
specialists  who  know  how  to  manage  and  direct  small  to  large  scale  imple¬ 
mentations.  Coopers  &  Lybrand  would  like  to  discuss  career  opportunities 
with  you  if  you  have  the  desire  to  learn,  lead  and  be  successful,  as  well  as 
1-2  years’  SAP  experience  with  the  following  applications: 

R/CO,  SD,  MM,  PP,  PM,  HR,  PS 
ABAP  •  BASIS  •  EDI  •  ALE  •  W0RKR.0W 

When  you  partner  with  Coopers  &  Lybrand,  you  have  the  opportunity  to 
realize  your  full  potential  wth  a  growing  entrepreneurial  team.  Compensation 
and  Opportunity  are  based  on  experience  and  performance. 

Please  send  resume  to:  Coopers  &  Lybrand  L.L.P.,  Attn:  SAP/CW,  600  Lee  Road, 
Wayne,  PA  19087.  Fax:  610-993-5200.  E-mail:  erin.capriotti@us.coopers.com 


I  CoODSrS  '  L.L.P. 

1  I  a  professional  services  firm 

An  Equal  Opportunity/Affirmativ*  Action  Employer  M/F 
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Gamma 

COMPUTER 

PROVWINa  TECttMOLOar  FOM  THC  EMTIRPRISC 


Gamma  is  a  national  implementation  technology  consulting  llrm.  Since  1982 
we  have  specialized  in  the  implementation  ot  enterprise-wide  business  soft¬ 
ware.  providing  electronic  commerce  solutions  and  integration  services. 


SAP 

•  ABAP  programmers 

•  SAP-EDI  experts 

•  BASIS  consultants 

•  Functional  consultants 

•  Retail 


WALKER  INTERACTIVE 
SYSTEMS 

’  Functional  analysts  AP/PO/MBA/PCM 
•  Technical  consultants  (TGS,  OOP) 
•  Programmers  with  Walker  skills 


EDI 

•  Sterling  Gentran  consultants 

•  EDI  consultants 

•  UNIX  professionals 
w/EDI  knowledge 


BEA  TUXEDO 

•  OLTP  architects 
'  Tuxedo  API  (ATMI)  programmers 
•  PeopleSoft  architects 
•  SNA  Connect  consultants 


Email:  jobs@gammacomputer.com 
Tel:  (818)  342-2590,  Fax:  (818)  342-7503 

Gamma  Computer,  Inc. 

18801  Ventura  Blvd.  #207,  Tarzana,  CA  91356 


AXIS  Consulting  international,  Inc.  is  a 

ttynaniic,  successful  camputer  consulting  firm  with  offices  throughout  the 
US.  Australia,  and  Europe.  We  provide  specialized,  high-end  consulting 
expertise  and  professional  services  to  large  corporations  within  the  US 
and  throughout  the  worid.Axis  has  multiple  positions  available  through¬ 
out  the  US  for  analysts/programmers,  network  design  analysts/engineers, 
database  and  or  other  FT  professionals. 


I  SAP  R/3 

I  Functional  skills  (all  modules).  ABAP 
lmodules.ALEEDI)8BASIS. 

Up  to  $150  P/Hr 

Database 

Technologies 

Unix  Systems  Administrator.  A/P  or 
DBAs  in  Ingres,  Informix  or  Oracle. 
Upto$95KP/Yr 


Midrange 

Synon/2E  and  Obsydian  develop¬ 
ment  AS/400  application  develop¬ 
ment  Up  to  $95K  P/Yr 

Networking 

CISCO  Network  Engineers,  HP 
Openview  configuration,  and/or 
support  Upto$100KP/Yr 


Salaried  & 

Contract 

Positions!! 

EOE 


Mall,  email,  or  fax  resumes  to: 

AXIS  CONSULTING,  INC, 

One  Maritime  Plaza,  24th  Floor, 

San  Francisco,  CA  941 11 
Ph,  415434-2947  Fx.  415  434-2961 
Email:  resume@axlsus.com 
Visit  our  web  site:  www.axisus.com 
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ORLANDO 

FLORIDA 

17-20, 1996 
Marriott’s  Oriamdo 
VMd  Onur  Resort 

_  ls800-488-9204 


Senior  Consultants,  Managers  S  Sr.  Managers 


.  .  . 

Who  balances  risk  and 
control  in  leading  edge 
implementation  processes? 


Securing  one’s  position  on  the  leading  edge  demands  expertise,  agility  and  balance.  The  Process  &  System  Integrity  Team 
of  Deloitte  &  Touche  Enterprise  Risk  Services  puts  power  and  control  into  the  hands  of  clients  focused  on  achieving  their 
business  objectives.  Our  status  as  a  $6.5  bilhon  global  leader  also  makes  this  the  ideal  place  to  gain  control  of  your  career 
objectives  and  professional  growth. 

Opportunities  exist  throughout  the  U.S.  for  talented  professionals  to  play  a  key  role  on  large  package  implementation 
teams  that  analyze,  design  and  implement  internal  controls  to  reduce  risk  and  enhance  the  quality  of  clients’  information 
and  systems.  Successful  client  interface  will  require  solid  business  acumen  gained  through  at  least  two  years  of  applications 
experience,  business  process,  or  controls  implementation  experience.  Knowledge  of  SAP,  ORACLE,  PeopleSoft,  and  BaaN 
helpful,  but  we  can  provide  systems  training  if  you  have  the  business  process  or  controls  background  we  need.  Extensive 
travel  may  be  required.  An  advanced  degree  or  dual  majors  in  Accounting  and  Information  Systems  is  ideal. 

The  leading  edge  doesn’t  stop  with  client  services  at  Deloitte  &r  Touche.  It  extends  to  include  impressive  compensation 
and  benefits  packages  as  well  as  plenty  of  opportunities  for  you  to  secure  your  place  on  the  leading  edge.  Please  send/fax/ 
e-mail  (without  attachments  or  enclosures)  your  resume,  with  salary  requirements,  to  our  national  recruiter: 

Deloitte  &  Touche  LLP,  Attn:  J.  Stephens,  600  Renaissance  Center,  Suite  900,  Detroit,  MI  48243.  Fax:  (313)  392-7433 
E-mail:  paq@dttus.com  Visit  our  web  site:  www.us.deloitte.com/risk 

Deloitte  &  Touche  is  an  equal  opportunity  employer.  We  recruit,  employ,  train,  compensate,  and  promote  without  regard  to  race,  creed, 
color,  national  origin,  age,  gender,  sexual  orientation,  marital  status,  veteran’s  status  or  disabilities.  We  are  pleased  to  have  been 
recognized  by  Workforce  magazine  and  Working  Mother  magazine  as  an  organization  committed  to  creating  innovative  work/life 
balance  programs,  and  by  ComputerWorld  and  Information  Week  for  use  of  technology  in  the  workplace. 


mmm 


The  biggest  end 
the  best  users  of  IT 


the  answer  is 


Deloitte  & 
Touche 

. 0 


9  {997N'Lo4tt*  tiT9uc}iiitLt.P  Deloitte  $  Touche  Coneulting  Group  LLC.  De  I  oitteS  Touche  ref  ere  to  Deloitte  S  Touche  LLP/ 

Deloitte  g  Touche  Consulting  Group  and  related  entities.  
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ARE  YOU  A  SAP 
CONSULTANT? 


LET  TRIPLE-I  CONSULTING 
BE  YOUR  ACE  IN  THE  HOLE! 

Do  you  possess  extensive 
business  expertise  and  SAP 
experience? 

Current  SAP  Opportunities: 
Project  Managers 
Team  Leaders 
Functional  Analysts 
ABAP  Analysts 
Basis  Analysts 

Public  Sector  oportunities  also 
available! 

Call:  (800)  861-6140, 

Fax  (713)  861-5935,  or  e-mail  us 
at:  triplei@neosoft.com 


It  All  Comes 
Together 
with 


At  Tivoli  Systems,  we  incorporate  all  of  the  elements  that  allow  you  to  be  your  best,  such  as 
ambition,  honesty,  intelligence  and  talent  And  let’s  not  forget  fun!  As  the  leading  provider  of 
network  computing  management  software,  our  innovative  approach  makes  us  the  most  widely 
respected  and  highly  sought  after  provider  in  the  marketplace. Tivoli  can  offer  you  the  oppor¬ 
tunity  to  work  with  state-of-the-art  programming  techniques  and  tools  in  a  team-oriented  and 
creative  development  environment.  If  you’re  looking  for  chat  perfect  fit,  consider  joinIngTivoli. 
where  it  all  comes  together.  Extraordinary  growth  has  created  the  following  opportunities  at 
our  Austin, TX  facility; 


DIRECTOR  OF  APPLICATION  SYSTEMS 
DIRECTOR  OF  TECHNICAL  OPERATIONS 
MANAGER  OF  WEB/LOTUS  NOTES  APPLICATIONS 
NETWORK  ENGINEER 
UNIX  POSTMASTER 


Now  is  the  perfect  time  to  join  Tivoli  Systems.  Please  forward  your  resume  to: 
Samantha  Silver,  TIVOLI  SYSTEMS,  Inc.,  9442  Capital  of  Texas  Hwy.  North.  Suite  SOO, 
Austin, TX  78759.  Fax:  5 1 2-436- 1 329.  Ph:  5 1 2-436-8404.  E-mail:  samantha.silverQtivoli.com 
An  equal  opportunity  employer,  we  value  the  diversity  of  our  workplace. 

For  additional  opportunities, 
visit  our  website  at  www.tivoli.com 
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IT  CAREERS 


^OUTSTANDING  PEOPLE.  AMAZING  RESULTS. 


Enterprise  Application 
Project  Leaders 

EDS  and  A.  T.  Kearney  have  combined  resources  and  talent 
to  provide  Fortune  500  and  International  1000  clients  with 
the  comprehensive  technology  solutions  they  need.  And  that 
means  staying  with  projects  from  inception  through 
implementation,  and  if  necessary,  beyond.  So  if  you  have 
what  it  takes  to  develop  your  work  from  a  seed  of  an  idea  to 
a  technological  masterpiece,  check  out  the  following 
position: 

SAP  Professionals 

These  mid  to  senior  level  consultant  positions  require  3  to  5 
years’  experience  implementing  SAP  R3,  BAAN,  Oracle 
applications  and  PeopleSoft  business  software  solutions.  Big 
4  experience  is  preferred  and  candidates  must  have  related 
degree. 

•  100%  travel  required 

Send  resumes  or  requests  for  information  to:  Enterprise 
Solutions,  c/o  EDS,  Attn:  Gail  Houston,  5400  Legacy  Drive, 
H1-6B40,  Plano,  Texas  75024.  Fax:  (972)  605-4980;  e-mail: 
staffing@eds.com.  Visit  us  on  the  Web  at  http://www.eds.com. 

Enterprise  Solutions 


EDS 


ATKEARNEY 


A  JOINT  INITIATIVE 


EDS  and  Ihs  EDS  logo  an  ngislered  marks  of  Electronic  Data  Systems  Corporation.  Copyright  ©  1997  Electronic  Data  Systems  Corporation. 
All  rights  reserved.  Copyright  ©  1997  A.T.  Kearney  All  rights  reserved.  A.T.  Kearney  an  EDS  company  is  an  equal  opportunity  employer, 
Huf/a/d.  SAP  is  a  registered  mark  of  SAP  AG. 


ou  haven 
been  here. 


wwvv.arthurandersen.com/aabc 


you 
haven't  done 
this. 


Be  here. 
Do  this. 


Respond  to: 

Arthur  Andersen 

Business  Consulting 

Attn:  CW12/01 

225  Peachtree  Street  NE 

Suite  1800 

Atlanta,  GA  30303 

resumes@arthurandersen.com 


.Arthur 

Andersen 


SAP  R/3  IMPLEMENTATION 

Today's  Arthur  Andersen  gives  unprecedented 
opportunities  for  career  growth  and  expansive 
challenges.  We  currently  seek  experienced  and 
certified  SAP  implementation  team  members  for 
our  Business  Consulting  practice.  Our  Business 
Consulting  prachce  works  with  middle-market 
companies,  helping  them  identify  and  rapidly 
implement  cost  effective  solutions.  Positions  are 
available  nahonwide.  Qualifications  include  but 
are  not  limited  to: 

•  SAP  Certified  in  FI/CO,  SD,  MM,  PP,  HR, 
ABAP/4,  or  TCC  Certification 

•  Minimum  1  year  engagement  staff  or  team 
leader  experience  on  at  least  one  completed 
SAP  project 

•  Minimum  1-3  years  experience  in  a 
consulting  firm  or  environment 

•  Project  management  or  team  leadership 
experience  including  teaching/training 
staff  and  leveraging  skills 

•  Professional  degree  (required) 

•  Implementation  methodology  and  acceler¬ 
ated  implementation  experience  a  plus. 

Arthur  Andersen  works  in  a  team  environment 
and  invests  strongly  in  you,  providing  the  latest 
tools,  training  and  certification,  performance-based 
incentives,  and  outstanding  hands-on  experience. 

In  addition  to  the  challenge  of  a  highly  visible 
position  within  a  rapidly  expanding  and  dynamic 
business  unit,  an  excellent  salary  and  a  compre¬ 
hensive  benefits  package,  you  wUl  find  an  environ¬ 
ment  that  offers  career  opportunity  and  growth. 

If  it  sounds  like  you  should  be  here  doing  this, 
start  today  by  forwarding  us  your  resume  and 
salary  requirements.  We  will  respond  only  to 
candidates  of  interest.  EOE. 
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CONFERENCE 
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ORLANDO 

FLORIDA 

May  17-20, 1998 
Marriott’s  Orlando 
World  Center  Raort 

1-800A88-9204 
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September 


liliBiiBMBll  October 
November 
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^Percent  change  in  number  of  employees  by  region 


Telecommunications 


Computer  Laser  & 

software  optics 


Computer  Subassemblies  & 

hariJware  components 


■  II 

Factory  Test  & 

automation  measurement 


O  Copyrignt  1997.  Corporate  Technclogv  Information  Services.  Inc.,  Woburn,  MA 


CorpTech.  a  directory  publisher  in  Woburn,  Mass.,  tracks  tha  U.S.  4S.000  technology  manufacturers. 
This  survey  relates  to  the  31,693  tracked  firms  with  fewer  than  1,000  employees. 
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IT  CAREERS 


$120,000-$1S0,000  cempMisaMon 
plus  up  to  $25,000  hiring  bonus 

Outstanding  benefits  plus  $50K  ol  odvanced  SAP  training  and 
certification.  Openings  in  most  mafor  cities  In  U.S.  and  Europe. 
IWmanent  or  Controct 

FAX  RESUME  TO: 
me  mcmoujcr 

6ROU*WC  low  BIB  0524 

I  Jgy  sanobs@toc-group.«om 

(M*  m/f/4/*) 
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COMSYS 

jlnfermatton  technology  services 

CX)MSYS  is  a  leader  in  die  national  IT  market 
with  ow  4,000  consultants  nationwide.  Our 
strong  ediics  have  led  the  Portland  branch  to  1 0 
)«irs  of  strong  local  market  leadership  &  local 
success  measured  in  double  di^ts. 

COMSYS  Portland  has  various  openings  for 
experienced  lEF/Composer  consultants. 

COMSYS  offers  a  competitive  compensation 
&  benefits  packa^.  For  immediate  considera¬ 
tion,  mail,  fic  or  e-mail  your  resume  to: 

COMSYS  Information  Technology  Services 
10220  SW  Greenbutg  Road,  Suite  301, 
D^t  C,  Portland,  OR  97223, 

Fax:  (503)  293-3898.  Teh  (503)  293-2499, 
Toll  fiee:  (888)  882-8326 
Seattle  Fax  (425)  453-7174; 

Teh  (888)  826-6797, 

E-maih  jpatterson@*coinsysuic.com 
Wid>:  htq>;//www.comsysinc.com 

Equd  Opponunity  Employer 


lEF/Composer 

•  Ixing-tcrm  assignment 

•  Min.  3  years  experience 

Year  2DD0 

•  COBOL.  CICS 

•  IDMS,  ADS/O 

•  Assembler 


Business 
/I  Alliance 
Programme" 


More  Opportunities: 


•  Oracle  Financials 

-  Project  Accounting 

•  Oracle,  Visual  Basic 


careerag8nt.comput8rwortil.com 


Fa.st-growing  navional  and  inccmarional  consultancy  with  a  reputation 
ior  first-class  consultants  offcr.s  WORLD-WIDE,  CAREER 
OPPORTUNI  TIES  FOR  TOP-QUAEITY  PROFESSIONALS. 


CURRENTLY  STAFFING  PROJECTS  IN 


US,  Canada,  South  America,  Pacific  Rim,  and 
Europe:  especially  in  these  shills  and  industries: 
Fl/CO,  Basis,  ABA1V4,  PM,  MM,  W.M,  PP,  SD, 
EDI  in  SAP  Environment,  Supply 
Chain/Maniifacruting,  Utilities  in  an  SAP 
Environment,  and  SAP  Retail. 


spearhead 


Sales:  US-based  positions  available  in  born 
national/internarional  sales  for  experienced 
professionals. 

Recruiting:  Positions  available  in  our  New  \'ork 
Citv  area  offices  for  experienced  technical 
recruiters. 

Competitive  compensation  with  performance 
incentives;  comprehensive  benefits  package. 


SPEARHEAD  SYSTEM  CONSULTANTS  (US)  LTD. 

SAP'"'  National  Implementation  Partner. 


99  Seaview  Blvd.,  Suite  340 
Port  Washington,  MY  .11050 
voice  516.625.9000.  fax  516.62'5.9687 


.  .  •  ,  55  Broad.  Street 

New  York  Information  Technology  Center 
New  York,  NY  10004 
voice  212.968,1346/1348  fax  212.968,1352 

."recruits@spearhead.CQm- 

t:888.spearhead 

■  '  www.spearhead.com. 


^  Experienced  project  managers 
S180K^ 

Team  leaders 


►  Consultarns 
$10()K-s 


Send'mitmextiy  (Ip  AttLOiihn.tif Jiiwrme'Ma»ageK 
'SAEn  iiippafled  lyaJemitrEddAi’  Aei. 


Anxlvst/Programmers  to  plan, 
develop,  test  and  document 
computer  proerams,  applying 
knowledge  of  programming 
techniques  and  computer  sys¬ 
tems.  Evaluate  user  requests  for 
new  or  modified  programs  to 
determine  feasibility  and  cost 
and  time  required,  compatibili¬ 
ty  with  current  systems  and 
computer  capabilities. 
Formulate  plans  outlining  steps 
required  to  develop  program; 
convert  project  specs  into 
sequence  of  detailed  instruc¬ 
tions  and  lopcal  steps  for  cod¬ 
ing  into  language  processable  by 
computer,  apfuying  knowledge 
of  computer  languages. 
Analyse,  review  and  uter  pro¬ 
grams  to  increase  operating  effi¬ 
ciency  or  adapt  to  new  require¬ 
ments.  Install  and  test  programs 
at  user  site  and  consult  with 
user  personnel  on  site. 
Bachelor  in  Computer  Sc.  or 
Elec.  Eng.,  plus  two  yr.  exp.  in 
job  offered  or  2  yr.  exp.  as  sys¬ 
tems  analyst  or  software  engi¬ 
neer,  with  the  abibty  to  perform 
the  main  job  duties,  req.  Salary 
$818/wk.  Job  site:  various 
unanticipated  sites  throughout 
the  U.S.  Employer  location: 
Pittsburgh.  Send  resume  to  Job 
#7030349,  c/o  Greg  Schwing, 
Office  of  Employment  Security, 
2100  Wharton  St,  Pittsburgh, 
PA  15203. 


Providing  consulting 
services  since  1980,  RSA 
Inc.  was  founded  on  the 
precept  that  "Our  client's 
agenda  is  our  agenda." 


Direction  in  a  World  of  Possibility 

RSA  is  a  professional  services  firm  providing  both  strategic  technical 
services  and  business  management  solutions  to  software  integration 
and  systems  implementation.  We  understand  the  critical  factors  of 
today's  software  integration  projects  and  focus  on  providing  our 
clients  with  practical,  real-world  solutions. 


SAP^”  National  Implementation  Partner 
AcceleratedSAP™  Partner 

Functional  R/3  Consultants/All  Modules 

utility  industry  experience  a  plus 

ABAP  Programmers 
Basis  Consultants 
Project  Managers 

27  Inverness  Drive  East,  Englewood,  CO  80112 
303-741-3105  ext.  116/Phone  •  303-708-8680/Fax  •  800-886-4912/Toll  Free 
E-mail:  dvilesil>resourcesupport.com 
Web:  http://www.resourcesupport.com 


If  you  are  a  High  Tech 
Professional  or  looking  for 
a  High  Tech  Professional, 


@ 

O  www.card-america.com 

cjUfixultinu^jrKl  vx^drxtnbutiw  (800)  573-CaRD 


OATl  WAYitfX  k*i  KJ-  n»i«  awl  "You’ve  pH  ifnendia  the  boiineis"  slogan  arpregisierrd  trademarks.  aiMl  GATEWAY  and  Gateway  Solo  are 

iti'e  !f  i.ls  I  I  PeeUiUD  are  regi'4rfed  trademarks,  and  MMX  is  a  irademart  of  Intel  Corporation.  Not  all  Gateway  E-Series  desktop  PCs  contain  the 
4>  >.(>pc  "  -  ’  1  :•  I  ’  .Miuin  the  Peoiiumll  processor.  Gatewi.'20Cl0Major  Accounts.  Inc.  is  a  ubolly  owned  subsidiary  of  Gateway  2000.  Inc. 


S 


-  3 


Corporate 

America 


Corporate  America  has  a  new  look  these  days  thanks  to  a  Fortune  500  PC 
manufacturer  from  South  Dakota.  From  a  two-person  start-up  operation  in 
1985  to  a  $5  billion  global  company  in  1996,  Gateway  2000  __ 

has  taken  the  PC  industry  and  corporate  America  by  storm,  j 
Gateway  2000  Major  Accounts,  Inc.  is  there  to  handle  the  ^ 
unique  needs  of  large-volume  purchasers.  Gateway  Major 
Accounts  delivers  Value  of  Ownership:  the  winning 


combination  of  high  benefits  and  low  cost  for  the  life  cycle  of  your  computer,  gateway"  E-senes  desktop 

and  Gateway  Solo"'  portable  PCs 

High-quality  PCs  custom  built  for  your  business  that  go  to  work  for  you  right  Pentium proeessors. 


out  of  the  box  —  that’s  Gateway. 

Want  to  know  more  about  this  cow-spotted  business  phenomenon?  Call  our 
Gateway  Major  Accounts  representatives  today,  because  we  mean  business. 


jm 


GATEVmTOOO 


pentium«n 

|rMOCt«»OH  .U. 


“You've  got  a  friend  in  the  business. 


888-888-0382 


www.gateway.com/majoraccounts.htm 

Gateway  2000  Major  Accounts,  Inc. 

610  Gateway  Drive  •  P.O.  Box  2000 
N.  Sioux  City,  SD  57049-2000 

GSA  Schedule  #GS-35F-4565G 


j 
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Marketolaiee 


For  informat 
advertising, 
call  888-901-200 


YOUR  CHOICE 


512k  Pipeline  Cache 
32  Meg  EDO  Memory 
Mid  Tower  Case 
2.0  Gig  IDE  Hard  Drive 
4Meg  EDO  Video 
1.44  Floppy  Drive 
24x  CD-ROM 


'  16Bit  Sound  Card 
'  60  Watt  Speaker  System 
•  Gooseneck  Microphone 
33.6  Fax/Voice  Modem 
Mouse/pad 
Keyboard 

Platinum  10  CD  Pack 


Monitor  and  Operating  System  sold  separately. 

INTEL  PENTIUM  200  MMX 
OR 

AMD  K6  200 


$759.00 


3  Year  Warranty 


$129 

5+ 

1024  X  768 
Nl 


$179 

5+ 

1280  X 1024 
Nl 


17"  $359 


1280  X  1024  Nl 


DXM  Computer,  Inc. 

1  (800)  dxm4usa  •  Fax  1(401)  434-0260 

www.dxmusa.com 


Complete  spec's  visit  our  web  site 


ooking  For  The  BEST  Company 
"To  Qivc  You  The  BEST  Volac 
in  IBM  Computer  Hardware? 


We're  IBM  Experts: 

•  RS/6000 

•  ES/9000 
•6S/400 
•Serie$/1 
•PCs 

•  Networks  &  Integration 


Sales  &  Rentals 


'Z  Processors 
Z  Peripherals 
Z  Upgrades 
ZHqw 

Z  Reconditioned 

with  warranty 


-Product  Specialists 
-Pretested  equipment 
-Flexible  financing 
-Configuration  planning 
-Offices  nationwide 
-Technical  support 
-Overnight  shipping 


http://www.dempseybas.coin 
e-mell:  dempsybas@dempseybus.com 


Bay  •  Sell  •  Rent  (800)  888-ZOOO 
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Advertise  in  Card  Decks? 


NOTICE 

PLACE  AN  AD  IN 
COMPUTERWORLD 
MARKETPLACE 
(888)  901-2005 


Because  they  work! 


Card  Decks  are  one  of  the  nnost  cost-effective 
and  powerful  tools  for  marketing  products  and 
services.  If  you  sell  IT  products  and  services 
the  Computerworld  Card  Deck  can  help  you 
by: 

Providing  direct  access  to  the  desks  of  more 
than  145,000  paid  Computerworld  sub¬ 
scribers 

Encouraging  quick,  measurable  response  via 
the  business  reply  card  format,  as  well  as 
toll-free  phone  and  fax  numbers 

Generating  the  highest  quality  leads  at  the 
lowest  possible  price 

Enhancing  your  company's  visibility  and 
building  awareness  of  Its  products  and 
services 


For  information  on  how  the  Computerworld  Card  Deck  can  work  for  you  call  today! 

Norma  Tamburrino  •  National  Accounts  Director  •  (800)252-4821,  ext.  409 
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The  Week  in  Stocks 


Gainers  ^  Losers  ^ 


E  R  C  E 


VMark  Software  Inc . . . 14.5 

Centura  Software . . 12.5 

American  Mgmt,  Systems . 10.8 

Xylan  Corp . . . 7.6 

Symantec  Corp . 6.5 

Retix . 5.6 

Netcom  On-Line . - . 4.9 

Bay  Networks  Inc . ..4.8 

m 


Microsoft  Corp . 3.75 

IBM.. . 2.75 

American  Mgmt.  Systems . . . 2.25 

Computer  Associates . . 2.06 

Sprint  Corp . ......1.69 

Bell  Atlantic  Corp . 1.63 

Symantec  Corp . 1.56 

Xylan  Corp . «....1.44 


Pinnacle  Micro  inc.(L) . . . *35.0 

VLSI  Technology . ...-26.2 

Egghead  Discount  Software . -17.4 

ObjectShare,  Inc.(L) . -16.7 

Netrix  Corp.tL) . . -16.0 

Microage  Inc . -14.9 

Radius  Inc . . . -14.3 

Micrel  Semiconductor  Inc . . . -13.4 


VLSi  Technology . -8.06 

Micrel  Semiconductor  lnc...« . -5.31 

Security  Dynamics  Tech.. . .....,.-4.63 

Microage  Inc . . . -3.69 

Newbridge  Networks  Corp.  . . -3.50 

Intel  Corp. . . -3.38 

Texas  Instruments . . -3.25 

NEC  America  . . „...,-3.13 


Intuit’s  intuition  pays  off 

Ouick,  name  a  high-tech  company  that  owned  its  own 
market  sector  a  year-and-a-half  ago  but  suffered  grow¬ 
ing  pains  and  didn’t  know  what  to  do  with  the  Internet. 
That  company  then  spun  on  its  heels  and  began  de¬ 
veloping  such  strong  Internet  products  that  analysts  are  glow¬ 
ing  about  the  firm’s  long-range  prospects. 

Guess  which  company  that  is  —  and  it  isn’t  Microsoft  Corp. 
For  years,  Intuit,  Inc.  (Nasdaq:  INTU)  owned  the  personal 
finance  software  market.  But  the  Mountain  View,  Calif,  com¬ 
pany  began  to  lose  steam,  and  its  growth  slowed  by  the  mid- 
1990s.  Microsoft  even  tried  to  buy  the  company  in  1994,  but 
the  U.S.  Department  of  Justice  nixed  the  deal. 

After  developing  a  financial  services  World  Wide  Web  site 
{www.Quicken.com),  Intuit  this  past  spring  bought  a  20%  stake 
in  Excite,  Inc.  (Nasdaq:  XCIT)  and  signed  a  pact  with  the  search 
engine  company  to  direct  online  traffic  at  the  expanding  site. 

Cenni  Combes,  an  analyst  at  Hambrecht  &  Quist,  Inc.  in  San 
Francisco,  says  it  will  take  a  little  longer  to  build  revenue  from 
this  site,  but  it  is  a  solid  cornerstone  to  build  upon.  “They’re  the 
only  company  building  a  site  with  a  whole  array  of  multiple  con¬ 
sumer  needs  [from  different  sources]  in  one  place:  investment, 
insurance,  mortgage  and  tax,’’  Combes  says.  “They  did  a  fan¬ 
tastic  job  of  stopping  in  their  tracks,  recognizing  that  they  need¬ 
ed  to  be  an  Internet  company  and  then  building  it.” 

Cary  Craft,  an  analyst  at  BancAmerica  Robertson 
Stephens  in  New  York,  writes  in  a  recent  report  that  Intuit’s 
Quicken  98  software  also  is  a  key  to  the  company’s  rebirth.  “In¬ 
tuit  is  entering  the  next  phase  in  its  business  history,”  Craft 
writes,  “which  promises  to  accelerate  growth  and  push  operat¬ 
ing  leverage  much  higher  than  its  existing  physical  business.” 

Combes  says  Intuit  also  will  see  its  revenue  climb  next  sum¬ 
mer,  when  it  launches  a  multiuser  version  of  its  QuickBooks 
small  business  accounting  software.  —  Stewart  Deck 


Intuit's  ongoing  transition  to  the  Web  has  started  to  show  results  and 
will  start  to  pay  off  next  summer,  analysts  say 
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1.00 

Racotek  Inc. 

1.25 

•0.13 

-9.1 

RETX 

9.25 

3.38 

Retix 

4.75 

0.25 

5.6 

SBC 

72.63 

48.50 

SBC  Communications  (H) 

72.63 

0.94 

1.3 

SFA 

24.94 

14.25 

Scientific  Atlanta  Inc. 

20.06 

-0.44 

•2.1 

SHVA 

43.88 

8.25 

Shiva  Corp. 

8.94 

-0.56 

•5.9 

FON 

59.38 

37.50 

SprintCorp. 

58.69 

1.69 

3.0 

SMSC 

18.13 

8.25 

Standard  MicrosystemsCorp. 

10.63 

-0.50 

-4.5 

USW 

45.06 

30.38 

USWestInc,  (H) 

45.06 

0.81 

1.8 

XIRC 

31.13 

7.50 

Xircom 

10.56 

-0.50 

-4.5 

XYLN 

39.13 

12.38 

Xylan  Corp. 

20.44 

1.44 

7.6 

^  PCs  and  Workstations 

.  OFF  2.65% 

AAPL 

29.56 

12.75 

AppleComputerInc. 

17.63 

-0.56 

-3.1 

CPQ 

79.56 

28.50 

Compaq  Computer  Corp. 

61.69 

-3.00 

-4.6 

DELL 

103.88 

24.13 

Dell  Com  puter  Corp. 

83.31 

-0.94 

-1.1 

CTW 

46.25 

19.38 

Gateway  2000  Inc. 

28.38 

-0.88 

-3.0 

HWP 

72.94 

48.13 

Hewlett  Packard  Co. 

60.75 

-2.00 

-3.2 

MUEI 

25.38 

10.25 

Micron  International  Inc.  (L) 

11.06 

-0.25 

-2.2 

NIPNY 

74.00 

48.63 

NEC  America 

52.38 

•3.13 

•5.6 

SCI 

30.31 

12.63 

SiliconCraphics 

13.25 

-0.06 

-0.5 

SUNW 

53.31 

25.50 

Sun  Microsystems  Inc. 

35,94 

-0.19 

-0.5 

Large  Systems 

OFF  2.33% 

DCN 

37.94 

13.63 

DataCeneral  Corp. 

18.00 

0.50 

2.9 

DEC 

53.81 

25.00 

Digital  Equipment  Corp. 

49,44 

•1.75 

-3.4 

IBM 

109.44 

63.63 

IBM 

108.75 

2.75 

2.6 

MDCD 

7.88 

2.88 

Meridian  Data  Inc. 

4.13 

-0.25 

•5.7 

PRCM 

20.13 

9.00 

ProCom  Technology,  Inc. 

15.56 

-1.69 

•9.8 

SQNT 

31.25 

14,50 

Sequent  Com  puter  Sys. 

23.69 

0.50 

2.2 

TEXM 

6.00 

2.06 

Sequoia  Systems  Inc. 

4.56 

-0.44 

-8.8 

SRA 

60.75 

24.75 

Stratus  Computer  Inc. 

32.19 

•0.44 

•1.3 

UlS 

16.50 

5.75 

Unisys  Corp. 

14.63 

0.06 

0.4 

Software 

OFF2.4S% 

ADBE 

53.13 

32.50 

AdobeSystems  Inc. 

42.00 

-0.31 

•0.7 

AM  SWA 

15.63 

5.06 

American  Software  Inc. 

9.44 

•1.31 

•12.2 

APLX 

26.50 

3.13 

Applix  Inc. 

6.06 

•0.38 

-5.8 

ARSW 

53.25 

17.00 

Arbor  Software 

31.38 

-2.63 

-7.7 

ADSK 

51.13 

25.25 

Autodesk  Inc. 

38.56 

-1.44 

•3.6 

BCSS 

38.00 

23.00 

BCS  Systems  Inc. 

34.25 

•1.50 

•4.2 

BMCS 

69.50 

39.63 

BMCSoftwareInc, 

64.38 

-2.13 

-3.2 

BOOL 

35.25 

18.75 

Booleano  Babbage 

29.63 

-0.88 

-2.9 

BORL 

12.19 

5.38 

Borland  Int'l  Inc. 

10.13 

0.19 

1.9 

BOBJY 

16.75 

6.63 

BusinessObjects 

11.56 

•0.56 

-4.6 

CAYN 

6.25 

2,00 

Cayenne  Software  Inc. 

2.44 

-0.19 

-7.1 

CNTR 

5.88 

1.13 

Centura  Software 

1.69 

0.19 

12.5 

CHKPF 

50.50 

15.63 

Checkpoint  Software  Tech. 

46.25 

•2.00 

•4.1 

COCNF 

39.50 

17,88 

CocNos  Inc.  (L) 

17.88 

-2.38 

-11.7 

CA 

81.94 

37.25 

Computer  Associates 

77.69 

2.06 

2.7 

CVN 

10.00 

1.94 

Com  puter  vis  ion  Corp. 

3.69 

0.06 

1.7 

CPWR 

38.13 

12.13 

CompuwareCorp  (H) 

34.88 

-2.13 

-5.7 

CSRE 

18.88 

6.25 

COMSHARE  Inc.  (L) 

6.25 

-0.31 

•4.8 

COSFF 

8.38 

2.47 

CorelCorp.  (L) 

2.47 

•0.25 

•9.2 

DWTI 

6.63 

2.25 

Dataware  Technologies  Inc. 

3.19 

0.06 

2,0 

FILE 

36.50 

9.50 

Filenet  Corp. 

27.47 

0.59 

2.2 

FRTE 

40.00 

7.25 

Forte  Software 

10.00 

-0.63 

•5.9 

FTPS 

8.63 

2.25 

FTP  Software  Inc.  (L) 

2.34 

•0.22 

•8.5 

HUMCF 

54.25 

22.00 

Hummingbird  Co  MM.  Ltd. 

33.75 

•0.44 

-1.3 

HYSW 

46.00 

13.00 

Hyperion  Software  Corp.  (H) 

43.19 

•0,81 

•1.8 

RIC 

20.00 

11.25 

Information  Resources 

14.94 

-0.44 

•2.8 

FMXE 

7.44 

6.88 

Informix  Corp. 

6.97 

0.00 

0.0 

NCR 

14.19 

6.25 

Intergraph  Corp. 

10,50 

•0,06 

-0-6 

LEAF 

3.88 

0.81 

Interleaf  Inc. 

3.63 

0,06 

1.8 

SLI 

18.50 

6.25 

Intersolv  Inc 

15,69 

0.25 

1.6 

NTU 

37.00 

20.88 

IntuitInc. 

29.75 

•0.31 

•1.0 

TLC 

20.50 

5.50 

LearnincCo.  (The) 

17.81 

0.00 

0.0 

LGWX 

12.88 

4.13 

Logic  Works 

8.38 

•0.31 

•3.6 

MAPS 

14.25 

7.88 

MapInfoCorp.  (H) 

13.25 

•0.38 

•2,8 

MATH 

5.13 

2.19 

MathSoft 

3.25 

0.06 

2.0 

MCAF 

78,50 

36,50 

McAfee  Associates 

45.88 

•1.50 

•3,2 

MENT 

13.13 

6.50 

MentorCraphics 

9.81 

-0.19 

•1.9 

MIFCY 

39,13 

14.00 

Micro  Focus 

33  50 

•0.75 

-2.2 

MCXI 

10.63 

4.00 

Microcrafx  Inc. 

9.38 

•0.25 

-2.6 

MSFT 

150.75 

74.13 

Microsoft  Corp. 

140  88 

3,75 

2.7 

OB)S 

3.13 

0.63 

ObiectShare,  Inc.  (L) 

0.63 

•0.13 

•16.7 

ORCL 

42.13 

22.50 

OracleCorp 

33-13 

•  1  81 

-5.2 

PMTC 

64.25 

3  7.50 

Parametric  Tech  nolocy 

50.31 

0.44 

0.9 

PSFT 

6863 

30.63 

Peoplesoft 

66  38 

•0.25 

•0.4 

PTEC 

19  75 

11.00 

Phoenix  Technologies 

14.75 

•0.25 

•1.7 

PSQL 

13  75 

6.50 

Platinum  Software 

7.88 

-0.56 

•6.7 

PUT 

28.88 

10.25 

Platinum  Technology 

25,47 

-0.66 

•2  5 

PROS 

25.25 

12.63 

Progress  Software  Corp. 

20.06 

•1,13 

-5,3 

RNBO 

28.13 

15.75 

Rain  BOW  Technologies  Inc. 

24,50 

-0.50 

•2.0 

REOB 

26.50 

S.OO 

Red  Brick  Systcms  Inc. 

7.25 

0.00 

0,0 

ROSS 

9-75 

1.75 

Ross  Systems.Inc. 

3.63 

•0.06 

•17 

SAPE 

61  00 

30.00 

SapientCorp 

52.25 

•0.50 

-0.9 

SCOC 

8.63 

3.13 

SCOiNC. 

5.81 

•0.25 

.4.1 

SDTI 

44.38 

21.00 

Security  Dynamics  Tech 

34  88 

4  63 

•11.7 

SOTA 

17.63 

8  88 

State  of  the  Art 

14  88 

•025 

•1.7 

SSW 

37  38 

27.25 

Sterling  Software  Inc.  (H) 

36.56 

0  50 

1  4 

SDRC 

30.00 

1663 

Struct.  Dynamics  Research 

17.50 

•0.75 

•4  1 

SYBS 

23  63 

12.13 

Sybase  Inc. 

14  88 

-0.63 

•4  0 

SYMC 

25,75 

12.00 

Symantec  Corp. 

25  44 

1  56 

65 

SNPS 

47.00 

21.75 

SvnOpsvs 

41.06 

-1  69 

•39 

Exch 

52-Week 

Range 

Nov.  26 

2  pm 

Wk  Net 

Chance 

WkPct 

Chance 

SSAX 

17.63 

3.88 

System  Software  Assoc. 

13.47 

•1,47 

•9,8 

SYSF 

22.00 

6.00 

SystemsoftCorp. 

6.94 

-0.31 

4,3 

TRUV 

5.19 

1.50 

Truevision  Corp. 

3.38 

0.00 

0.0 

VIEW 

27.75 

9.50 

ViewLocic  Systems  (H) 

26,19 

•1,06 

•3.9 

VMRK 

11.75 

5.75 

VMark  Software  Inc. 

8.88 

1,13 

14.5 

WALK 

18.25 

10,50 

Walker  Interactive  Systems 

13.00 

•1.13 

•8.0 

WALL 

29.13 

13.75 

Wall  Data  Inc. 

16.44 

-0.06 

-0.4 

WANG 

25.00 

16.00 

Wang  Laboratories  Inc. 

22.34 

0.34 

1.6 

Internet 

OFF  3.02% 

AMZN 

66.00 

15.75 

Amazon.com 

51.97 

•2.53 

•4.6 

AOL 

91.13 

31.00 

Am  ERICA  On-Line 

73.38 

-1.69 

•2.2 

ATHM 

30.63 

16.63 

AtHomeCorp- 

19.66 

-0.34 

-1.7 

CSRV 

14.56 

8.88 

CompuserveCorp. 

12.69 

•0.50 

•3.8 

EDFY 

22.13 

8.88 

Edify  Corp. 

17.47 

-0.78 

-4.3 

XCIT 

35.00 

7.25 

Excite,  Inc. 

25.50 

•0.56 

•2.2 

SEEK 

14.50 

4.38 

In  FOSEEK  Corp. 

11,19 

•0.44 

•3,8 

LCDS 

42.00 

10.38 

Lycos  Inc. 

30.88 

■0,13 

•0.4 

NETC 

21.88 

7.88 

NetcomOn-Line 

20.06 

0.94 

4.9 

NSCP 

65.00 

23.50 

Netscape  Comm.  Corp. 

28.25 

•1.56 

•5.2 

OMKT 

17.75 

6.50 

Open  Market  Inc. 

10.06 

-0.31 

-3.0 

PSIX 

14,00 

5.50 

PSINet 

6.69 

-0.69 

•9.3 

QDEK 

7.13 

1.75 

Quarterdeck  Corp.  (L) 

1.91 

•0,16 

-7.6 

RAPT 

25.00 

8.88 

Raptor  Systems 

15.06 

0.56 

3.9 

SCUR 

14.81 

4.75 

Secure  Computing  Corp. 

12.44 

•0.50 

•3.9 

SPYG 

18.88 

6.00 

Spyglass  Inc. 

7.53 

•0.34 

-4.4 

YHOO 

58.63 

11.25 

Yahoo!  Inc. 

50.88 

-2.00 

-3.8 

Semktonductors 

0FF5e«9% 

AMD 

48.50 

2.69 

Advanced  Micro  Devices 

21.69 

•0.69 

-3.1 

ADI 

36.69 

20.63 

Analog  Devices  Inc. 

31.06 

-0.19 

-0.6 

CHPS 

22.75 

7.88 

Chips  AND  Technologies 

15.41 

-0.34 

•2.2 

CRUS 

21 .38 

8.00 

Cirrus  Logic 

13.38 

•1.13 

•7.8 

CY 

18.94 

10.13 

Cypress  Semiconductor  Corp. 

10.94 

•0.81 

-6,9 

INTC 

102.00 

59.75 

IntelCorp. 

76.81 

-3.38 

.4.2 

LSCC 

74.50 

38.75 

Lattice  Semiconductor 

58.50 

0,00 

0.0 

LSI 

46.88 

18.63 

LSI  LocicCorp. 

23.44 

•0.38 

-1,6 

MCRL 

45.88 

12.00 

MicrelSemiconouctor  Inc. 

34.44 

•5.31 

•13.4 

MU 

60.06 

22.06 

Micron  Technology 

25.25 

•0.94 

•3,6 

MOT 

90.50 

51.50 

Motorola  Inc. 

64.63 

-2.19 

-3.3 

NSM 

42.88 

21 .63 

National  Semiconductor 

32.88 

•2.63 

.7.4 

JXN 

71.25 

27.63 

Texas  Instruments 

48.69 

-3.25 

•6.3 

VLSI 

38.69 

14.88 

VLSITech  nolocy 

22.69 

-8.06 

-26.2 

XLNX 

58.50 

28.50 

XlLINX 

34.44 

•0.50 

•1.4 

ZLC 

29.50 

17.00 

ZiLOC  Inc. 

19.13 

0.00 

0.0 

[  Peripherals  and  Subsystems 

OFF  4.29% 

ADPT 

54.25 

30.13 

Adaptec  Inc. 

49.63 

-0.81 

-1.6 

APCC 

33.25 

15.25 

American  Power  Conversion 

30.75 

•2.00 

-6.1 

CREAF 

29.38 

5.63 

CreativeTechnolocy  Ltd. 

26.88 

•1.25 

-4.4 

RACE 

24.50 

4.56 

Data  Race  Inc. 

4.88 

-0.19 

-3.7 

DTM 

12.50 

7.38 

Dataram  Corp. 

8.63 

0.00 

0.0 

EMC 

32.63 

14.38 

EMCCorp. 

30.88 

-0.81 

-2,6 

EMLX 

21 .25 

14.13 

Emulex  Corp. 

15.75 

0.38 

2.4 

ESCC 

35.88 

22.00 

Evans  and  Sutherland 

30.50 

•0.75 

•2-4 

EXBT 

17.50 

9.50 

Exabyte 

10.00 

-0.13 

■1,2 

lISLF 

2.63 

0.94 

Intelligent  Info.  Systems 

1,19 

-0.06 

-5.0 

lOM 

32.81 

14.13 

Iomega  Corp.  (H) 

32.13 

0.06 

0.2 

IPLS 

2,81 

0.94 

IPLSystems  Inc. 

1.56 

0.06 

4.2 

KMAC 

36.75 

15.31 

Komac  Inc. 

20.38 

-1.13 

-5.2 

MTSI 

34.88 

17.13 

Micro  Touch  Systems  Inc. 

21.06 

0.00 

0.0 

MTIC 

17.88 

2.25 

MTI  Tech  nolocy  Corp. 

13.69 

-1.38 

.9.1 

PNCL 

7.81 

0.40 

Pinnacle  Micro  Inc.  (L) 

0.41 

•0.22 

•35.0 

AQM 

23.06 

2.38 

QMSInc. 

3.13 

0.13 

4.2 

QNTM 

43.25 

12,88 

Quantum  Corp. 

27.19 

•1.19 

-4.2 

RDUS 

0.88 

0.19 

Radius  Inc. 

0.38 

•0.06 

-14.3 

SEC 

56.25 

22.00 

SeacateTechnolocy  (L) 

22.56 

•0.50 

•2.2 

SOS 

19.63 

7,00 

Storage  Com  PUTER  Corp. 

7.00 

-0.75 

-9.7 

STK 

65.88 

33.25 

StorageTechnolocy  (H) 

65.00 

-0.50 

-0.8 

TEK 

46.50 

31,38 

Tektronix  Inc. 

41.69 

•1.13 

•2.6 

WDC 

54.75 

19.63 

Western  Digital  Corp. 

20.25 

-2,00 

-9,0 

XRX 

88.00 

47.88 

Xerox  Corp. 

75.63 

0.75 

1.0 

Services 

OFF  1.79% 

AMSY 

37.13 

15.75 

Am  E RICAN  Mgmt.  Systems 

23.00 

2.25 

10.8 

ANLY- 

49,25 

21.25 

AnalystsInt‘l(H) 

47.28 

0.84 

1  8 

AUD 

58.25 

26.56 

Auto  Data  Processing  (H) 

56.44 

•1.00 

•  1.7 

BDMI 

29.75 

19.75 

8DM  International  Inc.  (H) 

29.25 

0.00 

0.0 

CATP 

41.38 

21 .25 

Cambridge  Tech  .  Partners  (H) 

38.63 

•2.38 

•5.8 

CEN 

49.50 

29.50 

Cerioian  Corp. 

43.69 

0.19 

0  4 

CDO 

34.00 

18.38 

Comdisco  Inc. 

2988 

0.81 

2.8 

CPU 

37.50 

13.25 

CompUSAInc. 

36.50 

0.44 

1.2 

CHRZ 

45-63 

16.75 

Computer  Horizons 

32.81 

•0.69 

•2.1 

CSC 

86.50 

57.88 

Com  puter  Sciences 

78,19 

-0.75 

•1.0 

TSK 

49.38 

16.63 

Com  puter  Task  Croup 

31.56 

1.06 

3.5 

EGGS 

11.13 

3.63 

Egghead  DiscountSoftware 

7,13 

-1.50 

•17.4 

EDS 

49.63 

29.56 

Electronic  Data  Systems  Corp. 

38.00 

•0.13 

•0.3 

ICO 

40.63 

19.75 

INACOM  Corp. 

28.44 

•2.38 

-7.7 

INEL 

8.75 

2.25 

Intelligent  Electronics 

5.06 

•0.13 

•2,4 

KEA 

39,00 

12.38 

Keane  Inc. 

32.00 

-1.25 

•3.8 

MICA 

29.75 

12.31 

MICROAGE  Inc. 

21.13 

-3.69 

•14.9 

PAYX 

45,38 

25.63 

Paychex  (H) 

40.88 

•1-38 

•3.3 

PMS 

65.38 

39.75 

Policy  Management  Sys. 

63.19 

-0.19 

•0.3 

REY 

30.63 

13.75 

Reynolds  AND  Reynolds 

19.13 

0.25 

1.3 

SCSI 

22,25 

10.75 

SCB  Computer  Tech.  Inc. 

18.75 

•1-13 

•5.7 

SEIC 

44.50 

18,75 

SEICoRp. 

41.75 

-0.50 

•1,2 

SMS 

66.81 

36,75 

Shared  Medical  Systems 

64  00 

0.31 

0,5 

SSPE 

33  50 

10.00 

Software  Spectrum  Inc. 

13.75 

-0  88 

•6.0 

SDS 

27.13 

18.50 

SUNCARD  Data  Systems 

2594 

0.13 

0.5 

VST 

28-13 

6  50 

VanStarCorp. 

13.25 

0.50 

3  9 

KEY:  (H)  =  New  annual  high  reached  in  period  (L)  =  New  annual  low 
reached  in  period 

Copyright  Nordby  International,  Inc.,  Boulder,  Colo. 

This  information  is  based  on  sources  believed  to  be  reliable,  and 
while  extensive  efforts  are  made  to  assure  its  accuracy,  no  guaran¬ 
tees  can  be  made.  Nordby  International  and  Computenworld 
assume  no  liability  for  inaccuracies.  For  information  on  Nordby’s 
customized  financial  research  services,  call  (303)  938-1877. 
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STAPLES 


Mpf-eoveh  why  would  anybody  )naJch?o[j®^S 


We  couldn't  think  of  a  reason  either.  So  we  created  a  drive  that  can  read  120MB  disks  as  well 
as  standard  floppies.  We  call  it  the  SuperDisk™  Drive,  the  only  drive  of  its  kind  with  dual 
compatibility.  Just  plug  it  into  your  PC's  parallel  port,  or  look  for  SuperDisk  LS-120  drives 
built  into  new  PCs.  Call  1.800.888.1889,  ext.  3001  or  surfwww.imation.com  and  make  room. 

No,  it  wasn't  easy  to  do.  We  just  made  it  look  that  way. 

SuperDisk,  compatibility  symbol,  Imation  and  the  Imation  logo  are  trademarks  of  Imation  Corp.  <Slmation  1997. 
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"Over  300  percent  faster 

than  the  [competitor’s]  drive."  10/97 
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Computerworld  December  1,  1997  (www.computerworld.com) 


How  to  contact  Computerworld 


IQSZSSaZOMMi^H 

Main  phone  number . (508)  879-0700 

All  editors  unless  otherwise  noted  below 

Main  fax  number . (508)  875-8931 

24-hour  news  tip  line . (508)  820-8555 


Our  Web  address  is  www.computerworld.com. 
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IT  rescue  justifies  merger 
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Hew  CTO  coming  aboard 

First  Union  Corp.  is  about  to  get  a  little  more  help  managing  its  far- 
flung  acquisitions. 

Tom  Fogarty,  former  CIO  at  Marsh  &  McClennan,  Inc.,  today  will 
join  First  Union  as  its  new  chief  technology  officer.  The  48-year-old 
Long  Island  native  won’t  have  much  time  to  settle  into  his  new 
digs;  After  flying  into  Charlotte  Sunday  night,  Fogarty  will  visit  First 
Union’s  headquarters  this  morning  before  flying  to  Philadelphia 
this  afternoon  to  meet  with  Corestates’  executives. 

Fogarty  said  he  is  excited  about  joining  First  Union.  “They  look 
like  they’re  acquiring  the  East  Coast,’’  said  Fogarty  of  First  Union’s 
growth-by-acquisition  strategy.  Fogarty  will  replace  Skip  Klapheke, 
First  Union’s  senior  vice  president  of  automation,  who  is  retiring. 

It  should  be  a  nice  switch  for  Fogarty,  who  left  The  Chase  Man¬ 
hattan  Bank  Corp.  as  senior  vice  president  of  operations  and  sys¬ 
tems  to  join  New  York-based  Marsh  &  McClennan  in  August  1995. 
Fogarty  recently  visited  the  Charlotte  area  and  purchased  an  8,500 
square-foot  house  on  a  golf  course.  Despite  all  that  space  and  the 
new  setting,  he  probably  won’t  be  lonely  for  very  long.  “I’ve  already 
met  two  of  my  neighbors,  and  they’re  both  from  Long  Island,’’  Fo¬ 
garty  said.  —  Thomas  Hoffman 


States  tens  of  millions  of  dollars 
to  upgrade  its  moribund  sys¬ 
tems  to  survive  on  its  own. 

For  example,  it  would  have 
cost  the  bank  $60  million  just  to 
make  its  computer  systems  year 
2ooo-compliant  if  it  had  re¬ 
mained  independent,  said  Core- 
States  Chairman  Terrence  A. 
Larsen. 

CoreStates’  systems  are  so  an¬ 
tiquated,  “it  helps  make  the 
45%  cost  reductions  that  much 
more  credible”  and  “helps  to 
justify  the  purchase  price,”  said 
Moshe  Orenbuch,  an  analyst  at 
Sanford  C.  Bernstein  &  Co.  in 
New  York.  That  includes  Core- 
States’  creaky  mainframe-based 
retail  banking  systems,  which 
the  bank  was  planning  to  up¬ 
grade  to  stem  the  loss  of  depos¬ 
its  and  customers. 

An  IS  manager  at  CoreStates 
who  requested  anonymity  said 
the  bank  currently  uses  “doz¬ 
ens”  of  older  retail  banking  sys¬ 
tems  which  run  on  its  IBM 
IMS/CICS  mainframe.  Prior  to 


First  Union’s  takeover  plans, 
CoreStates  had  considered  buy¬ 
ing  a  branch  banking  system  to 
automate  its  teller  operations. 

By  moving  the  bulk  of  Core- 
States’  accounts  to  its  own  appli¬ 
cations,  First  Union  believes  it 
can  slash  the  remainder  of  Core- 
States’  year  2000  conversion 
costs  to  less  than  $10  million, 
said  Austin  A.  Adams,  executive 
vice  president  at  First  Union, 
the  nation’s  sixth-largest  bank. 

Adams  said  First  Union 
wants  to  quickly  migrate  Core- 
States’  systems  to  hasten  reve¬ 
nue-generating  opportunities 
and  negate  any  long-term  im¬ 
pact  on  its  earnings.  First  Union 
expects  to  slash  45%  of  Core- 
States’  1997  expense  base  by  the 
end  of  1999  and  return  it  to 
profitability  in  the  next  18 
months. 

First  Union’s  year  2000  team 
already  has  converted  applica¬ 
tions  for  two  of  its  four  divisions 
and  expects  to  have  all  interface 
testing  done  by  the  end  of  next 


year.  “We  happen  to  be  one 
of  the  best-positioned  banks 
in  dealing  with  year  2000,” 
Adams  said. 

Analysts  have  little  reason  to 
doubt  him.  First  Union  and  San 
Francisco-based  BankAmerica 
Corp.  “have  gone  into  more  de¬ 
tail  about  their  year  2000  plans 
than  any  bank,”  said  Lawrence 
R.  Vitale,  an  analyst  at  Bear, 
Stearns  &  Co.  in  New  York. 
Banks  “that  don’t  know  where 
they  are  [in  their  planning]  can’t 
talk  about  it,”  Vitale  said. 

YEAR  2000  PRESSURE 

That  issue  could  derail  some 
other  would-be  banking  mar¬ 
riages,  preventing  them  from 
ever  reaching  the  altar.  Last 
month,  the  Federal  Reserve 
Board  threatened  to  block  any 
mergers  involving  banks  with 
significant  year  2000-related 
problems. 

Adam  said  he  expects  to  con¬ 
vert  CoreStates’  applications  to 
First  Union  by  the  end  of  next 


year,  leaving  the  bank  a  full  year 
for  testing. 

They  praised  First  Union’s 
track  record  for  efficiently  ac¬ 
quiring  and  consolidating 
banks,  but  some  analysts  ques¬ 
tioned  whether  First  Union  has 
the  resources  to  gobble  up 
CoreStates  and  still  digest  two 
other  major  acquisitions:  Signet 


Banking  Corp.  and  investment 
bank  Wheat  First  Butcher 
Singer,  both  in  Richmond,  Va. 

Adams  said  First  Union  is  up 
to  the  task.  “We  converted  a 
bank  [acquisition]  once  every 
two  weeks  in  1994,”  said 
Adams,  who  was  at  CoreStates’ 
headquarters  last  week  working 
on  systems  alignment.  □ 


Recruiters  launch  dial-a-job  program 

CONTINUED  FROM  COVER  1 _ 


So  was  Gary  Ussia,  a  newly 
hired  SCT  technical  writer  who 
couldn’t  pass  up  SCT’s  invita¬ 
tion  to  “Stop  reading  and  start 
dialing”  for  one  of  hundreds  of 
open  positions  for  software 
developers,  project  managers, 
technical  writers  and  business 
analysts. 

HEAVY  RESPONSE 

The  invitation,  which  ran  in  a 
recent  Sunday  edition  of  The 
Philadelphia  Inquirer,  was  the 
brainchild  of  SCT  recruiting 
manager  Rose  McGinnis.  In 
four  short  hours  on  the  after¬ 
noon  the  ad  was  published, 
more  than  300  technical  profes¬ 
sionals  called  in  to  apply. 

So  far,  five  have  been  hired 
after  subsequent  in-person  in¬ 
terviews. 

SCT  also  ran  ads  on  Howard 
Stern’s  radio  program  and  on  an 
all-news  radio  station  in  Phila¬ 
delphia. 

“A  lot  of  people  might  consid¬ 
er  a  new  job,  but  they  don’t  want 
to  go  through  the  hassle  of  get¬ 
ting  together  a  resume  and  a 


cover  letter  and  the  envelopes,” 
McGinnis  said.  “This  way,  our 
recruiters  just  built  resumes  as 
they  talked  to  candidates  on  the 
phone.  All  candidates  had  to  do 
was  call  in.  They  didn’t  have  to 


dress  up  or  have  a  resume  or 
stand  in  line.” 

Information  systems  recruit¬ 
ing  guru  Chris  Velissaris,  presi¬ 
dent  of  Chicago-based  Vie,  Inc., 
which  trains  IS  recruiters,  said 


he  couldn’t  think  of  a  single 
downside  to  SCT’s  phone-in 
strategy.  He  said  he  wouldn’t  be 
at  all  surprised  to  see  other  com¬ 
panies  quickly  pick  up  on  the 
idea  because  it’s  an  excellent 
way  to  reel  in  so-called  “passive 
job  seekers.” 

"Everyone  knows  that  most  of 
the  best  candidates  are  people 
who  aren’t  actively  looking,” 
Velissaris  said.  If  all  these  peo¬ 
ple  have  to  do  is  pick  up  a  tele¬ 
phone,  it  is  likely  that  more 
would  check  out  a  job  opportu¬ 
nity,  he  said. 

Here  is  how  it  worked  at  SCT. 
After  an  initial  screening  by  a 
technical  recruiter,  candidates 
who  passed  the  screening  got  to 
talk  directly  to  the  SCT  hiring 
manager  for  whom  they  would 
work  if  they  were  offered  a  job. 

DIRECT  CONTACT 

At  job  fairs,  by  contrast,  candi¬ 
dates  rarely  get  to  talk  to  manag¬ 
ers.  Instead,  they  often  must 
leave  their  resumes  with  secre¬ 
taries,  clerks  or  other  adminis¬ 
trators  who  staff  a  company’s 
booth. 

At  SCT,  hiring  managers  were 
set  up  in  a  comfortable  lounge, 
complete  with  food  and  a  televi¬ 
sion.  Between  phone  interviews. 


they  watched  the  Philadelphia 
Eagles  beat  the  Arizona  Cardi¬ 
nals  13-10  in  overtime. 

The  phone-in  took  place  over 
the  weekend,  which  made  all 
the  difference  for  Gaughan. 

She  was  a  fuO-time  program¬ 
mer  at  another  company  when 
she  applied  to  SCT. 

“It  was  difficult  for  me  to  try 
and  look  for  anything  during  the 
day,  [because]  at  my  previous 
job,  there  was  no  privacy,”  Gau¬ 
ghan  said.  “So  it  was  perfect  to 
call  on  a  Sunday.” 

Two  days  later,  Gaughan  elec¬ 
tronically  mailed  her  resume  to 
SCT  managers,  who  inter¬ 
viewed  her  in  person  on  Friday. 
Two  days  after  that,  she  had  an 
offer,  which  she  accepted  a  mere 
seven  days  after  making  the  first 
phone  call. 

It  all  makes  Daryl  Fitzgerald, 
a  senior  technical  recruiter  at 
The  Vanguard  Group  in  nearby 
Valley  Forge,  Pa.,  just  a  little  en¬ 
vious. 

“I  think  it  was  a  great  idea.  I 
wish  I  had  thought  of  it,”  he 
said  of  SCT’s  Sunday  afternoon 
phone-in  session.  □ 


Williams  Cos.  tries 
in-house  job-swapping  to 
fill  IS  posts.  Page  37 
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When  you’re  shelling  out  $4,000,000 
to  ring  in  the  Year  2000,  remember: 


SAS*  software 
didn’t  drop 
the  ball. 

While  other  software  companies  scramble  to 
help  you  adapt  your  programs  to  handle  the 
Year  2000  crisis,  SAS  Institute  has  just  one 
question:  l/l/hat crisis?  SAS  software  solutions — 
from  data  warehousing  to  data  mining,  OLAP  to  ■ 
applied  analysis — are  ready  to  handle  dates 
through  the  year  20,000  AD.  And  you  can  easily 
change  the  interpretation  of  two-digit  years  to  the 
100-year  span  of  your  choice. 

SAS  software  customers  won’t  need  to  shell  out 
the  estimated  $3-$4  million  it  will  cost  the  average 
company  to  address  the  Year  2000  issue.  So  isn’t 
it  time  you  invested  in  the  world’s  best  decision 
support  solutions?  From  a  vendor  that  will  keep 
you  on  the  leading  edge  of  technology  into  the 
new  millennium — and  beyond?  Just  visit  us  at 
www.sas.com/y2k/  or  call  919-677-8200. 


SAS  Institute  Inc. 


The  Business  of  Better  Decision  Making 


E-mail:  cw@sas.com  www.sas.com/y2k/  919.677.8200  In  Canada  1.800.363.8397  “ 


SAS  is  a  registered  trademark  of  SAS  Institute  tnc.  Copyright  ©  1997  by  SAS  Institute  Inc. 
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_ COMMENTARY _ 

The  big  fixes  that  aren’t 

Bill  Laberis 


'ou  inhabit  a  world  of  unmet  needs,  which  is 
sadly  ironic  when  you  consider  the  waves  of 
new  technologies  and  management  method¬ 
ologies  that  crash  upon  your  shores,  only  to  recede  — 
leaving  a  chaotic  place  still  chaotic. 


It  is  almost  1998,  and  the  vast  majori¬ 
ty  of  people  in  your  company  and  others 
still  have  to  jump  on  a  plane  to  attend 
meetings  that  were  supposed  to  be 
supplanted  in  part  by  high-quality, 
affordable  videoconferencing. 

It’s  four  years  after  Compaq  ran  tele¬ 
vision  advertisements  that  depicted  three 
harried  businesspeople  stuck  in  New 
York  traffic,  worming  their  way  out  of  a 
jam  with  the  wdreless  transmission  of  an 
important  fax.  Yet  two  weeks  ago,  in  the 
very  big  city  of  Las  Vegas,  I  watched 
scores  of  frustrated,  would-be  cellular 
phone  users  pushed  to  the  edge  when 
their  phones  couldn’t  maintain  wireless 
connections  —  if  they  could  connect  at 
all.  Wireless  fax,  my  foot! 

It  was  nearly  a  decade  ago  that  the 
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first  whispers  about 
business  process  re¬ 
engineering  came 
from  consultancies 
from  Boston  to  San 
Francisco,  with  all  its 
promise  of  remaking 
the  IT  organization 
into  a  powerful,  busi¬ 
ness-centric  pillar  of 
the  corporate  empire. 

Just  junk  the  old  and 
ring  in  the  new,  extolled  the  high  priests 
of  re-engineering.  Add  a  little  more 
“process”  to  the  mix,  then  stand  back 
and  watch  it  all  bloom. 

The  good  folks  at  Levi  Strauss,  consid¬ 
ered  one  of  the  most  IS -savvy  companies 
in  the  world  just  a  few  years  ago,  drank 
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the  re-engineering  Kool-Aid  in  large 
gulps  and  focused  big  time  on  process. 
So  much  so  that  the  company  took  its 
eye  off  selling  pants  and  last  month 
announced  the  layoff  of  one-third  of  its 
worldwide  staff.  That  means  6,400  peo¬ 
ple,  some  of  them  —  perhaps  many  — 
victims  of  re-engineering  run  amok. 

Somehow,  the  big  fixes  to  legendary 
problems  lie  beyond  reach,  which 
doesn’t  stop  IS  from 
reaching. 

Recently,  Computer- 
world  documented  the 
trials  of  several  SAP 
users  who  remained 
frustrated  (not  to  men¬ 
tion  millions  of  dollars 
poorer)  after  two  to 
three  years  of  trying  to 
create  a  “fully  integrat¬ 
ed,  seamless  informa- 
tion  system.” 

One  reason  for  the  many  troubled 
SAP  implementations  may  not  be  SAP 
or  its  products  per  se  or  even  the  legions 
of  pricey  SAP  consultants.  It  could  be 
that  after  hearing  for  more  than  a  decade 
that  proprietary  is  bad  and  open  systems 
best-of-breed  is  good,  many  in  the  IS 


community  simply  refuse  to  accept  the 
relative  rigidity  and  inflexibility  SAP 
dictates.  Maybe  this  explains  why  seem¬ 
ingly  intelligent,  prudently  managed 
companies  have  fallen  prey  to  the  exhor¬ 
tations  of  re-engineering,  the  allure  of 
“fully  open  distributed  systems”  or  the 
promise  of  technologies  that  are  too 
good  to  be  true. 

The  truth  is,  systems  that  pass  for 
open  systems  today  are  far  less  manage¬ 
able  than  the  admittedly  closed,  propri¬ 
etary  systems  of  yesterday.  (Ask  any  CIO 
who’s  tried  to  combine  the  “open  sys¬ 
tems”  of  a  pair  of  merged  companies.) 
They  have  far  more  points  of  failure  and 
are  very  expensive. 

They  say  you  can  see  the  future  of 
technology  at  Comdex.  I  saw  endless 
queues,  some  failed  product  demos  and 
next-generation  technologies  that  have 
leapfrogged  the  generation  that  hasn’t 
even  been  installed  yet. 

Yep,  I  saw  the  future  all  right!  □ 


Laberis  was  editor  in  chief  at  Computer- 
world  ^om  ig86  to  igg6,  He  is  now  presi¬ 
dent  of  Bill  Laberis  Associates,  a  consulting 
and  publishing  firm  in  Holliston,  Mass. 

His  Internet  address  is  bill@laberis.com. 


A  proposal  for  reining  in  Microsoft 

David  Moschella 


ast  week,  I  argued  that  U.S.  government 
antitrust  activity  has  played  a  critical  role  in  the 
computer  industry’s  development.  If  you  read 
my  column,  you  know  I  believe  that  in  the  cases  of  IBM 
and  AT&T,  government  actions  directly  led  to  increased 
industry  competition. 


Given  that  impressive  track  record,  the 
U.S.  Department  of  Justice’s  current 
interest  in  restraining  Microsoft  deserves 
to  be  taken  seriously. 

But  the  tougher  question  is,  if  the  gov¬ 
ernment  does  take  decisive  action,  what 
exactly  should  it  do? 

Recognizing  the  important  contribu¬ 
tions  of  Microsoft  and  the  many  uncer¬ 
tainties  in  the  business,  I  offer  the  fol¬ 
lowing  guidelines  for  enabling  a  more 
competitive  global  software  industry: 

I.  Limit  tie-in  sales.  Any  efforts  to  tie 
sales  or  distribution  of  new  or  existing 
Microsoft  products  to  the  acquisition  or 
use  of  its  monopoly  operating  systems 
and  applications  should  be  forbidden. 


On  the  other  hand, 
tie-ins  between  non¬ 
monopoly  products, 
such  as  Expedia  and 
The  Microsoft  Net¬ 
work,  should  be  per¬ 
mitted. 

2.  End  predatory 
pricing.  Microsoft 
shouldn’t  be  allowed  to 
selectively  implement 
freeware  or  similar 
policies  in  cases  where  the  primary  pur¬ 
pose  isn’t  to  help  launch  a  new  market, 
but  rather  to  hurt  specific,  identifiable 
competitors. 

3.  Allow  only  real  bundling.  Microsoft 


should  be  free  to  enhance  its  operating 
systems  with  new  features.  But  for  new 
functions  to  be  considered  part  of  the 
operating  system,  they  must  be  predom¬ 
inantly  shipped  that  way.  If  a  substantial 
share  of  a  new  function’s  shipments  is 
through  separate,  discrete  installations, 
the  new  function  should  be  deemed  a 
separate  product,  subject  to  the  terms  of 
items  1  and  2. 

4.  Limit  the  power  of  cash.  Micro¬ 
soft’s  proposed  software  acquisitions 

and  investment  stakes 
should  be  approved 
only  when  they  don’t 
involve  the  market 
leader  in  a  particular 
software  segment. 

Any  investments  in 
nonleaders  generally 
should  be  assumed 
to  be  procompetitive. 
Outside  the  packaged 
software  realm,  Mi¬ 
crosoft  should  be  treat¬ 
ed  just  like  any  other  company. 

5.  Commit  to  operating  on  Internet 
time.  To  make  this  level  of  restraint 
work,  would-be  Microsoft  overseers  must 
be  able  to  resolve  the  inevitable  gray 


areas  within  a  maximum  of  90  days. 

6.  Support  open  standards.  Although 
this  final  issue  has  nothing  to  do  with 
antitrust  law,  the  U.S.  government  re¬ 
mains  the  world’s  largest  buyer  of  IT 
products  and  services. 

To  the  extent  that  the  feds  require 
compatibility  with  open  standards  such 
as  CORBA  and  Java,  they  will  offer  sup¬ 
port  for  a  more  competitive  software 
marketplace. 

That’s  my  list.  Missing  from  the  rec¬ 
ommendations  is  any  thought  of  split¬ 
ting  Microsoft’s  systems  and  application 
businesses. 

Also  missing  from  the  list  is  any  effort 
to  declare  Microsoft’s  operating  system  a 
monopoly  utility  that  could  therefore  be 
subject  to  price  regulation. 

The  IT  industry  will  change  dramati¬ 
cally  over  the  next  five  years.  All  that’s 
really  necessary  is  to  restrain  Micro¬ 
soft,  not  completely  shackle  it.  If  com¬ 
petitors  do  their  job,  my  list  should  be 
sufficient.  □ 


Moschella  is  an  author,  independent 
consultant  and  weekly  columnist  for  Com¬ 
puterworld.  His  Internet  address  is  david^ 
moschella@cw.com. 
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RDBMS  promised  you  the  moon. 

And  the  sun.  And  the  stars.  But  now  you're  finding  that  your  relational  database  acts  like  a  big  black  hole.  Struggle  no  more.  You  can  now  develop  transactional  applications 
without  the  limitations  of  relational  technology.  With  Cache,  the  post-relational  database,  from  InterSystems.  Cache  provides  the  performance  and  scalability  needed  for 
complex  transaction  processing.  Unlike  "object-relational"  products  that  layer  objects  onto  a  relational  database  engine.  Cache  incorporates  a  lightning-fast  transactional 
multidimensional  data  model  and  advanced  object  technology.  In  addition,  even  in  backward  compatibility  mode  with  SQL  for  legacy  applications.  Cache  achieves  a  several¬ 
fold  improvement  in  performance  and  scalability.  Now  is  the  time  for  Cache,  the  post-relational  database,  available  for  GUI  and  Web-based  applications  on  Windows  95  and 
NT,  OpenVMS,  and  major  UNIX  platforms.  Call  us  at  (617)  621-0600,  or  visit  our  website  at  www.intersys.com. 


InterSystems 


Post-Relational  Database. 

New  Dimensions  of  Transactional  Performance. 


DON'T  TRY  THIS  AT  HOME 

Xenocom  in  Fullerton,  Calif.,  offers  the  RoughRider 
series  of  ruggedized  laptops  that  can  operate  in  heavy 
rainstorms,  salty  air,  dust  storms  and  extreme  tempera¬ 
tures  ranging  from  -2  to  140  degrees  Fahrenheit.  The 
laptops,  which  cost  from  $4,000  to  $5,000,  have  wa¬ 
terproof  keyboards  and  ports,  and  can  survive  a  three- 
foot  drop. 


Family  values 

Despite  its  reputation 
for  promoting  smut 
and  antisocial  behav¬ 
ior,  the  Internet  actu¬ 
ally  strengthens  fami¬ 
ly  values,  say 
researchers  at  Activ- 
Media  in  Peterbor¬ 
ough,  N.H.  Internet 
users  report  that  the 
network  helps  them 
stay  in  touch  with 
distant  friends  and 
relatives  and  reduces 
visits  to  bars  and 
clubs. 


Digital  archives 


20  YEARS  AGO 

(December  1977) 

■  Headline:  Computerized 
[grocery]  checkout  big 
hit  with  customers 

■  Scandinavian  Airlines 
System  orders  a  Sperry 
Univac  1100/83  main¬ 
frame  for  $10  million. 

■  Headline:  High  court  kills 


Bell  bid  for  antitrust  im¬ 
munity 

10  YEARS  AGO 

(December  1987) 

iBM  releases  OS/2  Stan¬ 
dard  Edition  Version  1.0. 

Some  pundits  say  OS/2 
will  be  the  top  PC  operat¬ 
ing  system  by  1990. 

Microsoft  ships  1  mil¬ 
lionth  copy  of  Windows. 

iBM  says  its  Rolm  sub¬ 
sidiary,  purchased  for 
$1.5  billion  in  1984,  will 
be  absorbed  as  an  IBM 
division. 

Terminal  makers  Memo- 
rex  and  Telex  agree  to 
merge. 


Clear  off  your  desktop 


ova  Solutions  in 
Effingham,  III., 
has  developed  a 
retrofit  kit  that 
holds  a  computer  monitor 
below  the  desk  surface  so  it 
can  be  viewed  through  a 
glass  panel  at  a  comfortable 
angle.  The  first  step:  Cut  a 
hole  in  the  desktop.  The 
retrofit  hardware  costs 
$250  to  $350. 


Inside  lines 

Say  what? _ ^ ^ _ _ 

A  Dallas-based  stock  analysis  company  uses  voice  mail  with 
speech-recognition  software  that  asks  callers  to  clearly  state  the 
name  of  the  party  they  wish  to  reach.  When  we  asked  for  a  Tim 
Levey,  the  computer  voice  said,  “Did  you  say  Douglas  May?” 
When  the  answer  was  no,  the  computer  voice  tried  again:  “Did 
you  say  Elizabeth  Day?”  After  a  second  no,  the  voice  said,  “Sorry 
for  the  confusion.  I’ll  transfer  you  to  the  operator  for  assistance.” 
Maybe  it  wasn’t  a  ftiir  test,  as  it  turned  out  that  Levey  had  left  the 
company.  But  does  Douglas  May  sound  like  Tim  Levey? 

No  Dutch  treat  for  Informix _ 

Baan  has  quietly  dropped  plans  to  anoint  Informix’s  software  as 
the  de^ult  database  for  its  packaged  applications.  The  word  from 
Baan’s  LI.S.  officials  is  that  users’  database  choices  turned  out  to 
be  spread  too  widely  to  make  close  alignment  with  one  vendor 
worthwhile.  They  said  the  change  of  heart  had  nothing  to  do  with 
the  financial  meltdown  that  hit  Informix  shortly  after  the  deal 
was  announced  last  January.  Meanwhile,  Informix,  which  has 
been  having  trouble  signing  new  users,  is  changing  commission 
policies  to  push  its  sales  force  to  let  application  allies  such  as 
Baan  and  Lawson  Software  take  the  lead  selling  role  with  more 
customers. 

Back  to  the  future _ 

How’s  this  for  a  government  agency  hobbled  by  the  year  2000 
problem:  The  Treasury  Board  in  Ottawa  is  so  ftir  behind  in  its  mil¬ 
lennium  systems  conversions  that  the  agency  is  preparing  to  write 
checks  out  by  hand  when  the  21st  century  arrives,  according  to 
the  Ottawa  Citizen. 

It  takes  a  lickin' . . . _ 

Still  looking  for  a  holiday  gift  for  that  special  year  2000  project 
manager  in  your  life?  Then  how  about  The  CountDown  Watch,  a 
timepiece  from  Branco  International,  Inc.  that  not  only  tells  r^u- 
lar  analog  time  but  also  digitally  counts  down  the  hours,  minutes 
and  seconds  leading  up  to  the  new  century?  Kings  Park,  N.Y.- 
based  Branco  International  sells  the  watch  for  $79.9$  plus  ship¬ 
ping  and  handling.  Branco  can  be  reached  at  (800)  528-7445. 

Channel  surfing _ _ 

The  recent  spike  in  page  hits  at  popular  World  Wide  Web  sites 
isn’t  due  to  new  Internet  surfing  —  at  least  by  humans.  Mi¬ 
crosoft’s  internet  Explorer  4.0,  which  features  automatic  informa¬ 
tion  retrieval  from  programmed  channels,  has  caused  traffic  at 
several  sites  to  soar.  Time  New  Media’s  Pathfinder  site  added  a 
special  server  to  cope  with  the  flood,  and  CNN  is  among  several 
sites  that  now  ftictor  out  those  Internet  Explorer  4.0  hits  when 
announcing  their  site  traffic. 

The  Web  never  sleeps _ 

IS  managers  at  John  Hancock  Mutual  Life  Insurance  realized  re¬ 
cently  the  painful  responsibility  of  supporting  customer  services 
via  the  Web.  Each  year,  they  turn  off  everything  at  their  Boston 
headquarters  during  a  weekend  to  service  the  power  system.  Even 
the  mainframe  and  server  systems  shut  down  for  the  scheduled 
maintenance,  but  Web  servers  required  emergency  power  so 
customers  could  plan  investments  and  adjust  their  insurance 
portfolio. 


/ you  get  a  perverse  thrill  dealing  with  hardware  and  software 
glitches,  you’ll  enjoy  the  new  "Computer  Bugs"  exhibit  at 
the  Smithsonian  Institution's  Museum  of  American  History. 
Visit  the  museum  in  Washington  or  at  www.si.edu  to  remi¬ 
nisce  about  bugs  ranging  from  actual  insects  in  early  computers 
to  documented  gotchas  in  Windows  95.  Thus  inspired,  forward 
your  own  bug  reports,  rumors  and  news  tips  to  Computerworld 
News  Editor  Patricia  Keefe  at  (508)  820-8183  or  patricia_ 
keefe@cw.com. 


SBNetFRAMi, 


MEET  THE  MICRON"  NetFRAME*  SERVERS, 

Searching  for  the  latest  server  technology  at  the  best  price?  Take  a  closer 
look  at  Micron  Electronics. 

Micron  offers  a  comprehensive  line  of  computer  products  —  from 
desktops  and  portables  to  entry-level,  mid-range  and  enterprise- 
class  servers. 

When  Micron  acquired  NetFRAME  Systems,  Inc.,  we  knew  we  were 
partnering  with  the  leader  in  high-availability,  high-performance  server 
systems.  Micron  Electronics  is  synonymous  with  cutting-edge  computing 
technology,  excellent  customer  service  and  incomparable  value  —  and  with 


Intel  233MHz  Pentium®  II  processor 

32MB  ECC  SDRAM 

2GB  Ultra-Wide  SCSI-3  hard  drive 

Microsoft®  Windows  NT®  Server  4.0  (10-user  license) 

NOS  Support  (3  incident  resolutions/ 1st  year),  7x24 


STANDARD  FEATURES 
Single  or  dual  Intel  Pentium®  II  processors 
512KB  integrated  L2  cache  in  SEC  package 
ECC  SDRAM  (4  DIMM  slots) 

5  expansion  slots;  4  PCI,  1  ISA 
Integrated  Adaptec  PCI  Ultra- Wide  SCSI-3  controller 
Integrated  Intel  EtherExpress™  Pro  1 00  controller 
12X  SCSI-2  CD-ROM  drive 


10  drive  bays:  4  external  5.25”/l  external  3.5”  2  internal 
5.25”/3  internal  3.5” 

Intel  LANDesk®  Server  Manager  2.8 
Dedicated  server  technical  support,  7x24 
5-year/3-year  Micron  Power'” 
limited  warranty 
1-year  next-business-day 


on-site  service 


3,499 

Bus.  Lease  $1 19/mo, 


NetFRAME,  we  deliver  the  best  servers  for  all  business  needs. 


The  new  Micron  NetFRAME  line  offers  feature-packed  entry-level  servers  and  competitively  priced  mid-range  servers.  And 
our  Micron  NetFRAME  NF9008  and  NF9016  enterprise  series  feature  another  industry  first  —  the  new  Hot  Plug  PCI 
technology  —  allowing  users  to  perform  network  maintenance  without  the  downtime. 


We  can  even  pre-install  an  Oracle  database,  the  longtime  leader  in  information  management,  so  you  can  effortlessly 
get  your  network  up  and  running.  All  Micron  NetFRAME  servers  are  pre-configured,  shipped  directly,  and  they’re  backed 
by  our  24-hour  technical  support,  outstanding  customer  service  and  one  of  the  best  limited  warranties  in  the  industry. 


Take  a  look  at  Micron  NetFRAME  servers.  You’ll  like  what  you  see. 


Call  us  or  visit  our  Web  site  today. 


Call  now  to  order. 


www.micronpc.com 


NetFRAME  MV5000  SERIES 


Intel  300MHz  Pentium  II  processor 

64MB  ECC  SDRAM 

4GB  Ultra-Wide  SCSI-3  hard  drive 

Microsoft  Windows  NT  Server  4.0  (10-user  license) 

NOS  Support  (3  incident  resolutions/ 1st  year),  7x24 

STANDARD  FEATURES 

Single  or  dual  Intel  Pentium  II  processors 

512KB  integrated  L2  cache  in  SEC  package 

Memory:  ECC  EDO  or  SDRAM  option  (8  DIMM  slots) 

9  expansion  slots;  6  PCI,  2  ISA,  1  snared  ISA/PCI 
Dual  integrated  Symbios  Ultra- Wide  SCSI-3  controllers 
Embedded  RAID  upgrade  option 
1,0  Compliant  via  emoeddea  Intel  i960-RD 
5  Interne,  hot-pluggable,  hard  drive  bays  (upgradable  to  10) 
One  360  watt  hot-luggable  power  supply  standard 
(Upgradable  to  3  for  added  redundancy) 

One  360  watt  hot-pluggable  power  supply  standard  (upgradable 
to  3  for  added  redundancy) 

Intel  LANDesk  Server  Manager  v.2.8 
5-year/3-year  Micron  Power 
limited  warranty 
1-year  next-business-day 
on-site  service* 


r '5,699 

Bus.  Lease  SI 80.' mo. 


MICRON 

P#WER - 

WARRANTY 

•  5-yeaf  limited  warranty  on  micrt^ocessor  ar>d  mam  memory 

•  3-year  limited  parts-only  system  warranty 

•  1.2  Of  3  year  optional  on  erte  service  agreement  for  Micron  desktop  and  server  systems 

•  30  days  of  tree  Micron  supplied  software  support  lor  Micron  desktop  systems;  3  optional 
network  operating  system  ir^odent  resolutions  included  tor  Micron  server  systems 

•  30-ctey  money  back  policy 

•  24-hour  technical  support 

The  foregoing  is  subject  to  and  qualified  by  Micron's  standard  limited  warranties  and  terms 
and  condibons  of  sale  Terms  and  conditions  of  sale  may  vary  for  specific  configurations. 
Copies  of  the  limited  warranties  may  be  obtained  on  our  Web  site  or  by  calling  Micron 


Micron  Sales  Hours:  Mon-Fri  6am-10pm. 

Sat  7am-5pm.  Sun  10am-5pm  (MT) 

Technical  Support  Available  24  Hours  A  Day-?  Days  A  Week. 
Toll  free  from  Mexico:  95-600-708-1755 
Toll  free  from  Canada:  800-708-1758 
Toll  free  from  Puerto  Rico:  800-708-1756 
International  Sales:  208-893-8970 
International  Fax:  208-893-7393 


penti.um»|J 


"On-site  service  for  the  Micron  L\'20f>0  ind  MV5000  scr.crs  is 


provided  by  Digital  Equipment  Corp'-i  aion  and  is  optional. 
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WE  DIDN’T  SAY 

MEMORY 

IS  MORE 
IMPORTANT 

THAN  THE  PROCESSOR. 

THE  LEADING  COMPUTER 
ANALYSTS  DID. 


Is  This  Heresy?  Certainly  not. 
The  truth  is  most  PCs  out  there  — 
even  the  newest  ones — are  star\ing 
for  more  memory.  So  chances  are  a  memory 
upgrade  will  give  you  a  much  bigger 
bang  for  your  buck  than  a  new  processor. 
In  fact,  an  upgrade  from  16MB  to  64MB 
can  increase  performance  by  up  to 
63%.*  But  why  Kingston®  memory? 

Because  Kingston  has  created  the 
memory  industry’s  most  rigorous 
design,  manufacturing,  and  testing  procedures. 
To  find  out  what  a  memory  upgrade  can 
do  for  your  PCs’  performance,  visit  our  Web 
site  at  www.kingston.com/ad.  Or  call  your 
preferred  reseller.  Or  just  call  us 
toll-free  at  (800)  533-8714. 


“Budget  dollars 
may  be  better  spent  on 
memory,  generally  a  more 
critical  system  resource 
than  processors.. .t” 
-Gartner  Group, 


www.kingston. com/ad 


.TEC  H,PN  O  L  O  G  Y 
Computing  Without  Limits" 


TGanner  Group  Conlinuous  Ser\'ices,  Rfstuich  Note,  7/18/96.  'Upgrade  from  16MB  lo  64MB  on  Pentium*  Pro  200  MHz.  Testing  was  conducted  by  an  independent  ser\Tce  for  Samsung 
Semiconductor,  Inc.  Kingston  Technology  Company.  17600  Newhope  Street,  Fountain  Valley,  CA  92708,  USA,  (714)  435-2600,  Fax  (714)  435-2699.  ®  1997  Kingston  Technology  Company. 
All  rights  reseiA'cd.  Computing  Without  Limits  is  a  trademark  of  Kingston  Technology  Company.  All  other  trademarks  and  registered  trademarks  are  the  property  of  their  respective  owners. 


